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Home Premiums Were 
At New High In 1960; 
Assets $625,298,603 


Pres. Black Reports Investment In- 
come Also Attained Record Level 
Totaling $17,060,784 


EARNINGS PER SHARE $3.69 
Hurricane “Donna” Cost Company 


$5,000,000, Bringing Moderate 
Underwriting Loss in 1960 





The Home Insurance Co. of New York 
wrote the largest premium volume in 
company history for the twelve-month 
period ending December 31, 1960, with 
premiums written of $263,266,538, a gain 
of $19,727,038, President Kenneth E. 
Black reveals in the 108th annual report 
distributed to stockholders this week. 

Mr. Black reported that investment 
income was at a record high for the 
company, with earnings from invest- 
ments, before taxes, totaling $17,060,784 
as compared with $15,694,136 in 1959. 
Policyholders’ surplus was $286,484,522, 
a decrease of $7,504,487 from 1959. Com- 
pany assets also reached a record high 
of $625,298,603, a gain of $16,888,701 over 
the previous year. Earnings per share, 
after taxes, was $3.69 compared to $3.98 
in 1959. 

Expense Ratio Reduced 


It was reported that the operational 
costs of the company were 99.9%. This 
was accomplished through substantial 
reductions in expense costs, thus enabling 
the company to absorb a loss ratio of 
61.5% with its expense ratio of 38.4%. 

The underwriting results, Mr. Black 
reported, reflected the extensive damage 
caused by Hurricane “Donna,” costing 
the company in losses approximately 
$5,000,000. The effect of this catastrophe 
is indicated in the company statement 
underwriting loss of $3,816,792, while the 
1959 comparable figure was an under- 
writing profit of $1,062,082. 

Mr. Black also reviewed the six-year 
reorganization program which included 
the acquisition of a life insurance affiliate, 
a centralized underwriting division, auto- 
mation in accounting and control proce- 
dures, a premium budget plan, organiza- 
tion of sales and research departments, 
new loss and claim facilities and an 
operating department for efficiency in 
othce management. Mr. Black said that 
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Travelers Railroad 
Group Contract On 


Avert Wittcox & CO. inc. ——=_575.000 Employes 


ESTABLISHED 1916 Non-Operating Employes Plan Ex- 
panded for Health, Welfare and 
New Life Insurance Benefits 


Reinsurance Planned and INCLUDES 300 RAILROADS 


Negotiated - Admitted and Travelers President J. Doyle De- 
: is Witt Announces Coverage Involv- 
Foreign Market Facilities ing Premiums of $130,000,000 











Facultative - Treaty - Excess of Loss Hartford — Agreements have been 

signed with The Travelers Insurance 
Fire - Marine - Inland - Casualty Companies providing more than $2,300,- 
000,000 of Group life insurance for 575, 
000 non-operating employes of American 
railroads, it was announced Monday at 
the annual stockholders meeting held 


99 JOHN STREET, NEW YORK 38, N.Y. BE 3-4191 here. 
11 PRYOR STREET, ATLANTA 3, GA. MU 8-4270 J. Doyle DeWitt, president, told stock 
ES ee LOC a ee ee eee holders that this represents additions to 








the railroads’ health and welfare plan 





which has been administered by Travel- 
ers since its inception in 1955. Under the 
new agreement covering more than 300 
U. S. railroads, each employe receives 
$4,000 Group life insurance with conver- 
sion privileges. Hospital, surgical and 
medical benefits for dependents have 
been raised to the same level as those 
for employes, except for home and office 
visits by physicians. Estimated premiums 
for the entire health and welfare plan, 
including the new life insurance, are 
more than $130,000,000. 


good 


Called Largest Single Group 





In announcing the new program to its 
Putting wood to leather is not the only way to put runners on the bases. Nor is there members, a union spokesman said, “it now 
always a solitary solution to an insurance problem. Finding the one BEST solution  pecomes the largest single private Group 
often requires creative imagination as well as knowledge. A large measure of Public policy in America.” Including depend- 
Service Mutual’s 37 year growth stems from our knack for creating imaginative and ents more than 2,000,000 people are cov- 
sound answers to insurance questions. Wouldn’t it pay you to strike up a friendship ered under hospital, surgical and medical 


with P.S.M.? benefits which were also improved un- 
Our deviation arrangement and liberal commission make Public Service insurance easier to sell. der the new agreement for dependents 
“Unique among health and welfare 

20% DEVIATION: 10% DEVIATION: plans in its special procedures designed 
General Liability in all forms. eS et injury and to keep er — to Po 

. property damage liability: al! minimum,” Mr. DeWitt told the stock- 

15% DEVIATION: classes. holders, “the plan has resulted in maxi- 


Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 


mum benefits for the amount of money 
available for premiums.” 

He said that since the plan went into 
effect, six years ago, nearly $300,000,000 
in benefit payments has been made to 
railroad employes. 


Result of Cooperation 


In commenting on the additions to the 
plan, a labor spokesman said, “sound 


MUTUAL INSURANCE CO. ness of the plan has been tgs ars 

° It’s regarded as a conspicuous illustra- 

HOME OFFICE: 10 Columbus Circle, tion of how a health-welfare plan nego- 

New York 19, N. Y. tiated by unions and managements, can 

37 years of public service provide maximum benefits at the lowest 
possible cost.” P 

WILLIAM E. DANDRIDGE, Agency Supt. * Hempstead: 138 Front St., ROBERT ZMOOS, It was also reported that about 65,000 

Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 10 Gibbs St... retired employes are covered under a 

W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH MURPHY, Rep. * = separate policy embracing hospital, sur- 

Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. * Miami: 1103 So. gical and medical benefits, financed 

Miami Ave., THOMAS H. RIGGINS, Mgr. * E. Orange: 61 Lincoln St., IRVING GROVES, through premiums paid by the partici- 

Mgr. pants. Also negotiated with a ravelers, this 

Deviations and Dividends shown for New York State; . . . for other states, write New York office. policy for any group of retired employes 

policy for any Group of retired employes 


SE te United States” 
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MASSACHUSETTS MUTUAL 








A DYNAMIC FORCE 
IN BUSINESS... 


$2,600,000 ordinary vol- 
ume, 100 lives, $74,000 
annual premiums in 1960. 
$1,340,000 in January 
1960 led the entire com- 
pany in that month. 

Over $1,000,000 ordinary 
production each year since 
1947. 

Qualifying and Life Mem- 
ber, Million Dollar Round 
Table. 

A Chartered Life Under- 


writer since 1951. 








JOHN M. RUSSON, CLU 
The Woods Agency 
Los Angeles 


A DYNAMIC FORCE IN HIS AGENCY AND HIS COMMUNITY 


The Massachusetts Mutual Man of the Year award recognizes not only 
business achievement, but service to clients, the agency, the company 
and the life insurance business, as well as outstanding civic and com- 
munity activity. John M. Russon, C.L.U., adynamic force in The Woods 
Agency, Los Angeles, is a leader in all these areas. 


Active all his life in the Mormon Church, he is presently serving his 
13th year as President of the Los Angeles Stake, after serving for 
almost seven years as Bishop of the Hollywood Ward. 


He is chairman of finance operations for the Los Angeles Area 
Council of the Boy Scouts of America. 


Fund-raising campaigns which he has spearheaded include the 
proposed Los Angeles Music Center, the Memorial on _ historic 
Fort Moore Hill, and the $6 million Los Angeles Mormon Temple 
built and dedicated in 1956. 


He has always given full support to the local activities of the Life 
Underwriters Association and the local chapter of the American 
Society of Chartered Life Underwriters. He has spoken before 
almost every Life Underwriter Association in Southern California 
on his methods of self-organization that make it possible to live a 
life of balanced activity in so many areas. 


MASSACHUSETTS MUTUAL 
Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS: ORGANIZED 1851 
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Annual 


Sales 


Congress 


of New York City 


Assoc 


lation 





Under the theme “Exploring New Sales Frontiers,” 
iation of the City of New York held its 41st annual sales congress on 
Harry C. Copeland, Jr., 
as general 
standing speakers, all of whom were very well received at this ‘popul: ir event. 


Astor. 
Mutual, 


last week at the Hotel 
Co., Inc., Massachusetts 


tured at the morning session were William P. 


Prudential, “The Keys to Success” 
Pa, * Pace: 
for New York Life at Evanston, IIL, 
Underwriters, “The Greatest Distance.” 


; John 





Taggart, agent, California-Western Stz ates Life, 
McDonald, 
Sales Opportunities from the 
\rthur Secord, director of Community Service and Professor of Speech, 


“How to Tell What You Know.” 


Since 
“Life 


Age Eighteen”; Robert J. 


Insurance 


College, 


serving 


Soaring Sixties”; William E. 
and president of National Association of Life 
Speakers at the afternoon session were Grant 


partner, 


the Life Underwriters Asso- 
Thursday of 
H. C. Copeland & 
presented six out- 
Fea- 
vice president. The 


president, 
chairman, 


) 


Lynch, CLU, 


A. Utz, agent, Kansas City Life, Valencia, 
North, CLU, general manager 


Cowley, Wyo., “With Dotted Lines 
Sullivan & Cromwell, New York, 
Attorney's Point of View’; and Dr. 
Brooklyn 


Keep Being Dedicated, Says North 


William E. North on Nationwide Tour Asks Field Men 
For Constant Education of Public About 
Insurance; Flays Replacement Trend 


When William E. North, CLU, was 
elected president of National Association 

Life Underwriters in Washington last 
fall he decided he would do a real job 
in meeting the field men of the country 
and he has made good his promise by 
addressing more than 70 insurance and 
other organizations since taking office. 
In all of those addresses before insurance 
inen he has taken the position that 
agents are men dedicated to their voca- 
tion who should constantly preach and 
explain the importance and merits of life 
insurance; should base most of their talks 
to prospects on what fundamental cov- 
erage means; and should not be detoured 
away from it by wandering into other 
avenues, Education of the public should 
be continuous. 


“An insurance agent is one of the 
luckiest and most fortunate men in the 
world,” he has been saying in city after 
city, “as is evident by adding up what 
the agent has to offer. And at the same 
time his client is fortunate, too, as the 
went represents the strongest economic 
force in the world and he can make this 
protection easily available. How else can 
the family protect itself in so many eco- 
nomic directions ? 

On Thursday of last week President 
North was in New York City addressing 
the One-Day Sales ¢ ‘ONngTress of the Life 
Underwriters Association of the City of 
New York. He lives in Evanston, III. 
and his position is general manager of 
the northern Illinois branch of the com- 
pany. 

During his tour of the country, Mr. 
North said at press conference he had 
been surprised to find that while it is not 
to sell insurance, many agents who 
do so successfully fail to keep in close 
touch with their clients after they have 
bought the policy, but are constantly 
looking for new cases. Sometimes three 
years elapse before a client runs across 
his agent. The field must keep in closer 
touch with the people who buy insurance 
and keep on explaining just what insur- 
ance has to offer that is fundamental. 


casy 


Addresses Many Audiences 

The visit to the East of the NALL 
president which included talking in New 
Hi aven, Conn., followed his appearance in 

. large number of states. It is doubtful 
if any president of the NALU has made 
more addresses, or met more insurance 
men than has been the case with him 
since he was elected president last fall 
in Washington. His association with the 
New York Life began in Corvallis, Ore- 
gon, 31 years ago. A bundle of energy 
with the frame of a football player, he 
has long been one of the outstanding 
speakers in the business. 

On his Eastern speaking tour Mr. 
North came here from the South where 
he visited several states, addressing as 
many as 1,100 insurance men in one 
place. He was on the “Gator circuit” of 
four cities in Florida, largest crowd ad- 





Stuart Rogers Studio 


WILLIAM E. NORTH 


dressed being in Miami. Sometimes he 
made as many as four or five addresses 
ina day. Mr. North did not give the ap- 
pcarance in New York of being exhausted 
by his travels. One theme of his talks 
since he has been pre sident of the N ‘apes 

is that life insurance is making the larg- 
est gain of any industry. It will be the 
first trillion dollar industry by 1970, he 
prophesied. 


Successful News Conferences 


In all of the cities he has visited, 
including New York, he has given press 
conferences and he said at the Astor 
that those meetings were largely at- 
tended by editors of financial and busi- 
ness sections of the daily papers and he 
had been much gratified to note the in- 


terest taken in life insurance by the 
daily paper writers. 

One question asked him at the Hotel 
\stor press conference in New York 


which was held after he had spoken at 
the sales congress was why so many 
daily paper writers and financial editors 
had interviewed him in all parts of the 
country when at the present time there 1s 
only one daily paper in the United States 


which is publishing an insurance news 
page. 
“They came to see me because | am 


president of an organization of insurance 
merchandisers which has a membership 
or 80,000 and want to know what the 
position of the life underwriters associa- 
tion is on so many problems affecting the 
future of families and business, They 
were not in quest of insurance news 
stories per se but desired their readers 
to understand more about the significance 
and helpfulness of life insurance. What 
life insurance means to the nation’s econ- 


omy as well as to the individual parent; 
how it has developed into greater protec- 
tion of the family over the years; in 
what manner it fits in as a logical and 
reliable medium in helping pay the cost 
of education of the children; and why 
there is no question about its solvency.” 

Sharp Comment on Replacement 

During his talk in New York as well 
as in other places throughout the nation 
he was emphatic, often felt indignant 
over the growing number of replace- 
ments of fundamental insur ance by that 
of a “che aper variety,” which proves 
more costly in the long run. 

“Unwise repl wement is prevalent in 
most areas, especially in the cities,” said 
President North. “In the smaller towns 
the client is in closer touch with the 
agent, see him more frequently than is 
possible in the metropolitan centers, such 
as New York. I personally encountered 
at banquets, luncheons and other places, 
a number of people not in the insurance 
business who have had unfortunate ex- 
periences in losing good insurance as 
they sacrificed their values in policies 
which had been in force for some years. 

“On such occasions,” he told his New 
York audience, he frequently asked peo- 
ple: 

“What did you have in mind when you 
made the substitution of one kind of in- 
surance for another? How did you use 
the cash values you collected? Did you 
invest it in mutual funds; take personal 
flyers in Wall Street; try a gamble in 
real estate?” The answers varied, but 
showed more education about insurance 
is imperative if the public is to be sound- 
ly and adequately protected. 

Reporters wanted to know how insur- 
ance will help the families solve their 
problems. He thought many people were 
getting away from the fundament: al needs 
which will be protected by insurance and 


(Continued on Page 8) 
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HARRY PHILLIPS, 3RD 

Underwriters As- 
New York, is 
Other 


first vice president; 


President of the Life 
sociation of the City of 
Phillips, 3rd 
Robert | 


Harry officers ar¢ 


Curran, Jr., 


Arthur H. Bikoff, educational a pres- 
ident; Alfred S. Howes, membership vice 
president; Benjamin L. Stern, public 
relations vice president ; Gerald 
Young, CLU, treasurer ; B. William 
Steinberg, CLU, chairman, board of di- 
rectors; Timothy W. Foley, chairman, 
finance committee; Harry Pincus, Jr., 
chairman, FAAC; and. Stanley’ R 
Wayne, ‘national committeeman 


Grant Taggart Is Inspirational 
Hit; Puts Faith and Work Uppermost 


Grant Taggart of Cowley, Wyoming, 
who has qualified for Million Dollar 
Round Table membership every year 
since 1927 and who is one of the “really 
great life insurance salesmen of Amer- 
ica” in the opinion of Harry Copeland, 
Jr., Massachusetts Mutual general agent, 
who introduced him, scored a big hit 
when he addressed the 41st annual sales 
congress of the Life Underwriters Asso- 
ciation of New York on March 9 in Hotel 
Astor, N. Y. His inspirational talk was 
entitled: “With Dotted Lines Since Age 
Eighteen.” 

In his introduction Mr. 
chairman of the sales congress, pointed 
to Mr. Taggart’s superb record of pro- 
duction in his 46 years of life insurance 
selling; his presidency of the NALU in 
1942-43; his contributions to his com- 
munity, state and to the life insurance 
industry which won for him in 1952 the 
John Newton Russell award, being the 
first agent ever to receive this Oscar. 
Reflecting his pride in the life insurance 
business, Mr. Taggart induced his twin 
join him in business and they 
are doing well. All three Taggarts rep- 
resent the California-Western States Life 
and cover a large territory. 


Coycland, 


sons to 


Appeals to Young Men 


In opening his talk Mr. Taggart ac- 
knowledged appreciatively the opportun- 
ity given him by the New Yorkers to 
impart some practical information on 
sales techniques which, he hoped, would 
motivate metropolitan agents, especially 
the younger men, to greater achievement. 

He then went on to say that his last 
appearance in New York was in 1936, 
twenty-five years ago, when he spoke at 
a Life Underwriters Association meeting 
in Manhattan Center. His twin sons, 
then 14 years of age, had wired him in- 





Kee Coleman 


TAGGART 


GRANT 


structions; “Lay them in the aisles, Dad, 
and that message spurred him to do his 
best job. 

That he had the same urge a last 
week’s appearance was evidence 1 by the 
earnestness and sincerity of 
which, simply expr essed, was “to have 
pride in your profession, faith in your 
general agent or manager, a willingness 
to work hard, a healthy appreciation of 
your competitors, and above all, to live 

(Continued on Page 12) 
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iam P. Lynch, vice president, cause they put forth the effort neces- 


rwriters Associatior 


Keys to Success.” His address in ness like ours, where we plan our own 


Annual Sales Congress of New York City 


I mean make more of your working 


+ kK S a hours—selling hours. 
W. P. Lynch S eys to ucces$ Next week, keep a record of the num- 


ber of hours you actually spend in the 
presence of a prospect, talking with him 
about a definite plan of insurance. If you 
are not happy with the result, take an- 
Planned Effort other look at the methods you are using 
in prospecting, planning, and controlling 
your time, so that you can spend most 
of your working hours doing the thing 


7 . sary to attain them. 
agencies, The Prudential, had . bina 

ypic at sales congress of Life 
mn f New \ irk } I should add, however, that the effort 
in these cases is planned effort. In a busi- 


| llows sales activity, make our own appoint- eer a vite and kag prospects 
: : a : ments, work more hours or less; free- ar —wereeney feet Beene ree 

No other business offers such great dom of time can be a blessing, or a Planned effort also calls for some mar- 
pportunities as insurance for success curse. I have seen many ex-agents who ket analysis —to determine where you 
e m willing to do the things had a lot of natural talent, but who can spend your prospecting and selling 

B : lacked the will-power to use their time time most profitably. The research boys 

sacieatcs’ A a Se Menneee Ae. Sretioedy, have a fancy term for this—they call 
juires effort, and the amount of effort When any other businessman thinks of it “maximizing your potential.” My 19- 
e are willing to put forth usually assets, he thinks of plant, equipment, fix- year-old son, Kevin, who is an expert 

‘ends on how stronely we want the tures, working capital. In our business, striped bass fisherman, has a og 0 

\ : , the agent’s main asset is time, and the way of saying it. When I asked him how 

nes W want ul Cal name aimost . : : - a c nie 

“ale ‘ “ é : , intelligent and profitable use of time he manages to catch 50 to 100 stripers 

any the things that people want and = cnells the difference between the leader a season, casting from the beach and 

k a home in the best neighbor and the man who just gets along. In the rock jetties, when friends of mine 

| wn: a Cadillac: Ivy League these days when people have greater in- have fished for a whole season without 

. , son ‘ . surance needs than ever before, and more getting a bass, he said, “Dad, it’s real 
ed a the udren; vacation in . ee . 1 eA 
: : ae as % money to fill them, you have to plan simple; just be in the right place, at 

rida—al there are agents who are = }yetter and work smarter than ever before’ the right time, with the right lure, and 

en ng these and other comforts be to get your share. By working smarter, you'll get bass.” 









































No GIMMICKS 


The growth of our agency, Connecticut Mutual's national 
production leader for twelve consecutive years, attests to the fact 
that success is not dependent on gimmick sales and the destruction 


of cash values. 


We stand opposed to specials and new-fangled merchandising 


methods that so many believe are tuned to the times. 


We prefer the sound and traditional procedures that have 
made the business great, and we hope to see a return to them by 


agents and companies alike. 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
Home Office: HARTFORD 


The Josephson Agency 


HALSEY D. JOSEPHSON, C.L.U., General Agent SAMUEL W. SELDON, Manager, Pension Dept. 
SIMON A. McAVOY, Assistant General Agent NED A. MILLER, Agency Supervisor 
LOUIS NEIDENBERG, C.L.U., Assistant General Agent HERB RIGHTHAND, C.L.U., Brokerage Supervisor 


RAYMOND P. HOFFMAN, Office Manager 


555 FIFTH AVENUE, NEW YORK 17, N. Y. MURRAY HILL 2-1600 




















Association 


The favorite market of most agents is 
the young married man—age 25-45. And 
for good reasons. He has the most 
obvious need in the world to provide 
protection for a young wife and children. 
In most cases you can best fill his needs 
with whole life, or a combination of 
whole life and decreasing term. So you 
can give him a lot of insurance for a 
relatively small premium. Your main 
problem in the sale is to convince him 





Augusta Berns Bamberger Studic 


WILLIAM P. LYNCH 


that he can afford to set aside per month 
to provide most of the protection he 
knows he needs badly 

Competiti m in the young man market 
is going to be tougher in the next ten 
years. Because of the low birth rates 
during the 30’s, this age group is going to 
be smaller during the next decade. And 
the number of agents of all companies 
will be increasing. The policy salesman 
and the hit-and-run salesman will prob- 
ably find the going rougher. But, in my 
opinion, this will continue to be a lucra- 
tive market for the agent who uses a 
needs approach, integrates present in 
surance, Social Security, Group and Vet 
erans’ Benefits into a benefit program 
and who plans to make a client as well 
as a sale in each interview 

Working Women Market 

But there are two important markets 
being neglected today which will in- 
crease in importance in the next ten 
vears. First, the working women market. 
The sales figures of most companies 
show that we haven't really begun to 
tap the increased sales potential of this 
market 

Since World War II, there have been 
forces at work which add up almost to a 
social revolution. Women are better ed- 
ucated than formerly; more jobs in in- 
dustry and business that require skill 
rather than brawn; tremendous increase 
of labor-saving devices in the home to 
release women from housework; a grow- 
ing desire of women to enjoy the inde- 
pendence which comes from_ personal 
earnings; tremendous growth in number 
of luxury items on the market which 
average family can’t buy out of one pay- 
check; growing tendency toward equal 
pay for equal work between men and 
women. 

New Patterns 


All of these add up to a completely 
new pattern of family earnings and a 
new pattern of decision-making on 
spending and saving. Most non-working 
wives have always had some influence on 
whether Papa’s pay was spent for a Hi- 
Fi set or more insurance. But today, 
the working wife is not only a. wife, but 
also a financial partner. 

Is there any evidence that working 


(Continued on Page 6) 
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Che Biggest ial Mest Yar ! 


ALMOST $54 MILLION PAID-For 
ORDINARY LIFE BUSINESS 


This was our 1960 record-breaking volume, produced by 80 full-time 


Marksmen, which won for this agency the distinction of being 


New England Life's Leading 
General Agency Again in 1960 


~ seep Sra 


Our sincere thanks to everyone who participated. 


The agency's total Life Insurance in Force is now 


almost $300,000,000! 


DAVID MARKS, Jr., C.L.U. 


NEW mamanreard 
Mui LF Ee ee 


Veg COMPANY THAT FOUNDED MUTUAL, LIFE INSUR ANCE IN AMERICA—1635 


666 Fifth Avenue, New York 19, N. Y. 
Phone: ClIrcle 5-2300 
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Keys to Success 


(Continued from Page 4) 

women are less interested in their future 
secur than housewives? | don’t think 
so! FE, very woman knows that she has an 
exc cellent chance of outliving her husband 
She has friends relatives who are 
vidows. Every woman knows that her 


chances of getting a job decline as she 
knows older 
look for new 
and have 
em- 


grows older. 


who have _ had 
jobs for one reason or another 
disappointments at 
woman knows 


suffered many 


ployment offices. 
other women who have to depend on the 
help of others 
years. They know the heartache and the 


hopelessness of it, and they don’t want 


to 


Every 


live 


out their 


it! They want security! 


women 


later 


Discretionary Spending 
This is a story we need to understand 
in all its intensity. Combine that innate 
desire for security with the fact that 
working wives decide most of the dis- 
cretionary spending in most families. 


There you have a market we have hardly 


begun to tap. 

If we are fully aware of the oppor- 
tunities in that market, we will have more 
interviews with working women; we will 
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The Young Man The Man 


“On the Way Up”’ 


Se Ea 





In The Young Interne 


a Growing Business or Resident 


College Graduates 





Newly Marrieds 


If they are, then Eastern Life’s new 
10 YEAR MODIFIED LIFE 


may be just the answer to their life insurance needs. In fact, 
the 10 Year Modified Life plan may be the answer for any- 


one who, during the next ten years, needs 


* Maximum Protection 
* Permanent Insurance 


Low Premiums 


This policy permits the insured to pay approximately one- 
half the permanent premium during the first ten years! 


Here’s 


how it works: 


$10,000* 


Policy Issued at Age 35 





First 10 years 


Commencing with 
the 11th year 

















Annual Premium $116.10 $232.20 
Policy Fee 7.50 7.50 
Total $123.60 $239.70 














*Minimum Policy 


If Disability Waiver and/or Double Indemnity are added, premiums for these benefits remain 


level to age 60. 
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HOME OFFICE: 355 LEXINGTON AVE. 
NEW YORK 17, NEW YORK * MU 7-1920 


General Agency Opportunities Available In: 


Connecticut, Delaware, Florida, Michigan, 


New York, Pennsylvania, District of Colombia 


Contact: Murray April, Director of Agencies 


talk larger amounts, and these will be 
Endowment or Paid-up at 65 plans, with 
higher premiums and better persistency 
Men over age 45 make up a market that 
most companies aren't reaching today. 

Now that their families are grown, or 
partially grown, and they have some life 
insurance, they are harder to sell than 
the young fellow who is just starting out. 
But it’s well worth the effort. The need 
for life insurance is still there; most 
men don’t have enough insurance to 
carry their wives through blackout period 
before Social Security starts; they are 
more interested now in retirement values, 
and these people can afford the higher 
premiums for a savings and protection 
plan. These are the people who have 
most of the discretionary dollars because 
their incomes are higher than when they 
were young and the expenses of family 
raising are behind them. 


Training Pays Off 


The second Key to this philosophy is: 
appitude by training. Or, to put it another 
way, “training pays off.” The salesman 
who knows most about the various ways 
his product can be used to satisfy the 
needs of his prospect is in the best posi- 
tion to capitalize on the countless and 
varied sales opportunities that are around 
us every day. 

After I was in the business about a 
year and a half, I started to study for 
the CLU degree. When we came to the 
subject of business insurance, I found it 
very interesting. But when I got to the 
office the next day, I found that we didn’t 
have any material on it, and nobody in 
our office had ever written a business in- 
surance case 

Keep in mind, this was back in 1938, 
and debit agents weren't writing much 
Ordinary, let alone business insurance 
| had a friend at that time by the name 
of George Phillip. George was 26 years 
old. His father and a business associate 
of his father, by the name of Koch, had 
left the steel company they had worked 
for in Pennsylvania to open up an export 
brokerage business in New York. A few 
months later, George’s father suffered a 
heart attack and died; and George be- 
came president of the company because 
his family owned the larger part of the 
stock. 

One Saturday, after I had spent a 
couple of hours reading about close cor- 
poration insurance for my next CLU 
class, George and I were having a glass 
of beer. I said, “George, how old is Mr. 
Koch?” “54. Why?” “If any thing hap- 
pened to him, could you pay off Mrs. 
Koch for the value of his interest in the 
bus eo 

. “Heck, no! All I’ve got is tied up 
in tha business, and we don’t have any 
cash reserve to speak of because we're 
ving to build the business.” 

“Could she come into the business 
an do his work ?” 

“No. She doesn’t 
oom exporting.” 

“Well, could you pay her a salary 
if Shs didn’t work ? 

A. “I'd be lucky to pay myself a salary 
if I had to carry the whole business on 
my own.” 


A Sale That Took Ten Minutes 


There was a long silence. I didn’t want 
to disturb George, because he was worry- 
ing about a problem he hadn't thought 
about before. Finally, I said, “How would 
you like to have a plan that would pay 
Mrs. Koch in full for the value of her 
husband’s interest in the business, so that 
the entire stock in the business would 
pass to you at his death, without any 
outlay at that time by you or the com- 
pany?” 


know anything 


George thought it was a wonderful 
idea, and when we later talked to Mr. 
Koch, he thought so too. The sale of that 
idea to each of them took a little more 
than ten minutes, for $15,000 at age 26 
and $15,000 at age 54. That may not 
sound like much today. This was the 


biggest sale [| had ever made, and the 
Che most interesting part about 
Prior to that time I had 


easiest. 
it was this: 
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Annual Sale 


tried to sell George Phillip more life in- 
surance, because he had only $2,000. I 
hadn’t been able to close him because 
he couldn’t see the need for any more 
while he was single. When I completed 
the application on Mr. Koch, I learned 
that he had no life insurance at all. Why 
were these men so hard to sell on personal 
insurance and so easy to sell on business 
insurance? I think the answer is this: 
George Phillip, at age 26, couldn’t im- 
agine himself dying; but it was easy for 
him to visualize the death of his older as- 
sociate. In the same way, Mr. Koch 
couldn’t see himself out of the picture, 
but he could visualize young George driv- 
ing his car at 70 m.p.h. some night and 
failing to make a curve. 


Hard to Visualize One’s Own Death 


If you aren’t selling several business 
insurance cases each year, let me make 
this observation: The most difficult thing 
for a man to imagine is the world going 
on when he’s not here. It’s easy for us 
to visualize the death of a friend, rela- 
tive, or business associate, because we've 
seen those things happen. But it’s hard 
to imagine yourself out of the picture. 
That is why I believe it’s easier to sell 
business life insurance than personal 
life insurance. All you have to do is sell 
your prospect the realization that the 
other fellow might die. In nine cases out 
of ten, he’ll realize pretty quickly that 
his business will be in a heck of a mess 
if he can’t pay off the widow of his 
business associate. So why not add to 
your record this year by making more 
of the larger and easier sales ? 

Another thing this case taught me is 
that education in life insurance pays 
off. That case was written as a direct 
result of my CLU studies, and the com- 
missions more than repaid all the money 
I spent to get the degree. If you aren't 
taking LUTC or CLU, studying R & R 
courses, and using their services; reading 
he trade journals which are loaded with 
ideas, you've been missing an opportunity 
to get back a dollar for every dime you 
invest. 


Growth by Effort 


Let's take a look now at the Key to: 
Growth by effort 

The doctor and the minister enjoy 
prestige and respect because they spend 
their lives helping people solve problems 

physical problems and spiritual problems. 

We, too, are in the business of solving 
problems. 

In the stress and strain of modern liv- 
ing, almost everybody is interested in 
security,—in freedom from fear. 


Common Ailment of Our Time 


This concern about 
two economic facts which 
of the people you talk to: 

Because of high taxes, you rarely 
meet a man today who can create an 
estate large enough to retire on, or for 
his family to live on, if he dies. 


2. Installment buying and the use of 


security reflects 
affect most 





s Congress 


General Chairman 


Michael Romeo 
COPELAND, JR 


HARRY C. 


Assisting Harry C. Copeland, Jr., on 
sales congress committees were the fol- 
lowing: Attendance: Milton Weiner, 
chairman; Burton G. Brazier, Andrew M 
Christensen, Glenn G. Geiger, CLU, Ger- 
ald D. Good, CLU, Foster Goodstone, J 
Robert Guy, CLU, Oswald A. Krebs, 
Joseph Orshan, John Poinier, CLU, Ber- 
nard Samons, CLU, B. William Stein- 
berg, CLU, William P. Stewart; branch 
attendance: Irwin Ilshan, chairman; Ru- 
bin Minowitz, Joseph Orshan; reception: 
Andrew F. Kinbacher, CLU, chairman; 
George D. Ayd, Andrew M. Christensen, 
Robert E. Clancy, Shelley S. Goren, 
CLU, Adam H. Oberheim, Richard E 
Werner. 

Jack R. Manning, managing director of 
the New York City Association, served 
as head of advertising and program pub- 
lication. 


credit are so universal that most men 
start defaulting on their obligations 
when sickness or accident stops their 


pay-checks for a month or two. 

Put the two things together and here 
is the market you are selling in! More 
than nine out of ten of the people you 
talk to can’t afford to die. 

This is part of the reason for the in- 
security which is the common ailment 
of our time. 


Unfortunately, although sickness, ac 


cidents, old age, and death are among the 
most serious problems that any of us ever 
problems. So 


face, they are unpleasant 
we put them behind us whenever we can 


York City 


Association 








Vice-President. 











COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 
103% first year commission — it sure is! 
~,| another 45% in renewals over the next six years. If you 
want more information on how to step up to your own 


ome 4 Agency, contact—David G. Hunting, C.L.U., Agency 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
170 Whitney Avenue ¢ New Haven 5, Conn., Dept. 170 


We also pay 











TO GENERAL BROKERS 
THE LEE NASHEM AGENCY - 
“The Major League Agency 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 
PHONE US, THIS PLAN WILL MAKE 
MONEY FOR YOU! 
Call us at Oxford 7-2950 








LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 





(I don’t like to talk about dying myself, 
because it’s the last thing I intend to do.) 
We all know these things will happen to 
us some day, but we try to pull down the 
shade and blot them out until we are 
forced to face them. 


Exposing Problems 


So, your first job as a salesman of life 
insurance is not solving problems; it is 
exposing problems. Everybody you talk 
to has them. Our job is to persuade our 
prospect to open the blinds and face the 
facts of life with his eyes open. 

Many times in an interview, when your 
prospect is saying “I can’t afford it.” 
“See me later.”—“Let me think it over.” 

and he’s squirming in his chair a litth 
bit, he’s not really saying “no.” What 
he’s really saying is, “Please stop making 
me realize that I have a serious prob 
lem, that my family will have really 
tough going, if I die don’t drive 
that point home and make me see it 
clearly because, if you do, I’ve got to buy 
more life insurance.” Once you have 
uncovered his problems, however, and 
shown him how to solve them, he feels 
better than he did before you came He 
knew all the time that the problems were 
there. And, because he wouldn’t let him- 
self face them, he was insecure. As a 
result of your efforts, he now enjoys 
more peace of mind than he had before 


Please 





All Forms of A&H 
(Group & Individual) 


MIDTOWN 
“A&HBRANCH 


Call us to learn about 
our “Walk-in Contest." 
The contest with 
IMAGINATION 








CONTINENTAL CASUALTY 
COMPANY of Chicago 

| Suite 1106, 500 Fifth Ave., N.Y. C. 

BILL LEAR, Mgr. LO 3-2050 











That is why we have that strange phe 
nomenon that is almost unique in the 
life insurance business —that your pros- 
pect hands you his check and then says, 


“Thank you very much, Mr - 
The Key to Life 


In concluding his remarks Mr. Lyncl 


offered this advice: 

“In the life of every salesman dis 
‘ouraging periods are encountered. The 
include unreliable appoint: bai,” Seabees 
neiude unreliable appointments, ) K¢ 
promises, rejections when least te 
] en 





. 1 a+} - « 1 + sensu 
bad weather, and turndowns \ 
manently close the door on tl] 


n pe 
salesman 


Sometimes, many such discouragements 
may even happen a single case 

“But don’t let rebuff or other disap 
pointments bear you dow1 Always re 
member this: your ability as a salesman 
is the key to life many families and 
never forget that the work you do is of 
utmost importance to the future lives of 


a tremendous number of 
confidence in what you are 
brush aside any 





feeling of frustration.” 





LIFE AGENCY DIRECTOR 
$15,000 


Leading eastern company, 
well known in the A&H field, 
needs experienced man to di- 
rect life sales. Should have 
solid background of manage- 
ment, preferably on branch 
level. This is a ground floor 
opportunity to progress with 
the company to new produc- 
tion heights. 


Job #E-288 





PENSION CONSULTANT 
$8,000 

Giant midwestern company 
needs a young man to step 
into Pension Sales Dept. 
Leads to management role for 
aggressive, capable producer 
who is willing to live in the 
midwest. 

Job #E-289 





JUNIOR LIFE ACTUARY 
$8,000 

Fine, old company in the 
New England area prefers col- 
lege grad who has completed 
at least two Actuarial exami- 
nations and intends taking the 
other remaining exams. 

Job #E-290 





330 S. Wells St. 








Please refer to the job number in your inquiry. Send for our 
free brochure, "How We Operate," without obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 64, Illinois 





A&H SALES DIRECTOR 
$15,000 


The midwest's most progres- 
sive A&H company is looking 
for the experienced man to 
take charge of their sales on 
a national scale. A proven 
production record and an 
ability to organize and lead 
men is a must. The need is 
urgent. 


Job #E-291 
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MAN POWER MIRROR 


One of the chief measures of our agency's success in 
1960 — and it was our best production year to date, $17,- 
500,000 paid-for — was the quality of our Full-Time Agent 
Man Power. 


We're mighty proud of their success but even more 
so of their excellence of performance because it so vitally 
affects the agency's growth and position in the New Eng- 
land Mutual Life picture. 


During 1961, an expansion year, we aim to keep our 
men so happy in an environment of success that they will 
continue to urge others to join with us. Their incentive 
to do so could well be this Composite Profile of our men, 


indicative of their quality. It follows: 


1. 42-43 Years of age—married with 2 children, one at 
high school. 


2. Overall income from all insurance sales activity of 
over $20,000 annually. 


3. Has passed two parts of CLU exams. 


4. Over 50% of his sales are in Pension and Business 
Insurance cases. 


5. He is a “career" insurance man, exclusive of other 
interests. 


6. He has maturity, business judgment and inspires 
confidence. 


nh__[ 


Edmond J. Nouri, CLU 
GENERAL AGENT 


NEW ENGLAND 
Mill LAF EM 


OE COMPANY PRAT POUNOED SUTWAL LTE eWBURANCE HH AmERTA— 1038 


200 EAST 42nd STREET 
MU 7-5560 


NEW YORK 17, N.Y. °* 











New York Sales 


Congress 





W. E. North Talk 


(Continued from Page 3) 


leading them astray. He thought that 
agents should pay more attention to 
dramatizing the economic problems con- 
fronting the public, especially of the cost 
of education. 

Commenting on inflation, Mir. North's 
advice was to use the credit structure 
wisely and not to get so far in debt that 
they cannot get out. 


Many New Agents 


Asked by a reporter why it has been 
so easy for so many new companies to 
get agents, especially in states where a 
large number of companies have been 
organized, he said there were several 
answers. 

“T suppose you are asking about small- 
er companies which have started with 
insufficient capital and officers inexperi- 
enced in insurance,” he answered. “It is 
logical to assume that most men who 
enter life insurance as agents would want 
to represent a company of substantial 
resources well known in the life insur- 
ance field and ably conducted. Some- 
times such new men are intrigued to 
enter the insurance field because they 
know the promoters or officers of the 
new companies, or have become inter- 
ested in buying stock with insurance, or 
have been influenced by suave, smooth 
talkers who go from town to town re- 
cruiting. It should be recognized, how- 
ever, that there are a number of newer 
companies which are well organized, 
have leading citizens as officers or on 
the board of directors, are financially 
sound and are scoring quick success and 
steady growth.” 


Some Observations by North 


Here are some observations made by 
Mr. North on his trip: 

Of every $1,000 now invested in life 
insurance Mr. North said, $7 goes to 
schools, $5 for turnpikes, $4 for church 
construction, $7 for jet aircraft, $10 for 
shipping construction, $10 for shopping 
center construction, $240 for home mort- 
gages, $115 for business loans, $35 for 
railroad bonds, $30 for real estate, $25 
for farms, and $20 for pipelines. 

On the “other side of the coin,” he 
said, “the insurance field needs to pro- 
vide better protection for American fam- 
ilies.” The average insured family, he 
said has insurance enough to cover only 
19 months’ income. 

In many of the cities, Mr. North called 
attention to the fact that there are 115 
million American policyholders insured 
for $542 billion, but he said the average 
insurance carried by the family was not 
quite $12,000. “It should be a much 
larger amount,” he declared. 


Will Be First Trillion-Dollar Industry 


In several cities, such as Portland, 
Oregon, Mr. North made these com- 
ments on Social Security: 

“Social Security must properly be 
classed as welfare and not as insurance,” 
he declared. “Somewhere along the line 
we have a younger generation coming 
along which we are mortgaging to the 
hilt. We have no guarantee that they 
will not rebel when they find they can- 
not finance their own activities and in- 
dustry because they must pay the debts 
we have incurred.” 

The present average life insurance cov- 
erage of $11,900 per insured family will 
take care of that family for only 19 
months. : 

Mr. North’s vision sees doubling the 
amount of insurance in force by 1970, 
thus making it the first trillion-dollar in- 
dustry. He calculates the present volume 
at $542 billion. 


Profligate America 
In Buffalo, Mr. North warned: 


“The American people as individuals 
and their government at all levels, are 
spending more than they take in, result- 


Dr. Secord on Importance 
Of Proper Use of Words 


This year’s sales congress was con- 
cluded with a clever and witty presenta- 
tion by Dr. Arthur Secord, director of 
Community Service and Professor of 
Speech, Brooklyn College. Dr. Secord 
offered some helpful selling hints and 
gave the program the required balance 
necessary to assure success to an all- 
day affair of this type. Dr. Secord 
pointed out that words are not import- 
ant, but rather what the person we are 
speaking to hears. Very often, he said, 
the words that are spoken and what is 
heard are entirely different because the 
words do not mean the same thing to 
the people to whom they are addressed. 
In other words you have to speak the 
other fellow’s languz ge. He suggested 
that an example be given to help to get 
across the real meaning of words. This is 
particularly true in life insurance selling, 
he said, and he recommended the use of 
negative rather than positive examples 

Dr. Secord also emphasized the im- 
portance of servicing and “good selling,” 
which he interpreted as that kind of 
selling that changes the way people live, 
bec: ause the sale is based on the pros- 
pect’s needs and aspirations. 

Another selling factor touched on by 
Dr. Secord was that of remembering 
names and calling people by their names. 
He warned particularly against forgetting 
the names of receptionists, who, he feels 
are a vital link between the salesman 
and the prospect. If you forget the re- 
ceptionist’s name, he said, you are half- 
way out of the prospect’s office. On the 
other hand by remembering you are 
half-way into the prospect's office. 


ing in a deficit economy which gradually 
is whittling away at the value of a dol- 
lar.” 

In Galesburg, Ill, Mr. North made 
these points: 

“Service of almost any type rendered 
by the government is not comparable to 
service offered by private enterprise.” 


Social Security Expansion 


An insurance agent, Mr. North said, 
has many advantages, of which the aver- 
age man cannot boast, which should build 
his enthusiasm. He has the opportunity 
of relieving the three basic tragedies of 
life: living too long, dying too soon or 
being disabled along the way. 

In another city Mr. North said that 
leaders of insurance companies should 
be less reluctant to take a stand on cur- 
rent problems of the industry and the 
country and promptly took one himself 
on Social Security. He said it was “con- 
structive” as long as it “remained as a 
floor on which to support economic and 
social independence,” but when the pro- 
gram is expanded to the point where it 
becomes a substitute for personal re- 
sponsibility and individual initiative and 
enterprise, “we believe it then can be a 
destructive influence.” 

Mr. North continued: 


“Freedom is a most cherished goal and 
anything which tends to diminish or 
destroy freedom should be seriously con- 
templated.” 

In Galesburg, IIl., he said: “There has 
been an amendment to the Social Se- 
curity Act every election year since it 
was enacted. The trading of benefits for 
votes and the deferred levying of the 
taxes required to pay for these benefits 
are, we believe, definitely not in har- 
mony with American traditions. 

“I personally believe it is time we be- 
gin up-grading instead of down-grading 
the older people—that we encourage and 
stimulate their feeling of importance and 
independence rather than downgrade 
them in a manner which can lead to 
many people feeling they are wards of 
society. 
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CAC’s GOLDEN YEAR 
1911-1961 


Congratulations to you, President Howard Reeder —and to CAC for a 


wonderful job over the past 50 years. 


© We know you're moving ahead in this Golden Year. The new 


policies coming out tell us that. 


We're moving ahead with you! We're expanding and redecorating 


our offices so that we can handle the increased business we expect 


to do with CAC. 


© We like it fine, Mr. Reeder, being an agency of CAC. We've 
been #1 in Natonal Leadership for seven years in a row now! 
And we're #1 in your Eastern Department for Ordinary Pro- 
duction, Group, Retirement and Special Plans. We plan to 


continue to grow right along with you. 
Let's both look to a very bright future! 


DAVE CARR ° MIKE WILTON . BOB SIENTZ 
BiLL BARTON ° ED PADDEN e MAX GRUSKOFF 


DAVID A. CARR AGENCY, INC. 


CONTINENTAL ASSURANCE CO. © CONTINENTAL CASUALTY CO. 


CHICAGO, ILL. 
50 EAST 42nd STREET ¢@ NEW YORK 17, N. Y. 
OXford 7-3424 
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Annual Sales Congress of New York City 


Attorney R. J. McDonald Shows How 


to A that he buy a ten pay-life policy. 
With $20,000 he can buy approximately 
$310,000 of face amount of insurance 
How Insurance Affects Situation 

What will A have accomplished ? He will 
invest $20,000 in the first year and have 
insured his family for $310,000 if his earn- 
ings are cut off by death. 


Association 


time it would have a guaranteed cash 
value of around $165,000. In addition, 
dividends, if accumulated, would aggre- 
gate about $30,000. Thus, the total fund 
available would be around $195,000 out 
of the aggregate investment of $200,000; 
or if dividends had been used to reduce 
premiums, $165,000 of cash surrender 
value as against $175,000 of investment. 





Lite 5 IT vores I naintaining alter : im 
1d” w ederal income, estate an ing like the standard of living to which At the end of ten years, the $310,000 \lternatively, A could use the dividends 
aft tox laws a there are r m hey are accustomed, it is recommended policy will be fully paid up, at which (Continued on Page 11) 
: roti - a “ r a avo 
ably upol he us¢ roi ince Robert 5 
|. McDonald, prominent tax authority More and more underwriters use The Chase Manhattan I.P.B. Plan* to 
1d partne in the New TK aw d m 
¥ Sallivan & Cromwell wold the Sales EOQLLECT FULL ANNUAL COMMISSIONS IMMEDIATELY! 
“uanpies iilow, He Senay weed = SELL LARGER POLICIES MORE EASILY! 
at the rance man k in ypera- 





ROBERT J. McDONALD 
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And here are 7 good reasons why: 


You benefit because... 





1. We pay your client's total annual premium a year in 
advance. 


2. You receive full commission at once. 
3. Clients are less likely to let policies lapse. 


4. Insurance is easier to sell— easier for clients to buy. 


Your client benefits because... 





1. The Chase Manhattan provides life insurance usually 
without cost on the unpaid balance of the client’s note 
up to $10,000. 


2.He gets the advantage of your lowest annual pre- 
mium rates. 


3. He repays us in convenient monthly instalments — 
often at a saving over any other mode of payment. 


You do yourself... and 
your clients and prospects 
...@ eal favor 
when you te// them about 
The Chase Manhattan's 





PLAN 


In short, you make the sale...your client gets the in- 
surance he needs...you both benefit from The Chase 
Manhattan Insurance Premium Budget Plan. 


For further details, and for a free supply of our descrip- 
tive booklet to use in your selling, call our Instalment 
Credit Department, HAnover 2-6000, Ext. 5471—5472. 


THE 

CHASE 
MANHATTAN 
BANK 


Member Federal Deposit Insurance Corporation 
Head Office: 1 Chase Manhattan Plaza 
New York 15, N.Y. 
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John A. Utz’s “Pace” for Selling 


John A. Utz used Pace from the title 
of his talk as the main theme. He de- 
yeloped this in his interpretation of each 
letter. The P, he feels, means many 
things in the life insurance buiness, “but 
the first thing I like to think of is pros- 
pects. Even though there are a great 
many people out there, if we don’t have 
those we are going to see we're in 


R. J. MeDonald 


(Continued from Page 10) 





to buy paid-up additions which would 
aggregate over $50,000 at the end of the 
tenth year. Whereas interest on dividends 
- at are accumulated is subject to tax, 

he interest element of paid-up additions 
is not subject to tax. The aggregate cash 

surrender value of the original policy 
with the paid-up additions at the end of 
the tenth year would approximate $190,- 
O00, 

It becomes readily — that 
federal tax impact upon the life insur- 
ance dividends is most eae At A’s 
tax bracket, over $20,000 of the $25,000 
of dividends, if taxable as they would 
be if they represented dividends on 
stock, would have been paid over to the 
government. To achieve this result on 
an investment yielding taxable interest 
or dividends, the income from the invest- 
ment of $20,000 for ten years would have 

iad to aggregate by the end of the 
tenth year $125,000, or 12.5% per year 
on the average investment of $100,000. 
Additionally, the insurance has afforded 
protection of $300,000 for the entire ten 
years. Naturally, there are some minus 
factors. Insurance, as an investment, has 
“ » chance for capite il appreciation except 
by death. The investment of its reserve 
by an insurance company is necessarily 
conservative, but these are not persuasive 
arguments in a case such as A’s. 

Other Steps To Be Taken 

‘his does not end the planning phase 
nor the cooperation of the lawyer and 
the insurance man. Indeed, the problem 
is merely begun. Assuming A retains 
some incidents of ownership 1 in the policy, 
the proceeds of the insurance will be 
taxable in his estate. 

Should something be done about this, 
and if so, can something be oe yg Here 
is where an insurance man and A’s law- 
yer might profitably have additional talks. 
Whether something should be done about 
the estate tax in A’s estate of the insur- 
ance proceeds will depend upon what 
other assets are potentially in A’s estate, 
upon his concepts of his family relation- 
ships, upon the number of his children, 
upon his wife’s financial status, upon the 
possibility of his or his wife’s inheriting 
from relatives, and upon a host of other 
factors. These questions cannot usually 
be answered except by consultation with 
someone in charge of or with knowledge 
of A’s complete financial and family 
picture. The insurance man can add 
something to the considerations of these 
problems, assuming he has trained him- 
* especially in making suggestions as 
to the ow nership of the policy, the use of 
— and the use of the loan potential, 
to fit the insurance programming into the 
tax, financial and family planning. Here, 
he sure that tax factors do not become 
distorted. In the attempt to achieve the 
best result from a tax point of view, 
one must be careful that he does not 
deprive A of all his liquid assets, make 
future estate planning impossible or give 
other members’ of the family an un- 
warranted financial hold over A. 

Assuming there is a need for and a 
desire to eliminate assets from A’s poten- 
tial estate and assuming that it seems 
logical to remove the insurance from his 
estate, the ownership of the policy could 
be transferred, for example, to A’s wife, 
or to an insurance trust. The insurance 
man can provide valuable assistance in 
all of this planning. 


trouble.” Prospecting should be a daily 
habit, ‘Mr. Utz said and “the day we quit 
prospecting, we’re ready to get out of 
the business.” The P in Pace also stands 
for purpose, and the purpose that is far 
greater than the monetary return and 
the one that keeps everyone in the busi- 


ness is in finding prospects and determ- 
ining how much insurance is enough and 
how much is too much. 

“Second in this Pace is ‘A,’ which to 
me is App. I have a little over 2,000 
policyholders now at age 30—and yet the 
most pleasant thing about this is that 73% 
of my business in the last three years has 
come from people that I now have in- 
surance with. Writing applications to me 
is like peeling potatoes. If you take them 


as they come, you'll get the big ones too 
3ut, if you walk around: over that pile 
just looking for those big ones, you're 
going to find yourself on wobbly ground, 
and you may fall. Writing apps also goes 
hand in hand with Attitude, because, as 
you know, if you don’t have the attitude 
in this business, you don’t have it.” 
Sack in 1954 Mr. Utz said that he fin- 
ally decided that he wanted to write a 
(Continued on Page 17) 


In terms of increased income opportunity... 


Which broker has most 
to gain from Weghorn’s 
specialized services? 

















A glance at Weghorn's roster of metropolitan area 
clients is most revealing in this respect. There you 
will find a full representation of the younger brokers 
who are "feeling their way" and appreciate Weg- 
horn's guidance. BUT, the majority of Weghorn's 


Is it the large, well established brokerage firm which finds 
Weghorn's services most profitable? 


Is the young broker "on his way up" most benefited by 
working with Weghorn? 


clients are prominent, successful brokers, men with 
large followings in the upper income brackets of 
our business. All these clients, young or old, find 
that Weghorn builds up their incomes—and repu- 
tations! Here's why: 


The basis of Weghorn’s prime position in the insurance field is — specialization ! 


When you work with Weghorn you can offer the 
most complete coverage, the speediest and most 
satisfying service, and the assurance that each of 
your decisions is founded on the experience of a 


renewals. 


Weghorn expert in his individual field. 


IN LIFE, FOR INSTANCE, Weghorn acts as your 
life department, in helping you sell Personal and 
Business Life Insurance as issued by Canada Life 


—one of the world's foremost insurance companies. 
Weghorn also supplies sales aids, assists in presenta- 
tions, handles billing and other details, and pays 
extremely attractive commissions with fully vested 


TOP-FLIGHT COMPANIES! The foremost compa- 
nies are allied with Weghorn. You offer your clients 
only the finest, most complete coverage available 
for all their insurance needs. 


LIFE - COMMERCIAL COVERAGES - ACCIDENT & HEALTH - SPECIALTY LINES - TAILORED PACKAGES 





RICHARD J. WEGHORN 
Manager, Life Insurance Dept. 


TAKE A MOMENT to write us today. Find out, as many 
brokers already know, how: 


WEGHORN BUILDS BETTER BUSINESS FOR BROKERS 


JOHN C. WEGHORN AGENCY, inc. 


102 Maiden Lane, New York 5, N. Y. Digby 4-8420 





JOHN C. WEGHORN 
Founder and President of Agency 
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Gerald Rosner 


GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4.5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 





Grant Tagé 


ntinued trom 


art 
Page 3) 


ironment and bring up 


the same manner.” 








in in his talk the speaker 
sisted ere was no substitute for 
well directed hard work. He offered no 
spec 1 | success in life in- 
surance clear that “it is up to 
you to bu you vn structure by dint 


rganized and determined effort, and 


be everlastingly proud of being an 
ntegral part of the life insurance busi- 
ness. 

Mr. Tagga ecalled the “tremendous 

rill” w e received when he qual- 





fed for his convention in 19]5— 
his st ye n the business. He was 
18 years of age. His boss had given him 
he centive of selling $12,500 of business 
and told him that if he made this quota 


he would win a trip to Salt Lake City. 
t w is first experience in a “big 
t pl rm appearance at 
he never forgot it 
-d his audience not 
x h ego after 
“Take it in your stride 
that systematized hard 
yu for lots more sales 












work will qu 
conventions.” 


Case History on Selling a Tough 





Prospect 
In his 46 years of life insurance selling 
Mr. Taggart has built up a clientele of 
6,000, and they are widely spaced in his 
large territory which embraces Wyoming 
and adjacent states. It is often part of 
1 day’s work for him to travel hun- 
lreds of miles to call on a prospect. One 
sucl ] will never forget—a visit 
Westerner who was out- 


disregard for the value of 
C 
Mr. Taggart said he made up his mind 


to sell this man. He paved the way by a 


phone call but when he arrived for the 
iterview, he got a cold welcome. “I told 
my prospect that I was a life insurance 





man but that I had never sold a policy 
in my life.” This helped to get the man’s 
interest, to assure him that Taggart was 
not going to pressure him into buying. 
“A few minutes later,” he confessed, 
“I told my man that while I had never 
sold, many, many people had bought life 
insurance from me.” This set the stage 
for a long “give and take” conversation 
on the merits of life insurance owner- 
ship which resulted in a signed applica- 
tion for $100,000 and a check for the 
first year’s premium. 

3ut when Mr. Taggart told his new 
client that a medical examination by two 
doctors would be required before the 
insurance became effective, the case al- 
most fell through. Persisting, Mr. Tag- 
gart set up these examinations for the 
next morning and overcame his client’s 
objections with the comment: “For any 
man who is so successful that he can af- 
ford $100,000 of life insurance, we pay 
the compliment of two medicals!” 

Sometime later Mr. Taggart was told 
that this client had decided to drop his 
insurance. He knew that this must not 
happen as the man had developed a heart 
condition. So in a phone conversation 
he told him that he would not permit the 
lapse and that if necessary he (Tag- 
gart) would pay the premium. To this 
he added: “Of course, I'll have to get 
your wife, Sadie, to agree to my doing 
this.” Without delay he called at the 
man’s home, talked to Sadie, and got her 
check to keep the policy in force. 

His Philosophy on Life and Living 

Throughout his talk the speaker gave 
expression to his philosophy on life and 
living. The biggest thing to strive for, 
he said, is faith. “The first requisite is 
to have faith in your ability to write an 
application frequently. And the more 
policies you sell, the easier it will be- 
come 


“Secondly, recognize your own com- 








| 
SALES PROMOTION 
man. 





petence. Self evaluation is important in 
this connection. If you achieve prom- 
inence in your segment of the industry, 
be happy over this accomplishment but 
not overly so. 

“An early statesman of the West once 
said: ‘Cowards never start; the weak 
fall by the wayside; the strong keep 
going.’ I subscribe to his words of wis- 
dom. I further say that we must direct 
our thinking so that what might be con- 
sidered an obstacle, will fade away as a 
mirage. To be successful we must not 
be confused in our thoughts; we must 
steer a straight course. This means that 
We must move courageously ahead 
whether in a period of depression, under 
pressure, or under cross fire. How well 
we perform under such conditions will 
determine our success.” 





ST. PAUL 1, 





Many an underwriter has 
hitched his career to the 
“Star of the North,” an 
agent-minded company with 
nearly three billion dollars 
of insurance in force 


THE 


MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 
MINNESOTA 











and ADVERTISING OPPORTUNITY 


Large Branch Office of leading insurance company 
has grown to the point where current personnel can- 
not handle tremendous sales promotion activities. 


We need a sales promotion man NOW—who is 


also an experienced and knowledgeable insurance 


Write Box 2889, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 
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Presentation to W. E. North 





William E. 
of the National Association of Life Un- 


North, (left), president 
derwriters, was presented with a history 
of the New York City Hall after speak- 
ing before the annual sales congress of 
the Life Underwriters Association of the 
City of New York. Morgan Sheahan, 
deputy commissioner of the City’s De- 
partment of Commerce and Special 
Events, made the presentation to Mr. 
North, who is general manager of New 
York Life’s Northern 
office in Evanston. 


Illinois general 


General American Awards 
Winners of General American Life’s 
two top agency awards for 1959 repeated 
their achievements in 1960 as the Pres- 
ident’s Trophy was awarded to the Adam 
Rosenthal Agency of St. Louis and the 
Agency Management Trophy went to the 
Michael Chamberlain Agency, San Diego, 
Cal. 

The Rosenthal Agency, in winning the 
President’s Trophy, was judged the best 
all-round million-dollar-plus agency for 
the fourth consecutive year. General 
Agent Rosenthal is a life member of the 
Million Dollar Round Table and a con- 
sistent qualifier for the company’s Pres- 
ident Club. He has an agency of ten 
full-time associates. 

The Rosenthal Agency won the com- 
pany’s highest award in 1952, 1954, 1957, 
1958, and 1959. 

The Agency Management Trophy was 
awarded to the Chamberlain Agency for 
the best agency-building performance in 
the company. Winners of both agency 
awards are determined according to a 
detailed point system, 
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THE SCHMIDT AGENCY 
1960 PROGRESS REPORT 


Our Sixth Successive RECORD Year 


We're glad to have this opportunity to pay tribute to our full-time Associates 
and broker friends who made possible our 1950 paid-for production of over $33,500,- 
000 of well diversified business, netting a gain of 14% over 1959. We take particular 


pride in the following growth factors: 


5 al . . 7 . 
1. Exeellent character of business written—term 2. We started off 1961 with the largest amount 
Ss 
insurance represented less than 20% of our of carry-over business in our history and with 
total. Business life insurance sales were sub- agency man power at an all-time high. We 


i ; F continue to place major emphasis on advanced 
stantially ahead and new pension business wie : 

underwriting and planning to assure overall 
gained 457% in 1960 over our previous ree- technical proficiency and the maximum in 


ord year. policyholder service. 


OUTLOOK GOOD FOR PENSION and BROKERAGE BUSINESS 


Pension business development continues to be one of our major objectives and we antici- 
pate a banner year. We realize that to service our ever-increasing number of trusts properly, 
faithful and intelligent attention is essential. Brokers who place pension business with us are 
assured that we will keep their clients advised of new developments, taxes, funding methods, 
ete., which might affect them. Our pension service department under Mrs. Margaret Lane’s 
direction, is geared to keep pace with growing requirements for pension service. She and her 
staff work closely with Roger W. Schmidt, co-general agent, who is devoting a large portion of 
his time to the agency’s pension work. 


Brokerage business increased substantially in 1960, both in the pension field and in indi- 
vidual cases. Encouraging is the fact that an increasing number of brokers like to do business 
with us. Morton Ross, our new brokerage supervisor, has made a fine impression in the field 
for the zest and vigor he displays in servicing the needs of our brokers. 


A PLEDGE: We repeat our pledge of a year ago that we'll overlook no 
bets to make the personalized complete facilities of our agency better 
known to more insurance brokers. 


Atieimen tons 


575 Lexington Avenue, New York 22, N. Y. 
MUrray Hill 8-2600 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1635 
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Illinois State Manager 


KENNETH H. ANDERS 

Anders has been appointed 
Illinois state manager f American 
J % Indianapolis. A resident 
Wheaton, Ill. Mr. Anders 


} 


has been 





1 the life i ance business eight years 
s agen avency Manager, re gional man- 
ger a assistant superintendent of 
gencies. He won the National Quality 


Award in 1954 through 1956 









Subs increases in health insur 
n urance 11 
nts of policy 
unced by Great 
re ni iry € 
operati 1S i 
lace, presiden 
premium income 
ut 53% the 
1 income 1960, 
d was up more 
1959 total 
~e gained more 
1 of $272,943 
ains from b 
1 lines reflected 
ver-all increase in 1960 new business 
! an 13% compared with 1959 
results. Policy benefits paid to policy- 
owners and beneficiaries nounted 
$4,948,431 and were rably more 
than in any preceding year 





Prudential Award Winners 

Awarding of two President’s Trophies 
and 15 President’s Citations to its lead- 
ing Ordinary agencies during 1960 has 
been announced by The Prudential. 

The trophy for “leadership in_all- 
round accomplishment” went to the New 
Orleans agency, managed by Sidney L. 
Marks, CLU; the trophy for “leadership 
in brokerage accomplishment” to the 
Fort Dearborn agency, Chicago, managed 
by Don Kk. Alford, CLU 

Citations for performance during the 
year were awarded to the following agen- 
cies and their managers: Milwaukee, 
John J. Frey, OLU; Detroit, William H. 
Klingbeil, CLU; Cleveland, John D. Bu- 
chanan, CLU; Kansas City, Glen S. 
Baker; Los Angeles, Jack White, CLU; 


Motor City, Detroit, Robert S. Gay; 
Seattle, Lewis C. Yount, CLU; Jackson- 
ville, L. Cottrell Tally; South Jersey, 
William R. Israel; Newark, Osborne 


Bethea; Philadelphia, Ralph H. Rice Jr., 


CLU; Hawaii, Harry E. Wilkinson, 
CLU; University, Champaign, IIL, G. 
Richard Caughron; La Salle, Chicago, 
Philip H. Kammerer; and Downtown, 


N. Y., (brokerage), Hiram G. Henderson. 
Life of Georgia Reports 
Life of Georgia reported a record rise 

in assets to pass the two hundred mil- 


lion mark, and investment earning, pre- 
mium income, and net gains were at 
new highs. 


Accident and health insurance made 
a record increase of 224% to $14,537,236 
annual premium, while life insurance in 


force was up 3.66% to $1,784,267,764. 
The asset gain was $16,627,926, and 

8.84% advance to $204,785,291. Invest- 

ment income rose 14% to $8,649,000 at 


a net rate of interest, before Federal 
taxes, of 4.04%. This compared with 
3.84% the year before. Premium income 


was up 4% to $59,266,000. Surplus funds 
gained $3,186,129 to $9,692,236. Net gains 
rom operations amounted to $4,008,000. 

Sales of accident and health insurance 
were 0% above 1959. Ordinary paid was 
$161,978,000, which was 12% less than 
the year before. Weekly Premium life 
sales were $259,490,000, about 5% down. 
New Group written, $16,354,000, was down 
a little 


Russon Man of the Year 


Massachusetts Mutual Life has named 
John M. Russon, CLU, a member of the 


Woods Agency in Los Angeles, as “Man 


the Year” for 1960. His annual pro- 
‘tion has exceeded a million dollars a 
year over the past 14 years and in Jan- 
uary, 1960, he produced $1,340,000 to lead 
the company that month 








Standard Security Names 
Senior Life Underwriter 


Appointment of Victor G. A. Hendry as 


senior life underwriter for Standard 
Security Life of New York was an- 
nounced. Mr. Hendry is charged with 


and 
insurance. 


the selection classification of all 


risks for life He is also re- 
sponsible for the development of a vigor- 
ous life underwriting policy which will 
assist in rapid overall growth of Stand- 


ard Security. 


12 months’ record of 
J. N. Metropulos* 
& Associates, 

Park Ridge, Illinois 


e First Year Paid 
Premiums $316,537.60 


Entering the life insurance business 
as an underwriter in 1947, he was first 
the State Mutual Life 
of Worcester, and from 1953 to 1957 was 
an underwriter for The Prudential. More 
recently, Mr. Hendry was chief under- 
writer for Eastern Life of New York 
He holds a certificate of efficiency in 
home office underwriting awarded by the 
Home Office Life Underwriters. 

Born in London, England, he is 
graduate of Sir George Gascoigne School. 
He served in the British Navy from 1945 
to 1946. 


associated with 


YOU DESERVE 
TO OWN YOUR 
OWN BUSINESS 
NOT JUST 

RENT IT! 


John N. Metropulos, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 


All American believes you 
should have VESTED 
interest in your renewals 
... you should receive a 


GREATER percentage of 


renewal commissions for a 


—_ 





job of QUALITY production 
...you should be awarded 
a GREATER percentage of 
commissions for LARGER 
production. 


e New A&S Premiums 
$116,647 


e New Life Volume 
$7,268,051 


e 45 full time 


, Learn how you can own 
representatives 


your own business as a 
member of the All 
American team. Write 
today: E. E. Ballard, 
President. 


e Earnings in six figures 


*Joined All American 
September, 1953 
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ALL AMERICAN 


Me & Casaty Company 





BOSTON MuTU 


Hs 


iS6 STUART STREET. BOSTON 16. MASSACHUSETTS. 
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ee Conmeus 
> 505 PARK PLACE e ALL AMERICAN BLDG. 
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$1 BILLION, 59 MILLION, $884 MILLION ) $5 BILLION, 241 MILLION N 





A REPORT OF DYNAMIC GROWTH 





i 


$423 
MILLION 


$173 





$188 
MILLION MILLION a MILLION 


1940 1950 1960 1940 1950 


$264 
MILLION 








i t 


$2,185 
MILLION 





$993 








1960 1940 1950 1960 


ASSETS INSURANCE WRITTEN | INSURANCE IN FORCE 











The record above speaks for us and we proudly acclaim 
our progress. This growth means over six million policy- 
holders pleased with the protection they own. It means a 
sales force well-trained and responsive to the needs of the 
millions of men and women they serve. 


These factors have brought national leadership to The 
Western and Southern Life Insurance Company. 


Each year in greater numbers people guarantee their 
financial future with our policies. At the end of every year 
our protection embraces more people insured for more 
money. Each year our resources increase at an ever rising rate. 


The Company’s growth has necessitated expansion of 
Home Office and Field Agency facilities throughout the 
nation. During 1960 a new seven story building was added 
to our Home Office, marking the second major improvement 
in three years. A newly erected office building was opened as 
Western Regional headquarters at 2600 Wilshire Boulevard in 
Los Angeles. There are now six regional offices. 


Sound principles of management and faithful and com- 
petent service will continue to be our foremost objective. 


WILLIAM C. SAFFORD President 


73rd ANNUAL STATEMENT — December 31, 1960 





ASSETS 
Cash on Hand and in Banks $ 21,937,383.98 
United States Government Bonds ’ 114,423,971.30 
Municipal and Corporation Bonds 211,301,836.70 
SO §,801,951.52 
Mortgage Loans........., - 593,801,783.78 
Real Estate: 
Home Office and Regional Office Properties 19,541,798.97 
Investment Rene pet Sone ee 11,622,086.35 
Policy Loans Me Beant ih eas 33,154,455.85 
Accrued Interest and Rents.................. 5,884,933.46 
Net Due and Deferred Premiums, etc.......... 41,707,651.80 
WEI), seeders sty ceaaneune $1,059,177,853.71 





LIABILITIES 
Statutory Policy Reserves $941,375,130.00 
Policy Proceeds and Dividends Left with Company 16,556,093.00 
Dividends to Policyholders Payable in 196] 5,344,282.00* 
Policy Benefits Currently Outstanding. ..............  2,703,000.40 
Premiums and Interest Paid in Advance........... .  4,867,273.91 
Accrued Taxes Payable in 1961.................... 4 395,301.68 
pa re 4,985,781.50 
SIE 5 vcs sane emeommeceds ; 1,550,895.72 
Security Valuation Reserve.................... 3,253,400.99 
SURPLUS. poe Ait Aaa eRe 74,146,694.51 
EMM rey tide bk oh etaameees ... $1,059,177,853.71 


*Additional Dividends of $5,821,094.00 applied Dec. 31, 1960 to purchase Paid-Up Insurance 


ASSETS .. . $1,059,177,853 * INSURANCE IN FORCE... $5,241,276,317 


THE WESTERN and SOUTHERN LIFE INSURANCE COMPANY 


A Mutual Company « Home Office, Cincinnati, Ohio 
REGIONAL OFFICES: 


Philadelphia, Pa. ¢ Jacksonville, Fla. ¢ Asheville, N. C. ¢ St.Louis, Mo. e Houston, Texas ¢ Los Angeles, Calif. 
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Annual Sales Congress 


Careers of Sales Congress Speakers 


William P. Lynch 

William P. Lynch, CLU, was elected a 
vice president of The Prudential in July, 
1959. His responsibilities lie in the com- 
rict agencies department, which 
sells and services insurance through 1,200 
ffices in the United States and Canada. 
Mr. Lynch was born in Jersey City in 
1917. He joined Prudential there as an 
nt in 1937. Later he served as agency 








e 


pany’s di 





nanager, superintendent of agencies, 
lirector of field training and, in 1949, 
was elected a second vice president. Then 
32, he was the youngest man in the 

mpany’s history ever to reach this posi- 


mn. In 1955, he was named second vice 
ident of the south-central regional 
ce, headquartered in Jackson- 


ville and serving ten states. There, he 





was in charge Dis and Ordinary 
oe es sales advertising, 
romotion > relations. In 

1958, he was transferred to the 

re me office, head- 





uartered in Boston, where he was sec- 
md in f operation cover- 
ing all of New England and upstate 
New York. Mr. Lynch is a graduate of 


program of 


e advanced management 

e Harva Business School. Currently 
| s serving as a director of the Life 
Insurance Agency Management Associa- 
tion and vic pres lent f the Sales 
Exe ves | ) Northern New Jersey 
He is married, lives in Red Bank and 

S é en: William, Jr., a grad- 
ate of I n University and an Air 
} e office Barbara, a student at Im 
maculata College: and Kevin, a studen 
at Fl a State University 


John A. Utz 

John A. Utz entered the life insurance 
uary, 1950, with Kansas 
production that 
’ 3 lives. During 
he wrote nearly $2,000,000 on 


nately 250 lives. Mr Utz. at 


vear 
1960, 





approxi- 








1), has r 2,000 policyhol 
it¢ lqu ng membe r 
Dollar R lable and } 

¢ a 1 seven 

rs. He is WV e Na 
A ard every ea nce 
musiIness \ the 
spoke a e M Round Table 
neeting in 1955 ] meeting in 
Dallas in 1956; and at life underwriters’ 
mec g and sales ngresses in 2] states 
and Canada. Mr. Utz enjoys eg If, hunt- 





ing, water-skiing, softball and basketball 
as hobbies and is very active in church 
and civic affairs. He is married and has 
children, one daughter and two 


three 


sons 


William E. North 


William E. North, CLU, was born in 
Hitchcock, S. D. in 1900. At the age of 
nine, he moved with his parents to 
Oregon and later to southwestern Wash- 
ington. He left high school at the age 
of 16 to join the Navy during World 
War I. After approximately two years of 
sea duty in the North Atlantic and at the 
end of the war, Mr. North returned and 
finished high school. He then entered 
Oregon State College and graduated with 
honors as a Bachelor of Science in Agri- 
culture and with membership in Phi 
Kappa Phi and Alpha Zeta, scholastic 
honoraries. He joined the field force of 
the New York Life, Corvallis, Oregon, 
1930; agency organizer, agency director, 
Montana and northern Wyoming: trans- 
ferred to Chicago as manager, Century 
branch; currently general manager, 
Northern Illinois branch. Author numer- 
ous articles published in industry and 
other periodicals and services. Speaker, 
moderator, and panel member for state 





and local life underwriters associations, 
universities, and civic organiza 


throughout the United States. Pz 
tor and vice president of the 
Oregon Association; president, 
State Association of Life Underwriters 





1947; past president, Chicago Life 
Agency Managers; and past director 
CI go Association of Life Under 






writers. Awarded honorary membership, 
Illini Insurance Society of the Univer- 
i Illinois, “in recognition of his 
outstanding activities in behalf of insur- 
ance education.” Served on other local. 
state and national committees. Elected 
ident, National Association of Life 
riters, September, 1960; past na- 
ional trustee, secretary and vice presi- 
; past national chairman, committees 
m convention, health insurance, mem 
bershi public relations. Member, 


sity of 





bership and 
\merican Society of Chartered Life Un- 
derwriters; and holds CLU diploma in 
Agency Management. Charter Member, 
Portland Post +1 American Legion: and 
served two terms as grand organizer, 
409 & 8 of Oregon. Member, Union 
League Club of Chicago, Rotary Club 
and University Club of Evanston; and 
other fraternal and civic organizations 
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Grant Taggart 


Grant Taggart completed 46 years in 
the business of selling life insurance on 
December 24, 1960, all with California- 
Western States. He was drafted for trustee 
of the National Association of Life Un- 
derwriters at the Houston convention 
in 1936. He was later elected secretary 
vice president, and in 1942 at the Chicago 
convention, he was elected president. He 
was elected chairman of the Million 
Dollar Round Table at the Boston con- 
vention in 1936, the year that only 158 
men qualified for membership in this 
distinguished group. Mr. Taggart was 
awarded the “Oscar” of the life insur- 
ance business in 1952, the John Newton 
Russell Memorial Award. This honor 
to that individual who, in the 
opinion of a very select committee, has 
made the greatest contribution to the 
institution of life insurance. Up to that 
time, it had never been presented to an 
agent. He has possibly appeared before 
more life insurance audiences through- 
out the United States than any other 
person and before lay and insurance 
audiences in various Provinces of Canada. 
In the sale of life insurance, Mr. Taggart 
has a record of having averaged more 
than a sale of life insurance every other 
day for a period of twenty-five years. 
He was in his company’s top ten in 1959 
with over 500 salesmen participating. 
His twin sons Hal S. and Cal S., also 
rated in the top ten with their father 
and are well established in the life in- 
surance business. 


Robert J. McDonald 


Robert J, McDonald is a partner in the 
law firm of Sullivan and Cromwell of 
New York City. He received his B.S 
Degree from Cornell University and his 


goes 








WANTED 


Tax lawyer for large New York 
insurance company—outstanding 
opportunity. Please send resume 
in confidence to Box 2888, The 
Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 











LL.B. from Cornell Law School. Mr: 
McDonald is a lecturer at the Practising 
Law Institute and the New York Univer 
sity Federal Tax Institute. He is the 
author of various tax articles for Pren 
tice-Hall, Inc., and the J. K. Lasser 
“Handbook of Tax Techniques”; and a 
contributor to the Virginia Law Review 
and Journal of Taxation. Mr. McDonald 
is a member of the committee on corpo 
rate stockholder relationships and_ thx 
committee on taxation of foreign income, 
section of taxation, the American Bar 
Association; and a member of the com 
mittee on Federal corporate taxation, the 
New York State Bar Associtaion 


Dr. Arthur Secord 


Dr. Arthur Secord is director of com 
munity service and professor of speech 
at Brooklyn College. He was born in 
Michigan, receiving his A.B Degree from 
Western Michigan University and_ his 
M.A. and Ph.D. degrees from the Uni- 
versity of Michigan. He has taught pub 
lic speaking and human relations at th¢ 








General Agent. 


underwriting. 





FIELD SUPPORT 
THAT MEANS 
SOMETHING 


Fidelity Mutual operates on the belief that progress 
is dependent on the welfare and success of every Agent and 


Our trained staff of field-experienced counselors helps 
achieve this welfare and success. Each member of our 70 
agencies has frequent opportunity to tap the experience of 
these traveling envoys — to confer on his efforts, aspira- 
tions, successes — and frustrations. 


This kind of support explains, in part, the high morale 
oi our field force and the outstanding job it is doing in life 
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Universities of Michigan, Western Mich- 
igan, ‘Missouri, Manitoba and Western 
Ontario. He is currently in his fourteenth 
year as a teacher at Brooklyn College. 
Dr. Secord is the author of “How To 
Tell What You Know,” a handbook for 
management men, personnel directors 
and salesmen at every level. Since 1950, 
he has spoken over 600 times in 12 states 
and Canada and on numerous occasions 
in Europe and South America. He has 
delivered the Bese “Early Bird” talks at 
the National Safety Congress in Chicago 
in 1952, 1955 and 1959; and he has eo 
at seven national conventions of the Na- 
tional Management Association. Dr. Se- 
cord, one of America’s great teachers and 
lecturers, was given a standing ovation 
when he addressed the National Associa- 
tion of Life Underwriters at their annual 
convention in Washington in September, 
1960 


“Pace for Selling” 


(Continued from Page 11) 


million dollars worth of life insurance, 
“vet I was afraid I couldn’t do it because 
a million in one year was a tremendous 
amount. But after proving this other- 
wise I found that I can write a million 
a year and I find that it’s just about as 
easy to write a million and a half. 

“C is for contact or calls,” Mr. Utz 
said, “and you can call it anything you 
like but you’ve got to ‘C’ three people 
a day at least. Because if you don’t see 
the people and give them the opportunity 
to buy, how in the world are you going 
to sell them? 

Feeling that he was overlooking a 
good market in friends, neighbors and 
relatives, Mr. Utz decided that he should 
do something about it. One day he went 
next door to his neighbor and said: “Tom 
I’ve got something I want to show you. 
You know life insurance is my business 
so I’ve got something I want you to 
listen to. If you like it fine—if you don’t 
fine—but it takes me off the hook—and 
neither you nor anyone can ever say | 
haven't shown it to you.” As a result of 
this approach, Mr. Utz said that his 
friends are insured, so are his cousins, 
his brothers, his uncles, and all those 
hard people that he couldn't sell. 

Finally the letter E in Pace stands for 
earnings, and there is no business that 
you can get into that has the potential 
of the life insurance business. “Nobody 
has to die—you don’t have to kick any- 
one out of an executive position—nobody 
has to fire this party and you don’t have 
to dissolve things and start anew—you 
are just an agent—but this potential is 
tremendous.” 

Finally, Mr. Utz said, “one of the 
most important things about our business 
is enthusiasm. If we don’t have the en- 
thusiasm we don’t have it. You know, 
you see these billboards all over the 
place. You see that sizzling steak—it 
looks so good—even though you know 
all it is, is packed hamburger.” 


Acton Vice President of 
American Educational Life 


Nashville—Frank O. Acton, ike was re- 
cently named a director and vice presi- 
dent of American Educational Life, and 
appointed to the executive committee, it 
was announced by E. R. Derryberry, 
president. Formerly assistant vice presi- 
dent and agency director, Mr. Acton will 
continue as agency director. 

A native of Birmingham, Mr. Acton 
was graduated from Vanderbilt Univer- 
sity in 1951. He has had wide experience 
in the life underwriting field. 

American Educational Life is headed 
by Tennessee’s former Gov. Frank. G. 
Clement, board chairman and general 
counsel. The company has a distinctive 
plan for assisting private education 
through non-voting stock donations to 
Educational Foundation, Inc., custodial 
agency for “B” stock thus contributed 
by investors. 

















































- . and provision of $1,029,218 for Federal <¢ 3 . 
West Coast Life Earnings = ani provision of $1,020,218 eee Bhs rey Northern Life’s Business 
Record net earnings for 1960 of $1,- and reflect the favorable mortality, in- At the annual meeting of Northern 
359,377 or $2.27 per share were reported teased yields on new investments, and Life of Seattle, President D. M. Morgan 
; a ety : effective control of expenses. reported assets increased to $105,190,440, 
at West Coast Life’s annual meeting as of December 31. The company’s total 


; : New inves s of $14,551,249 we 
by President Harry J. Stewart. A eo a tore capa ae ware 
This ee . pm reported as being principally first mort- 
is compared with $1,149,911 or $1.92 gage loans on single family dwellings 


income grew to $16,585,866. Payments to 
policyholders and beneficiarses were 


. E : ne. oe ) $7,302 New re 
per share reported for 1959, after ad- yielding a 545% net rate of return. $49,435,000, New business written was 
sible ~:~ cs = ree 2 5 and at the year’s oe insur- 
justing for a 20% stock dividend declared Life insurance in force increased $28,- ance in force had grown to $361,513,992, 
during 1960, 396,026 to total $683,241,551; resources with capital and surplus increasing to 

his: ceava eardinsa vs Pe increased $4,081,911 to $93,659,659; and $15,418,743. 
years earnings were alter recort capital and surplus funds increased $1,- Newly elected to the board of trustees 


policy benefit payments of $12,037,001 059,377 to $11,668,810 at the end of 190). was S. E. Snyder, vice president. 





BMA...Busy Moving Ahead! 


Q)yU®DFSo0e 


from a recent BMA report: 


Outstanding Accomplishments of the 
BMA Sales Organization in 1960... 


* $506 million of new paid life insurance, an 18 per cent gain over 1959. 

* Nearly equal premium volume in health insurance sales. 

* More than $2 billion of life insurance in force. 

* Increase of $1 billion of life in force during the last 5 years, 

* Eleventh consecutive year of record sales. 

* 32 per cent gain in production per salesman over 1955. 

* 54 BMA salesmen sold more than $1 million life to join the BMA 
Million Dollar Club. 


The more than 1,000 full-time BMA salesmen in 82 Branch and District 
Offices in 40 states, Washington, D.C. and Puerto Rico, are busy moving 


ahead in 1961 with a full range of life and health insurance plans... 


Busixess MEN’s ASSURANCE 


oe ee Chimeric 


Home Office: Union Station Plaza, Kansas City 41, Missouri 
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Wins Bankers, Nebr., Award 

The President’s Trophy, presented an- 
nually by Bankers Life of Nebraska to 
its most outstanding agency, has been 
won this year by the company’s Fresno, 
Cal., agency. Under the leadership of 
General Agent De Holston, Fresno be- 


+ 


comes the second agency ever to win 
the President’s Trophy twice. The agency 
vrred for the first time in 1958. 
The Bankers Life President’s Trophy 
is an award that demands a high level of 


was hon 











AGE 


agency excellence. Based on a_ point 
formula, its qualifications include per- 
sistency, production from new men, ef- 
ficiency of management, issued and paid 
volume, organization development and 
Health insurance premiums. 

Other agencies in close contention for 
the 1961 President’s Trophy included 
Norfolk, Nebraska and Philadelphia, 
which finished in a tie for second place. 
Rounding out the i ten were agencies 
in Lincoln, Nebraska; Indiana, Penn- 
sylvania; Beatrice, Nebraska; Cleveland; 
Chicago; Pittsburgh; San Francisco and 
Denver. 


GRADED PREMIUM 
WHOLE LIFE 


S FOR 7 YEARS 


8th year 


(GPL) 





Ist year 


U. of Conn. Workshop 


A three-day workshop aimed at devel- 
oping more effective worker-supervisor 
relationship in the insurance industry will 
be held at the Statler Hilton Hotel in 
Hartford from April 5-7. The short 
course, which will be conducted by the 
University of Connecticut College of In- 
surance, will be staffed by a five-man 
faculty of — drawn from the insur- 
ance field and the Uni versity staff. Direc- 
tor of the workshop is Dr. William T 
Fisher, assistant dean, of the College - 
Insurance. 
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PLUS POLICY FEE 


e e 
Clizens Life INSURANCE COMPANY of NEW YORK 


For further information on this and other ‘‘New For '61” plans, 
contact any of these General Agents in the Metropolitan area: 


LILLIAN F. DOUGLASS AGENCY 
11 W. 42nd Street 
New York 36, New York 
BRyant 9-3214 


NEW YORK CITY 


Suffolk County—SAyville 4-2424 


DANIEL COHEN AGENCY 
60 E. 42nd Street 
New York, New York 
YUkon 6-8450 


ARTHUR ROSENBERG AGENCY 


7309 Third Avenue 


Brooklyn 9, New York 


TErrace 6-5000 


SAMUEL GORE AGENCY 
47 Broadway 
West Hempstead, New York 
IlVanhoe 9-6268 


MARSHALL A. RUBENSTEIN AGENCY 
85 North Broadway 
Hicksville, New York 
OVerbrook 1-4540 


NEW JERSEY AND ROCKLAND COUNTY 


MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanvet, New York 
NAnvet 3-3911 


BROOKLYN 
KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 
375 Jay Street 
Brooklyn, New York 
ULster 8-7100 


LONG ISLAND 


SASSOON E. KASHI 
116 Nassau Street 
New York 38, New York 
BArclay 7-3568 


GREEN ACRES ASSOCIATES, INC. 
95 Madison Avenue 
New York 22, New York 
MUrray Hill 5-4467 


R. M. TESSITORE 
172 Avenue U 
Brooklyn 23, New York 
COney Island 6-1233 


DUNETZ AND PANETTA 

2466 N. Jerusalem Road 

North Belimore, New York 
CAstle 1-6010 


DANIEL B. DePONTE 
Suite 207 
Meadowbrook National Bank Bidg. 
732 Sunrise Highway 


Baldwin, New York 
BAIdwin 3-5810 


New York City—YUkon 6-8225 


Kibrick on Program of 
N. J. Ass’n Sales Congress 


Isaac S. Kibrick, since 1924 a million 
dollar salesman for New York Life in 
3oston and Brockton, Mass., will be 
the climax speaker for the state sales 
congress of the Life Underwriters As 
sociation of New Jersey on Thursday 
afternoon, March 16. His topic will be 
“How to Prepare for Old Age through 
Life Insurance.” The congress will be 
held in the Prudential Gibraltar Building 
on the 14th floor at 1:30 p.m. 

Mr. Kibrick sells over 100 cases a 
year and is in great demand throughout 
the country to pass along his success 
sales ideas to life insurance audiences 
He is active in life underwriter associa 
tion affairs locally and at the national 
level. He is chairman of the NALU 
committee on aging and represented the 
association at the White House Confer- 
ence on Aging in January this year. 

Mr. Kibrick is active also in civic 
affairs. He has been cz ampaign chairman 
and president of the community chest and 
is honorary president of the Civic Sym- 
phony Orchestra of Boston. In Brockton, 
where he lives, he is an honorary mem- 
ber of the Brockton Rotary Club and 
trustee of the Brockton Hospital. 

The sales congress committee members 
are: Robert C. Gilmore, Jr., Newark As- 
sociation, general chairman; Arthur 
Downer of the Newark Association and 
Jack Schrumph of the Elizabeth Asso- 
ciation, co-chairmen; Warren Darling, 
Newark Association, Arthur Wood, Pas- 
saic-Bergen Association, and Israel Siegel 
executive secretary. 


Wolf & Caban, Aawelaned 
By United States Life 


Wolf & Cohen, Inc., has been ap 
pointed general agent in Washington, 
D. C,, for United States Life. The affi- 
liation, representing a combined total of 
nearly two centuries of experience in the 
insurance field, was announced by Ken- 
neth J. Ludwig, eastern region superin- 
tendent of agencies for United States 
Life. James V. Castiglia, Wolf & Cohen 
vice president, will be working closely 
with the company in his capacity as 
manager of the agency's life department 

In 1878—just 28 years after United 
States Life was incorporated—Wolf & 
Cohen was founded by Simon Wolf, 
Washington lawyer, philanthropist and 
consul general to Egypt in the Garfield 
administration. The agency is now 
headed by Samuel S. Kaufman, a mem- 
ber of the firm for the past 32 years, 
who was named president in 1955, and 
Henry King, executive vice president 
and treasurer. Mr. Castiglia joined the 
agency in March, 1959. He had _ first 
entered the life insurance business in 
1957, and that year was the top first- 
year producer for his company. 

Jefore entering the insurance field, 
Mr. Castiglia was best known for his 
activities in the sports world, both pro- 
fessional and collegiate. Nationally fam- 
ous as a Washington Redskins fullback, 
he has also played professional football 
for the Philadelphia Eagles and the 
Baltimore Colts. During the war, he 
served three years with the Army Air 
Corps, where he attained the rank of 
Captain. 


icihians Life Co. Gains 


Bankers Life, Des Moines, made sub- 
stantial gains in 1960 according to an 
announcement by D. N. Warters, presi- 
dent. 

New paid for, increased and restored, 
life insurance totaled $461,735,440. Of the 
new business for the year, sales of Or- 
dinary life insurance amounted to $281,- 
334,093 and Group life insurance totaled 
$180,401 ,347. 

Ordinary life insurance in force at the 
year end at Bankers Life amounted to 
$2,077,009,558 and Group life to $1,682, 
560,776 for a new high total of $3,760, 170,- 
334. The in-force gain of $210,776,187 at 
Bankers Life during 1960 represents an 
Ordinary life increase of $108,290,324 and 
a Group life increase of $102,485,863. 
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FATIGUE—A FRIEND IN DISGUISE 


Nobody welcomes fatigue. Yet, it can 
be a friend in disguise. Without a sense 
of fatigue, we would often push our- 
selves beyond the limits of our endur- 
ance—and the diagnosis of certain dis- 
eases, Of which fatigue is an early 
symptom, might be long delayed. 

There are many kinds and many 
causes of fatigue. For example, there’s 
simple physical fatigue which you feel 
after you’ve had a strenuous “work- 
out.” You rest or get a good night’s 
sleep—and it vanishes. 

Fatigue may also be caused by low 
blood sugar—especially among people 


Metropolitan Life 


INSURANCE COMPANY® 
A MUTUAL COMPANY 


1 MADISON AVENUE, NEW YORK 10, N.Y. 


who eat little or no breakfast. Any 
healthy person who “‘tires out’’ before 
noon should have a breakfast high in 
protein foods—especially meat, eggs 
and milk. 

In contrast, there’s the persistent and 
exhausting form of fatigue that’s en- 
tirely unrelated to physical effort or diet. 
This is nervous or emotional fatigue. 
Brought on by anxiety, tension or bore- 
dom, it is a steady drain on your energy. 

If you are persistently tired, take a 
look at your way of life. How much 
exercise do you get? Physical activity is 
often the one thing most needed to 


te ‘ arene sao . . — 


overcome emotional fatigue. 

When fatigue persists, see your phy- 
sician. A check-up will reveal whether 
there’s any disease to account for your 
tiredness. Or a frank talk about your 
worries may help untangle the emo- 
tional knots that make you “tired all 
the time.”” Whatever the cause, fatigue 
shouldn’t be ignored. 


Remember: for the most common 
forms of fatigue, “tonics” are seldom of 
any value. Avoid self-medication. Fa- 
tigue, like any other symptom of phys- 
ical or mental distress, should be 
investigated by your physician. 
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NEVER FAILS 4 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in two 
colors in publications with a total circulation in ex- 
cess of 45,000,000 including Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, Red- 
book, Reader’s Digest, National Geographic, 
U.S. News and Look. 
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Four Join Life of Va. From Atlantic 


Four Ordinary agency appointments in 
the home office of Life Insurance Co. of 
Virginia were announced by ( harles \ 
Taylor, president. The four are: Francis 
S. Carlton, assistant vice president; John 
P Nesbit, promotion, 
Ordinary Stanley D 


director of 
agency division; 


sales 





JOHN P. NESBIT 


Smith, Jr., Ordinary agency director; and 
Winfrey, field training i 
int All four were formerly with the 
\tlantic Life Insurance Co. in similar 
capacities 

Mr. Carlton, a native of Shanghai, Va., 
uate of University of Virginia 

Atlantic Life in 1949 as an 


assist 


Garnett B 





STANLEY D. SMITH, JR 


gent and in 1954 was appointed agency 


supervisor. Two years later he was pro 
moted to agency director. He is a grad- 
uate of Life Insurance Agency Manage 
ment Association’s agency officers school 


and is a member of that organization’s 
management training committee. He has 
also completed a two-year course of the 
Life Underwriter Tra uining Council. Mz: 
Carlton is a member of Bon Air Meth 
odist Church, the Downtown 
the Jordan Point Country ( lub. 

Mr. Nesbit, a native of 


N. C., is a graduate of The Cit adel and 
the graduate has ore University of Vir- 
ginia. Before joinir \t] lantic Life in 


1951 as an agent in te yi served 
as a member of the faculty of Virginia 
Polytechnic Institute a Randolph-Ma 
con Woman’s College. The following 
year he was appointed agency assistant 
and editor of the company’s field maga- 
zine. In 1954 he was named director of 
field training and three years later was 
elected an officer of the company and 


burg, he 


appointed director of sales 
and public relations. He is 
Bon Air Methodist Church 
in the Bon Air Civic Association. He is 
a member of the Life Insurance Adver- 
tisers Association and the Richmond 
Public Relations Association 


promotion 
a member of 
and is active 





Dementi 


CARLTON 


Studios 


FRANCIS S 


Mr. Smith, a native of Princeton, W 
Va. was educated at Concord College 
in Athens, W. Va. and the graduate 
school of Marshall College in Hunting 
ton. He began his career with Atlantic 
Life in 1955 as an agent in Princeton and 
the following year was appointed a field 
rvisor. In 1957 he was promoted 
agency director and transferred 
to Richmond. He is a yey of the 


supe 


assistant 






gency officers sch of » Life Insur 
ance Ag rency M; sane Association, 
s a member of the Masonic Order, the 
Shrine, tl E Iks Li vide and the Seventh 
Street Christian Church. 

Mr. Winfrey, also a native of Princes 
ton, was educated Concord Collegs 


the graduate school of Marshall 


He joing Atlantic Life in 

an agent in Princeton and two 
later was pointed field training 
ant and assigned to Atlantic Life’s 


iftice He is member of the 
Order, the Elks Lodge and the 
via Association of Health Under 











Neor Ann St., 





EMIL PANGAL 















Agency Managers 


i 
i 


These men are former Southwestern- 
ers, now believed to be somewhere in 
the North or East. They must have had 
previous experience in the life insur- 
ance field in the Southwest. They are 
now in field management or supervisory 
positions. 

These men want to return to the 













WANTED 


TENNESSEE LIFE INSURANCE COMPANY 
SUBSIDIARY OF TENNESSEE GAS TRANSMISSION COMPANY 


TENNESSEE BUILDING HOUSTON, TEXAS 


Emil Wl & Happy lo Se You 


AT HIS FINE RESTAURANTS 
23 PARK =, 
Phone: WOrth Ps a 


Diners Club, American Express, Hilton Carte Blanche 
Private Room for Luncheon and Dinner Parties 


On WOXR (Cocktail Hour) 5 p.m. every other Saturday. 


213 PEARL SvReeT 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 











“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











Announce Panel Members 


For Estate Planners’ Day 


13th Annual 
the New York 


Panel members for the 


Estate Planners’ Day of 
CLU ( April 26 at Town 
all, have been selected from the profes: 
sions of law, accounting, banking, insur- 
ance and investments, Wilbur Neustein, 
CLU, chairman, announced in naming the 
panel and their qualifications. Theme 
of this year’s Day will be “A Practical 
Xpproach to Estate Planning” with the 
following panel members discussing their 
specialties in relation to estate planning 
Henry F. Silver, CLU, heads the life 
insurance counselling firm bearing his 
name. He is an instructor in courses 
given by the Life Underwriters Asso- 
ation and is a past director of both 

the Association and the CLU Chapter 
Milton H. Stern is a lawyer associated 
with a Newark law firm. Widely ex 
perienced as a lecturer before legal, ac- 
counting, insurance, trust and community 
groups and at New York University, he 
is also a frequent contributor of legal 
and tax articles to professional journals 
Michael D. Bachrach, CPA, is a senior 
partner in a Pittsburgh firm of public 
accountants. He is a member of the 
editorial board of the Journal of Ac 
countancy and is on the editorial advisory 
Taxation. A past 


board of the Journal of 
president of the Pennsylvania Institute 
of Certified Public Accountants and 
member of the American Institute of 

Council, Mr. Bachrach has served 


“st chapter, on 


CPAs 
on the advisory group to the House Ways 
and Means subcom: nittee on taxation. 


Warren H. Eierman is vice-president 
~ the Han ver Bank in New York, in 
~harge of will reviews and estate analysis 

Se LREEEOE CS NE 







General Agents 


Southwest. They can do so and grow 
with a fast-moving company, Tennes- 
see Life Insurance Company of Houston. 
Personal resumé, qualifications and 
whereabouts of these men should be 
sent to 
Mr. Robert P. Hale, Vice President, 


the address below. 
" 









INTERESTED? 


Available for agency vice pres- 
ident or Regional director. Nine- 
teen years’ experience—personal 
production, brokerage, general 
agent, superintendent of agen- 
cies and currently agency vice 
president, small company. Pres- 
ently earning over $15,000. Re- 
siding in Connecticut, but will 
consider relocation if opportunity 
is right. 

Address Box 2891, The 
Eastern Underwriter, 93 Nas- 


sau Street, New York 38, 
N. Y. 














operations. He is the author of numerous 
articles on Estate Planning and_ has 
lectured frequently on the subject. 

Sidney L. Wolkenberg, CLU, is a life 
and qualifying member of the Million 
Dollar Round Table and a representative 
of Union Central Life in New York 
Author of “How Estate Planning Can 
Help you,” he has been an officer and 
director on the N.Y.C. Life Under 
writers Association and a director of the 
CLU Chapter. 

Mr. Neustein will moderate the panel. 
He is manager of the Manhattan agency 
of the Prudential. An instructor for the 
Life Underwriter Training Council and 
for the School of Insurance, he is a 
member of the American Association ot 
University Teachers of Insurance, and 
educational vice president of the New 
York Chapter, CLU. 


Actuaries Club of Boston 


Boston—A discussion of the allocation 
of net investment income was featured 
at the meeting of the Actuaries’ Club 
of Boston held on March 3, at the 
Harvard Club. Bertram N. Pike, John 
Hancock, was chairman for this meet- 
ing. 
Other discussion 
Ordinary insurance 
trust business, 
surance rates. 


Charles A. Yardley, 


topics dealt with 
commissions, pen- 
sion and Group life in- 
New England Life, 
was first vice chairman; W. James 
Preble, National Life, second vice chair- 
man; and Robert H. Hoskins, John 
Hancock, secretary treasurer. 


Ww widianee pe Agent 
For United States Life 


United States Life has appointed Wolf 


& Cohen, Inc., general insurance firm 
founded in 1878. as general agent in 


Washington, D.C. James V. Castiglia, 
prominent in professional football and 
baseball, is vice president of Wolf & 
Cohen and manager of its life depart- 
ment. 


Manager Lincoln Agency 


Northwestern National 
pointed Walter J. Charlesworth man- 
ager of the Lincoln, Neb. agency. He 
was formerly supervisor in the Midwest 
divisional office. 


Life has ap- 
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Newman Agency Tops 
$40 Million in Force 


STARTED FROM SCRATCH IN 1957 





National Life of Vt. Office in Downtown 
N. Y. Ranked Fifth in Co. for 1960 
With $13,478,000 Paid-for 





John A. Newman, general agent of Na- 
tional Life of Vermont in downtown New 
York, marked the fourth anniversary of 
his agency on March 4 in a happy mood. 
In the short span of years since he 
started from scratch in 1957 the agency 
has rolled up a life insurance in force 
score of $40,160,989, exclusive of annuities, 
an outstanding performance. Annuity 
business totals $515,365. 

This production represents a combina- 
tion of brokerage business and the per- 
sonal sales of the 13 full time agents of 
the office. Throughout 1960 the agency 
achieved its objective of $1,000,000 or 
more a month and this pace is continuing 
into 1961. 

The 1960 paid-for totaled $13.478,000 of 
Ordinary business plus $54,000 in an- 
nuities. Annualized Ordinary life pre- 
miums were $473,377. 

Six of the Newman producers have 
qualified for National Life’s Presidents 
Club and all 13 have sufficient credits 
for the company’s Leaders Club member- 

“ 


snip. 

Two developments in 1960 were (1) the 
establishment in July of a midtown 
branch office under the managership of 
Abe Ejisen, CLU, well known in the 
New York fraternity and a former Na- 
tional Life representative, and (2) the 
leasing of additional space last De- 
‘ember at the 130 William Street head- 
quarters of the agency. 

General Agent Newman gives recogni- 
tion to the key people of his office 
staff for their part in the 1960 production. 


They include William Smart, agency 
supervisor and assistant to the general 
agent who has been with the agency 


since its inception; Anne Michaelis, 
agency secretary, formerly secretary to 
John McNamara, a retired New York 
general agent, and Ann Kelsall, agency 
cashier. 

The agency ranked fifth in 1960 among 
all National Life agencies. 


Mrs. C. C. Robinson Dead 


Mrs. Dorothy Tay Robinson, wife of 
Charles C. Robinson, communications 
consultant, Wellesley Hills, Mass., died 
March il. She had a wide acquaintance 
among insurance people as Mr. Robinson 
was formerly public relations director 
of the Guardian Life and later was a vice 
president of the Columbian National 
Life. Mrs. Robinson was greatly inter- 
ested in the theatre and performed 
professionally in Indianapolis and at the 
Papermill Playhouse in Milburn. In ad- 
dition to Major Robinson she is survived 
by their married daughter, Virginia. 


Lincoln National Appoints 
Two New General Agents 


Lincoln National Life has appointed 
Douelas H. Paddock as general agent 
in Kansas City, Mo., and Norman M. 
Bluebond general agent in Beverly Hills, 
Calif. 

Mr. Paddock has been in insurance 
since 1953, formerly agency supervisor 
for another company. 

Mr. Bluebond succeeds General Op- 
penheim who continues with the agency 
serving his personal clientele. He was 
formerly a manager for another company. 

Lincoln National has appointed Ema- 
nuel Steeg, CLU, an agency supervisor 
at New Orleans and William J. Belz a 
supervisor at Fort Worth. 


PROMOTE M. V. LONERGAN 


M. V. Lonergan, superintendent of 
agencies for western division of Bankers 
Life of Nebraska, has been promoted to 
resident vice president. Announcement 
was made by President George B. Cook. 


NEW POST FOR T. A. DEITSCH 





Joins Public Relations Department of 
Doremus & Co.; Formerly With The 
Weekly Underwriter 

Thomas A. Deitsch has joined the pub- 
lic relations department of Doremus & 
Co., the national advertising and public 
relations agency announced. 

Mr. Deitsch was previously associate 
editor of The Weekly Underwriter, an 
insurance trade newspaper. He was also 


A resident of Livingston, N. J. Mr. 
Deitsch was educated in the public 
schools of Scarsdale, N. Y., and is a 
graduate of the University College of 
New York University where he received 
a BA degree in finance. A reserve of- 
ficer, he served on active duty with the 
Army from 1953-1955. 

Prior to joining the Weekly Under- 
writer in 1956, as editor of their life, 
health and marine insurance departments, 
he was affiliated with Prentice-Hall, Inc., 


General Agents at Bryan 


Northwestern National Life has ap- 
pointed Mike Barron & Associates as 
general agents at Bryan, Texas. Mr. 
Barron is active in civic affairs at Bryan 
He formerly was agency manager for 
the Great National. 





Appointed to create and maintain a 
public education and news department 














public relations advisor to the New publishing firm, as an editor in the tax- for the New York State Association of 
York State Association of Life Under- ation and pension planning advisory de- Life Underwriters, Mr. Deitsch has 
writers. partment. served this group since 1958. 
i 0 sort <, ant 
a ‘ 0 gun J 
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KEYS 10 SUCCES 
THE (KEY COMPANY 
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[he Equitable Life of Iowa provides all kinds of sales aids; 
Sales Promotion pieces designed to help sell more kinds and 
more volume of life insurance. Field associates of “The Key 
Company” know they can grow with these sales aids. 
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PROMOTION § 
GUIDE 
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Roberts President of 
Connecticut General 

FRAZAR B. WILDE CHAIRMAN 

New President, on ‘Aetiere. Joined 


Company in 1945; Stockholders Vote 
100% Stock Dividend 


Henry R Roberts, 44, has been named 
president of Connecticut General Life 
Insurance Company to succeed Frazar 
B. Wilde who has been 


t 

Mr. Wilde, 

president 25 years, will continue as chair- 

) voard and chairman of the 
finance and mortgage committees. 


Fabian Bachrach 
HENRY R. ROBERTS 
Bie new president was elected by di- 
s Tuesday following the company’s 
annual meeting. During the meeting 
voted an increase in the 
company’s capital from $12 million to 
$24 million, with stockholders to receive 
an additional share for each share held 


St rckh naders 


Mr. Roberts will be the sixth president 
in Connecticut General’s 96-year history. 
Since last March he has been serving as 
executive vice president. He joined Con- 
necticut General in 1945 


Superintendent City Loans 
Thomas A. Blood, assistant superin- 
tend of city loans for Equitable Life of 
been name: ; superintendent of 
succeeding John M. McGill, 


February 36 


lowa, has 
city loans, 
ate of the former University 
rce in Des Moines, Mr. Blood 
Equitable in the mortgage 
loan section in 1932. In 1945, 
] [ service in the 
advanced to 
lent of city loans. An Equi- 
[ 37 years, he had been 
ty loans since 1941, 





following 
Army Air 
assistant 





tary of the finance committee 
In 1959 he was named to the 
governors of the Mortgage 


Bankers Association, 


Quaker City Life Gains 
gain trom operations for the year 
aan for Quaker City life 
$1,676,621, an in 


increased to 


$136,110 over 















1959's net gain, reported President Walter 
H. Len! at mpany’s annual 
mee held February 
28. B standing shares 
fs re were $3.48 
cont i $ f the year 1959 
Premium Income ro to $13,571,520 
ym $12,941,090 in 1959. Assets increased 

» $26,328,048 from $22,931,812. Capital 


and re totaled $5,781,484, as com- 
pared with $4,482,426 at the end of 1959 
‘eta in force increased to $287,- 
486,643 from $268,473,562. 





Barry Oakes President of 
Republic National Life 


Barry Oakes, who has been executive 

vice president of Republic National Life 
of Dallas, has been elected president suc- 
ceeding Theo. P. Beasley, founder of the 
company and its continuous president, 
who becomes chairman of the board. 

Mr. Oakes joined the company in Feb- 
ruary, 1958 after years of broad executive 
experience, previously as associate coun- 
sel of Bankers Life of Des Moines. Na- 
tive of Texas, he practiced insurance law 
for some years and was made vice presi- 
dent and general counsel when he joined 
Republic National in 1958. 

Other promotions of officers are: 
Clarence }j. Skelton, senior vice president 
and coordinator of production divisions, 
becomes executive vice president; Rex 
Beasley, vice president and coordinator of 
home office operations, is made senior 
vice president and vice chairman of the 
board 


Conn. Sales Congress 


Life insurance producers from through- 
out Connecticut will be attending the 
precedent-setting 23rd annual sales con- 
gress to be held by the Connecticut As- 
sociation of Life Underwriters on March 


29 at Sprague Hall, Yale University, 
New Haven. Theme is “Raise Your 
Sights to MDRT—Million Dollar Round 
Table” and all speakers will be life un- 


derwriters who have qualified for MDRT. 
The sales congress has been planned 
as part of Connecticut's celebratic mn of 
Life Insurance Week, March 26 through 
April 1. It will get underway at Sprague 
Hall at 9:30 a.m. and will conclude at 
4 
chairman for the sales congress 
J. Wolff, CLU, of Rockville, 
Aetna Life Affiliated Cos 





United States Life Names 


. »* ° 
Latvis in New Hampshire 
Kenneth J] Ludwig, 

superintendent of agencies for United 

States Life, has announced the appoint- 

ment of John W. Latvis as general agent 

for the company in Nashua, N. H. 

Mr. Latvis entered the life insurance 
business as an agent in Nashua ten years 
ago. Since that time, he has also estab- 
lished and developed a_ general lines 
agency—the John W. Latvis Agency at 
Nashua Before his appointment as 
United States Life general agent, Mr. 
Latvis had not been affiliated with any 
particular life company. His personal 
life insurance sales, which have been 
considerable, were placed on a brokerage 
basis 


eastern region 


LOMA PLANNING REPORT 

How a life insurance company planned 
for and converted to punched card pre- 
mium billing and accounting is described 
in a planning report issued by the Life 
Office Management Association. The 
report, “Planning for and Converting to 
a Punched Card System for Premium 
silling and Accounting,” was prepared 
by Harry L. Archey, Jr., secretary, 
Fidelity Mutual Life It was issued by 
LOMA as Planning Report No. 50 


Gulf Shows Increases 


’rofitable operations in 1960 for the 
Gulf of Dallas, Tex.. and its affiliates, 
the Atlantic and Select, were detailed 
y T. R. Mansfield, bx ard chairman, and 
\. R. Buchel, president, in their annual 
reports. 

Some of the consolidated figures 
follow: agency ong $29,514,646, an 
increase of 5.17% net premiums, $28,- 
386,007, up 4.990%, unearned premium 
reserves, $25,747,084, an increase of 6.2% 
and sur plus to policyholders, $29,708,867, 
a gain of 4.2%. Combined assets increased 
more than $3.5 5 million to $63,214,165 

At their annual meeting February 14, 
stockholders approved a stock dividend 
of $250,000, increasing the capital ac- 
count to $4,000,000. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 
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Group Field Opportunity 


Continental Assurance Company is 
expanding its Group Sales staff and 
would like to hear from experienced 
Group Insurance Field Representatives 
interested in opportunities now open 
in its GROUP SALES AND SERVICE 
DIVISION. Please send resume cover- 
ing your Group Insurance field experi- 
ences, educational background, present 
salary and reason for desiring a change, 


to: Mr. Andrew M. Pane 


Group Divisional Manager 
CONTINENTAL ASSURANCE COMPANY 








76 William Street, New York 5, N. Y. 
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Joins Dascit Agency, Inc. 





FURMAN B. PHELPS 


Emanuel Dash and Stanley Blau, co- 
general agents at Dascit Agency, Inc., 
United States Life general agency at 
75 Fulton Street, New York, have an- 
nounced that Furman B. Phelps has 
joined the agency as vice president, 
Group division. Mr. Phelps will be re- 
sponsible for the Group operation of the 
agency. 

Mr. Phelps goes to Dascit from Postal 
Life, where he was home office Group 
supervisor, working with that company’s 
field force. He first entered the life in- 
surance business in 1946, as Group service 
representative for the Travelers. He has 
specialized in Group insurance through- 
out his 15 years career in insurance. 

Dascit Agency, Inc., has been a 
United States Life general agency for 
30 years. In 1960, Dascit led all company 
agencies in Ordinary life sales. It has 
won the First Place gp come Award 
more often than any other agency of 
the company for leade rship in sradasibee, 
persistency and over-all performance. 


_ Hear Solomon Huber 


he Detroit Life Underwriters Associa- 
tion had as their speaker Solomon Huber, 


CL U, general agent, Mutual Benefit Life. 
New York. He spoke on “Potpourri- 


Estate Planning and Prospecting Ideas. 
The meeting was a Continental Breakfast 
held on March 15, at the Hotel Fort 
Shelby. 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 





QUEENS VILLAGE 29, NEW YORK 








Keith A. Boklan Dead 

Keith A. Boklan, son of Albert Boklan, 
— agent for American Life of New 
York with offices at 50 East 42nd Street, 
died last week following a long illness 
at age 20. He had been attending Teach- 
ers Training School at New Paltz, N. Y. 

The Boklans are residents of Laurel- 
ton, Long Island. 


January Purchases Up 4% 

January purchases of life insurance 
amounted to $5,074,000,000, a gain of 4% 
from the corresponding Bal 9 a year 
ago, according to the Life Insurance 
Agency Management Association of 
Hartford. 

Purchases of Ordinary life insurance 
in January were $3,505,000,000 or 1% less 
than January a year ago. 

Industrial life insurance bought in Jan- 
uary amounted to $503,000,000, an increase 
of 2% from the corresponding month 
last year. 

New group life insurance amounted to 
$1,066,000,000 in January, an increase 
of 29% from January a year ago. These 
figures represent new Groups set up 
only and not additions under Group in- 
surance contracts already in force. 


Northeastern Increases 
At the recent meeting of the board 
of directors of the Northeastern Life 
of New York, Michael Marchese, presi- 
dent, announced the attainment of ‘several 
highs for the company during 1960. 

Among the new achievement was the 
increase in assets to over $12,000,000, 
which represents an increase of 13.5%. 
Net premium income exceeded $16,000,- 
000, an increase of 9% 

New paid-for life insurance exceeded 
$36,000,000 with an increase in Group 
life written of 22.6%. 

Total insurance in force as of Decem- 
ber 31 was over one-half billion dollars. 


WINS MIDLAND MUTUAL AWARD 


Ralph L. Rosenblatt, Los Angeles, won 
the “Premier Performer” award by lead- 
ing the entire field force of Midland 
Mutual Life during January. This marks 
the ninth time he has won this honor. 


+: tin ca ceca 
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BEHIND 
THE NYLIC 
AGENT... 








A continuous 
training program 

to keep advancing 
his career! 





The day a person qualifies as a Field Underwriter with New York Life, his training begins. 
Through regular classes, home study, and personal consultations with management, he covers 
all the specially prepared texts in the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques, single-need selling, 
merchandising insurance, selling through service, total-need selling, expanding markets, and 
marketing mass coverages. Part Two covers programming with planned security. 

Part Three covers Business Insurance topics such as: reaching the businessman; solving sole 
proprietor, partnership, corporation and key-man problems. This part also explores Estate 
Conservation; selling the estate owner, tax procedures and guides. 


Career conferences, advanced underwriting seminars, workshops, and club meetings supplement 
this training and provide a way to continuously increase the agent’s know-how and advance 
his career. Also, the Nylic Agent who desires to enroll in C.L.U. study courses receives full 
assistance from the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylie Agent is so successful—and why New York Life policies are so widely owned. 


New York Life 


Thorough career 
pened THE NEW YORK LIFE AGENT Insurance 
@ 9 IN YOUR COMMUNITY BE 
another reason why... IS A GOOD MAN TO KNOW 








vy Company 
51 Madison Avenue, New York 10, N.Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance + Group Insurance + Annuities 
ape tree | Accident & Sickness Insurance « Pension Plans 


manag 
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Burkett Huey’s Ideas on Planning 


Do we sometimes set up unsound 


unrealistic objectives and as a result find 
that we cannot complete a job to our 
satisfaction? Burkett W. Huey, man- 


aging director of the Life 
Agency Management Association asked 
the agency officers at LIAMA’s Agency 
Management Conference in Chicago this 
week 

“Sometimes when we 
said, “we are thinking only in terms of 
results: production, men and dollars.” 
He emphasized that merely setting ob- 
jectives does not constitute establishing 
a plan. This is just the first step he said 

When an agency officer fails questions 
today such as: “Shall we go into Group ¢ 
Is it time for us to add A. & H.? What 
about forming a property insurance affi- 
liation? Should we expand our market 
geographically?” They cannot be an- 
swered wi ithout sound plans being made 
to reach a reasonable solution. 

The questions an agency officer should 
ask himself before reaching a c clusion 
include: “Will the plan hang together 
Is it consistent? Does it consider com- 
pany traditions? Can we afford it? Why 
do I want to do it? Is that a sound 
reason? Is the plan technically sound or 
is it likely to collapse?” 

After these questions have been an- 
swered satisfactorily Mr. Huey suggests 
that the question of timing is one of 
great importance 


Insurance 


are planning,” he 


“Good planning certainly takes into 
account that contingencies, other than 
those suggested, may occur,” Mr. Huey 


pointed out. “Good planning doesn’t be- 
come excessively enamored with some 
pet ideas and give them too much weight. 
A good plan is not so inflexible that it 
freezes initiative from then on. 

The speaker quoted from Laurence 
Morrison, former LIAMA staff member, 


“Don't try to run a business on the 
basis of dogma and presuppositions. You 
must at all times observe the funda- 
mentals of sound ethics, and good busi- 
ness management planning. Taking these 
for granted, you have to examine the 
facts of each particular situation and do 

what the facts indicate 

“The function of the executive is to 
make decisions and not to go by the rule 
book. The basic and primary function 
of the good the executive is to know 
when to make an exception. 


“Bureaucracy is where everything is 
run by the rule book and nobody can 
make a decision. That is why it is so 


difficult to do business with the post 
office or any government agency.” 

A question Mr. Huey suggests the com- 
panies might ask themselves is: “Are the 
conditions of sale we propose well suited 
to the needs of the period and of the 
people? In the final analysis,” he said, 
“our real success and even survival de- 
pends on how accurately our plans in- 
terpret this question.” 

In conclusion, Mr. Huey emphasized 
his belief that the reasons why life in- 
surance was invented and why it is suc- 
cessful haven’t changed. He said that 
people still grow old, still die too soon, 
and they still need the urgency of com- 
pulsive saving. Therefore, he said, “Let’s 
en plans on a re alistic understanding 
ot our own situation, BUT let’s build a 
foundation on what has already been ac- 
complished. 

“We must employ far-sighted judg- 
ment to the best of our ability. We 
must exercise patience, not seeking revo- 
lution, but evolution. We must author 
all our plans to sound actuarial principles 
that will not become indefensible or 
runious in another. generation. We must 
be bold . willing to accept new condi- 
tions and adapt to them.” 








Are You Interested? 


College graduate, age 39, self 
employed insurance broker and 
life agent for past 10 years, earn- 
ing in excess of $25,000, seeks as- 
sociation with large multiple line 
company at Sales Management 
level. Either in H.O. or field. 
Preferably N. Y. area, 

Address Box 2886, The Eastern 


Underwriter, 93 Nassau Street, 
New York 38, N. Y. 














company recruited an average of 55 full 
time agents per year. The year preced- 


ing the program they had recruited 76 
men. In the three years the Agencies in 
\ction program has been in operation 


the company has recruited an average of 
124 men per year and in 1960 they re- 
cruited 130 men. 

Mr. Hittle explained that prior to 
April, 1598, the company had no organ- 
ized re cruiting program. At the time the 
Agencies in Action program was put into 
operation the company also did some 
other things. Work was intensified on 
up-grading the agency managers and in 
adding new managers. An attempt was 
made to develop a philosophy among the 
managers that, in addition to writing 
personal business, their primary job was 
to build men and if they did this all 
other things (profit, prestige, security, 
etc.) would become their basic by-prod- 
uct 

“We developed and made available to 
all mz inagers a Management training pro- 
gram that served as a valuable aid to 
them in acquiring know-how of agency 
building,” Mr. Hittle said. He pointed 
out that this was built around LIAMA’s 
Study Course in Agency Management 
and that it is considered a “must” for 
all of their managers. 





Photo of the Man Who 
Knows How 
to handle Tough Cases 
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Bernie Haas 


Bernard A. Haas Agency 
Manhattan Life 


60 East 42nd St., N. Y. 17, N. Y. 
MU 2-3963 











training department was established to 
assist the agency managers with their re- 
tention problem, the speaker said. The 
formula for determining how much 
money could be expended in each agency 
was redesigned, relating it very closely 
to agency perform: ince and gr rowth. 
The financing plan for new agents was 
revised and this caused the managers to 
be more conscious of and interested in 
quality people, Mr. Hittle pointed out. 
“In a gentle, but firm way, we indicated 
to our agency managers th it only those 
who respond to the primary job of build- 


<a rail 


ing an agency could continue to be 


A new-man development section in the indentified as agency managers.” 


Hittle Tells of Agencies in Action 





The average size policy has doubled contracted increased from $180,000 to 
. . e) ” bo ° > 

and the persistency trend has risen at $260,000." He pointed out that the num- 

g % hse ; ber of full time agents under contract 
American United Life since the company as 

: ; * hadn't increased a great deal but that 

inaugurated its Agencies in Action pro- the marginal a have been elimin- 

gram in 1958. Max W. Hittle, manager ated. He said that the retention trend is 

of agencies for the company, told of some more favorable and the business from 


full time people has increased from 77% PROS £ ROU S 
to 85%. “This is gratifying,” he pointed 
out, “because it is our basic job not only 
to recruit men, but to help them become * << e 
successful.” 

The recruiting figures for American 
United were discussed by the speaker 
He said that from 1950 through 1957 the 


of the results of the program and ex- 


plained its workings when he addressed 
the Agency M 
IAMA in Chicago this week 
Mr. Hittle 


first year 


anagement Conference of 


that “the average 
production per full time 


said 
agent 

















is the agent selling United Life and 
Accident's Plusses, the latest being the 
new GROUP INSURANCE PLAN, provid- 
ing: Life, Accidental Death and Dismem- 
berment, Weekly Income, Hospital and 
NIUigellae] Me) mmol [o) mmmAA\-Le lee] ME @) os iTe)ate] 
Maternity Benefit — plus generous ben- 
efits for dependents of insured. 





A. & H. and 


Life Insurance Companies 


Consu!tant to 








155 EAST 44TH STREET, NEW YORK 17, N. Y. 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Phone: MUrray Hill 7-7255 


EST. 1913 CONCORD, NEW HAMPSHIRE 









Prepared for Consultation Write H. V. Staehle, C.L.U., Field Management Vice Presi- 
dent at 10 White Street, Concord, N. H., for full details. 


on all phases of Home Office agency activity as well as Field Serving: Cal.*, Conn., Del., D. C., Fla.*, Ill.*, Ind.*, La., 
Manpower Development — on per diem basis by appoint- ae ee og aaa ee ee es 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 


*Agency-Building General Agency Opportunities Available. 
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Rogers Sees Lack of Creativity 


There is a lack of creativity in our 
business, I’m afraid, Ronald D. Rogers, 
CLU, vice president and agency director 
for North American Life of Chicago, 
said at the Life Insurance Agency Man- 
igement Association’s meeting in Chi- 
‘ago, this week. “Most of the innova- 
tions in new product design have come 
in the area of model changes to help 
sell our product rather than in engineer- 
ng improvements which would result 
in a better product with improved quality 
control.” 


In his keynote address at the confer- 
ence, of which he was chairman, Mr. 
Rogers suggested that one remedy for 
this problem might be in having one 
policy developed which would contain 
two elements—the savings factor and 
insurance factor—instead of having a 
choice of 39 policies. 

“Human relations in management re- 
mains one of the prime problem areas 
)f management and its importance con- 
tinues to grow,” the speaker said. He 
pointed out that the companies give their 
agents effective tools and teach the 
agents how to use these tools. “But our 
agent may need something we are not 
giving him,” he suggested, “and I am not 
sure how much of this need we should 
attempt to satisfy. I am referring to 
agent’s need for our understanding 

him, his job, and what he wants out 
of life. 


“Every agent is a distinct human per- 
sonality and each is different from the 
other just as each of us is different from 


the other. But every good man wants to 
be recognized,” he said. He suggested 
that companies must work harder at 


genuinely appreciating and recognizing 


the man who has made a career of the 
insurance business. 
Mr. Rogers pointed out that when 


polio and flu epidemics were threatened, 
companies provided their home office em- 
ployes with precautionary shots. He sug- 
gested that concern for the mental wel- 
fare of their employes was just as great, 
if not a greater problem than the con- 
cern for physical welfare. He said that 
often the impact of emotional disturb- 
ances on business is de‘rimental and that 
perhaps the companies should be pre- 
pared to have counselors work with the 
agency staffs to help companies to keep 
their good men. 

Principles in our business are pretty 
much the same today as they have been, 
according to Mr. Rogers, but the prob- 


lems are continually changing. The 
urgency today, he said, is focused on 
the means of attaining an objective 


rather than on the objective itself. Com- 
panies were founded on the principle 
of pooling an uncertain risk and substi- 
tuting a known risk and this principle 


remains. The objective of providing 
needed protection at reasonable cost 
remains unchanged. 

“But today,” the speaker said, “the 


problems of life insurance sales manage- 


ment are infinitely more complex and 
urgent than in the past. The element 
of time, the quicker tempo, the more 


immediate and effective results that we 
achieve and will achieve forces us to 
recognize our problems sooner than ever 

to take action quicker than ever, and 
often to take action with more forceful- 
ness than ever.” 





Life of North America 
Elects Five New Officers 


Five new Life Insurance Co. of North 
America officers were recently elected 
by the company’s board of directors, it 
was announced by Edmund L. Zalinski, 
CLU, executive vice president. 

The five and their new 
W. M. Sausser, manager, mass cover- 
ages division; D. L. Hopkins, manager, 
sales promotion division; P. A. Turberg, 
associate actuary; R. O. Bonnell, Jr., 
manager, life reinsurance division; and 

S. Vincent, chief underwriter. 


positions are: 


Mr. Rogers identified some of the 
major problems demanding the closest 
attention of agency officers. He referred 
to population shift, economic fluctuation, 
increased discretionary income and the 
manpower shortage. “Our number and 
rate of failures in our field forces,” he 
said, “continues to be one of the major 
financial drains on our companies.” 


Nashville General Agent 


Paul G. Mills has been appointed gen- 
eral agent in Nashville, for Lincoln Na- 
tional Life it is announced by Henry W. 
Persons, vice president and director of 
agencies. 

Mr. Mills has been active in insurance 
affairs as a member of the Charlotte Life 
Underwriters Association, a vice presi- 
dent and past secretary of the Charlotte 
Association of Health Underwriters and 
a member of the North Carolina Leaders 


Assistant Group Manager 


Connecticut General Life has appointed 
D. Robert Floyd as assistant Group man- 
ager at Dallas. He has been in the com- 
pany’s Group service at Fort Worth and 
Dallas. 





Club. His community interests include 
service as a youth sponsor in the Provi- 
dence Baptist Church, and he is a mem- 
ber of the Junior Chamber of Commerce 
and the Young Democrats Club. 





Life & Non-Can Sickness & Accident Package! 
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.. newest sales builder in the business! 
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NOW...a new “packaged series” of non-cancellable, guaranteed renewable income replacement policies 
SECURITY MUTUAL DESIGNED to sell to SMALL BUSINESSMEN, PARTNERSHIPS, KEYMEN, 
BUSINESS and PROFESSIONAL WOMEN, FARMERS! Take a good look at these business-building 
features: 1-WAIVER OF PREMIUM while your insured is totally disabled, even beyond his benefit 
period; 2—DIVIDENDS to reduce premiums, to accumulate at interest, or in cash; 3—OPTIONAL 


PARTIAL DISABILITY for S & A male risks; 4-NEW PROSPECT PROBABILITIES with coverage 


now extended to the vast female market of business and professional women, and also to farmers; 5— 


EASY-TO-READ, UNDERSTANDABLE FORMAT featuring a fill-in schedule that eliminates riders. 


Five policies are featured in this new “packaged program” 
P g 8 


: three S& A, two Accident-Only. Here you have 


the kind of income protection needed by today’s small businessmen...partnerships...keymen...profes- 
sional men... business and professional women... farmers! Here you have coverage and flexibility backed 
by the recognized quality and prestige of Security Mutual! Check on this most-sellable insurance package 
in years—then contact your Security Mutual man—he’s a good man to know! 


SECURITY MUTUAL LIFE IN INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. 


Robert M. Best, C.L.U. 
Vice President—Agencies. 





your security our mutual responsibility 





B8O0EXCHANGE STREET, 


BINGHAMTON, NEW YORK 
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Schriver To Be Awarded 
Bronze Plaque From JDA 





LESTER O. SCHRIVER 


Lester O. Schriver, one of the leading 
figures in the American insurance field, 
will be awarded a bronze plaque citing 
him for his tireless efforts over the 
human freedoms, 


at a testimonial dinner in his honor 


lecades in behalf of 


» be held by the life insurance division 
f Joint Defense Appeal at Hotel Com- 
modore, March 28 

Also to be honored at the dinner is G. 
Gustav Stel ner, CLU, who will be pres- 
os pedery poenpeae award in recog- 






f his many years of service to the 
| ur ance division ‘he Steiner served 
as sion chairman in 1960 

IDA; is the sole fund-rais ing arm of the 
American Jewish Commit and the 


Anti-Defamation | Leag rue of 'B nai B'rith, 
is one of America’s oldest and largest 
human relations agencies devoted to 
I prejudice and safeguarding 
democratic rights and human freedoms 

1961 national campaign target has 
been set at $6,100,000 


ng ing 


BMA Assists in Kansas 
City C. of C. Promotion 


The Business Men’s Assurance of 
Kansas City is participating in a national 
advertising campaign sponsored by the 
local Chamber of Commerce 

\ full page advertisement in the west- 
ern edition of “The Wall Street Journal” 
was BMA’s contribution to the current 
program publicizing Kansas City as a 
good place to live and do business 

BMA’s ad features 10 photographs in 
pointing up the vast potentialities of the 
“heart of America’s heartland” and in- 
formation about Kansas City as a com- 
mercial, cultural and transportation cen- 





W. D. Grant, CLU, BMA president, 
commented that with 11 branch offices 
and many district offices in seven west- 
ern states, the company feels that there 
is a strong tie between the West Coast 
and Kansas wand 


Cal. -West Had 1 19% lia 


California-Western States Life had 
vew insurance sales last year of $345,- 
750,000 which was a 19% increase over 
the previous year, Robert E. Murphy, 
company president reported. Insurance 
in force at the end of the year 
$3,187,500,000. A record high of $4,267,- 
469 earnings was a 17% increase 

Total assets r SE to $246,695,000 for a 
$17,100,000 gain. C apit al and surplus funds 
increased $2, 30,000 to $29,835.000. There 
Was an increase to $44.025.000 in pay- 
ments to policyholders, $6,200,000 higher 
than in 759, 





Greensboro Agency 
wins 
Jefferson Standard 





PRESIDENTS TROPHY 





W. H. ANDREWS, JR., C.L.U. 


Manager 
Greensboro Branch Office 


The Jefferson Standard Life Insurance Company is pleased 
to congratulate W. H. Andrews, Jr., C.L.U., Manager, and his 
associates of the Company’s Greensboro Branch Office as win- 
ners of the President’s Trophy for 1960, for best all-around 
performance. This is the first year of the award, made by 
Howard Holderness, President of Jefferson Standard. 

The President’s Trophy is the most coveted award that can 
be won by any of Jefferson Standard’s 68 Branch Offices op- 
erating in 29 states, the District of Columbia and Puerto Rico. 

W. H. Andrews, Jr., and his associates throughout the 
Greensboro Agency’s 18-county territory sold in excess of 
$12,000,000 of life insurance protection during 1960. This is 
an 11.8% increase over their record for the previous year. 

Other criteria used in selecting the winner include: quality 
of business, development of manpower, sustained agency build- 
ing, and service to policyholders as reflected in the net gain 
in insurance in force. 


Jefierson \tandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 





NOW MORE THAN TWO BILLION DOLLARS OF LIFE INSURANCE IN FORCE 





Pacific Fidelity Life 
Tops $99 Million in ’60 


BODDIGER REPORTS RESULTS 





Insurance in Force of Los Angeles Co. 
Now Over $420 Million; Prem. Income 
of $8,171,915 Exceeds 1959 Peak 





Pacific Fidelity Life’s new sales of life 
insurance in 1960 hit $99,768,982, George 
C. Boddiger, its executive vice president 
and general manager, announced this 
week in releasing the company’s annual 
statement. Total insurance in force at 
the year-end was $420,128,839, an in- 
crease of $81,738,898 from the 1959 year- 
end. 

Premium income reached 
exceed the previous 
reached in 1959. 

Total admitted assets as of December 
31 were $5,980,320, an increase of 10.4% 

Vigorous expansion of the company’s 
Ordinary and consumer credit insurance 
sales operations continued, Mr. Boddiger 
stated. Licenscs were obtained in nine 
additional states, bringing the total to 
27 at year-end. 

Highlights of 1960 included occupancy 
of a new home office building in Los 
Angeles, development of a new diversi- 
fied investment program. introduction of 
a line of guaranteed renewable health 
insurance policies, entry into the par- 
ticipating eld. and expansion of Ordi- 
nary life sales operations into states 
outside California. 

Mr. Boddiger optimistically stated that 
1961 should show greatly increased new 
business expansion and continuing fav- 
orable operating results for Pacific Fi- 
delity Life. 


$8,171,915 to 
company peak 


Northeastern Life to Be 
Sold to Fidelity Bankers 


Control of Northeastern Life of Mt 
Vernon, N. Y. will soon be finalized by 
Fidelity Bankers Life of Richmond, Va., 
president of which is T. Coleman An- 
drews, former ol ee of Internal 
Revenue. This became known when the 
directors of Fidelity Bankers approved 
an offer for purchase of the Mt. Vernon 
company, contingent on at least 80% of 
Northeastern’s 162,000 shares being of- 
fered, This condition seems certain to be 
met as over 80% of the stockholders have 
already indicated informally that they 
will accept Fidelity Bankers’ offer. 
Reportedly, some stockholders will re- 
ceive cash, others will receive Fidelity 
Bankers stock, and still others will be 
paid in both cash and_ stock. Actual 
purchase price was not disclosed. 

President Andrews told The Eastern 
Underwriter this week that “we expect 
to make the most of the outstanding 
home office and field personnel of the 
Northeastern in promoting the company’s 
growth as a separate entity.” Present 
plans call for the company to continue 
to operate in New York and other states 
where Fidelity Bankers is not licensed, 
and to avoid duplicate representation 
Within a given state. 

The combined insurance in force of 
the two companies will exceed $880 mil- 
lion, while their combined assets will 
exceed $15 million. Premium income will 
be over $17 million a year. 

Largest stock interest of Northeastern 
Life (42%) is owned by Herbert Hutner, 
former president, and Lester Osterman, 
Ir, his partner in a New York Stock 
Exchange firm which was bought out 
by Blair & Co. They are now connected 
with Blair & Co. as special partners. 





Brokerage Consultants 


Connecticut General Life has announced 

five appointments of brokerage consult- 
ants at field offices. They are William J. 
Burke at the John Street, New York 
City, office; Jean Pierre Delbecq at the 
Toledo agency; William J. McCoy, Jr. at 
the Broadway, New York City, office; 
Albert L. Pick at the Atlanta agency, 
and William J. Schomers at the Buffalo 
office. 
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The Equitable Life of Bob Spooner 
IN Appleton, WISCONSIN  gesenspoonerot stiwarrce’ 


Wandling Agency is a ski enthusiast. 
Here the family is taking off 
for a typical weekend. 
Wife Elaine (“Sis”) is handing 
up the skis. Son Jeff, 13, 
and Linda, 16, have the ski 
poles. Daughter Vicki, 21, 
is on the far right. 


wi 












Top Salesman: Bob received the National 
Honor Agent Award for 1960—and congratu- 
lations from Agency Manager Lee Wandling. 
Bob used to be a highly successful District 
Manager, but switched to direct selling in 
1952, and has produced over a million dollars 
in business annually ever since. 


eee ee 


Specializes in personal estate and business insurance planning, but sells 
large and small policies with equal enthusiasm. Here his enthusiasm is 


shared by officials of The Menasha Wooden Ware Corporation— Mowry Ccmmunity-minded: As member of a fund-raising 
} Smith, Jr., Dick Johnson, and Tad Shephard. The company recently pyri shown here, Bob helped to build this 
installed a comprehensive group policy with Equitable. $2,500,000 hospital in Appleton. Has also served on 


many other boards—of the Y.M.C.A., for example, 
the Salvation Army, and the First Methodist Church. 


A man’s prestige somehow goes hand in hand with the 
j prestige of the company he represents. This is 
: why Bob is proud to be a life underwriter for Equitable. 
It’s a full life. And a rewarding one. Living Insurance 
is more than a need ... it’s a career! 


tas HQUITABLE 





Life Assurance Society of the United States Daily Reward: After a hard day, Bob returns to his 
Home Office: 393 Seventh Ave., New York 1, N.Y. ©1961 beautiful home on the Fox River. In summer, boating 
Tune in The Equitable’s Our American Hreritace, Saturday, April 1, NBC-TV and picnicking are favorite family pastimes. 
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COLLEGE RECRUITMENT stresses improvement in starting salaries 
One of the many problems receiving 274 better training programs. John Devine has joined Wohlreich & cording and Statistical Corp. as secretary 
scrious study by property-liability insur- Scholarship programs, with summer Anderson, Ltd., of New York as produc- in charge of the automated agency ac 


employment, for talented high school tion manager. He has been fire manz ager counting program. Mr. Toale has iden 


ee sear mig today is how to attract here for the National Union and prior been associated with the National Asso- 


. nash . rey rT 2 es Ss °\ Pg é > e we ‘. a = q 

more college-trained young men and 8! aduates so they can complete college to that was associated with other in- ciation of Insurance Agents, the Security \ 
yomen into he business. Some decades COUTSES are advocated. Such a program surance offices. Eugene A. Toale, CPCU Insurance Co. and Home Insurance Co 

ago a college training was practically a is now being sponsored by some Eastern well known insurance personality, is resign- For years he has been active nationally 


ing April 1 as executive vice president of | and locally in the Society of Chartered 


fire insurance organizations. Likewise ‘ ® s " : c 
Wohlreich & Anderson to join the Re- Property Casualty Underwriters. 


handicap for those desiring to enter in- 


surance because most executives rose SY™posiums of insurance teachers and 





industry leaders to discuss current trends —- 





office boy posts and looked with 








certain suspicion upon college trained ap- in the business are advocated by the CP- Chas. E. Becker, president of the — William A. Long, general agent in | 
pl ay: ia ile abtiinin Bie CU group. The CPCU study feels insur- Franklin Life of Springfield, Ill, on Terre Haute for Indianapolis Life, has 
> «eee sheoalid ules for more honor collene March 3 celebrated his fortieth anniver- been honored by his company for his q 
( and mmpanies are desirous of ’ “ ; sary in the life insurance business, Start- long period of continuous production : 
ob the best trained personnel graduates who often do not sign up lor ing as a youngster just out of his teens, Mr. Long has been a member of the com- 
possible placement interviews because they wish he became a salesman in western Kansas pany’s App-A-Week Club for 1,607 weeks i 
a : to continue their studies in the graduate for a small company—the Great States This represents a period of almost 30 ; 
lhe New York Chapter of the Society  ¢-hools. Perhaps, says the CPCU report, Life. In his first ten cong a his sales years in which he has submitted at least 
of Chartered Property and Casualty Un-  :¢ 41, ; ne tentetae go. exceeded $1,000,000. In the depths of the one application for new business each 
; : - 5 if the industry offered opportunities for depression Mr. Becker founded his own rock It is the: longest stretcl 5 
derwriters has made a study of this ich graduates to obtain Master’s de- I geal page whore nar ae alee: io ean et Rigs a pagal 
ae ne oe , such graduates to tain Maste company—the Great American Life, in tained by any Indianapolis Life agent in 
problem and one of the key suggestions grees or Doctorates in conjunction with San Antonio, Texas, and in ten depres- the nation. 
is that public relations efforts be intensi- their employment this might help inter- sion years built it into an institution with  -. 2 
fied to so provide a better image of the set: dimes 08 spice -aemaehin’ eaelaianh tes over $40,000,000 in force. In 1939 Mr. Charles R. Tyson, executive vice presi- 





ET SE , Becker and his associates purchased con- vane ¢ 
ecsarosae industry in the minds of both eek careers in insurance. trol of the 56-year-old Franklin Life in dent of Penn Mutual Life, will serve as 
of college students and ofiiee who may tity Sokol Springfield, Ill. chairman of the largest fund raising unit 
influence students S 1 Cardinal third a in Philadelphia’ s 1962 U eg Fund Torch 
Ken Boyer, St. Louis Cardinal thir Drive scheduled for the Fall. The depart- 
The Mow Work Chapter of CPCU con- baseman, has gne d a contract with ~ neers Day, fap many years a leading ment he heads covers 110 mz vjor firms in 
a Financial P Sale Co. of St. Louis, as venit finan WY. ‘and associated the Sells of fiatice. insurance, -mae- 


ducted a surv on colleg recrul > . " 
ucted a survey on college recruitment an associate member of the firm, accord- 
ind obtained views from college place- ing to an announcement by Harry 


ment directors and insurance company Greensfelder, Jr., company president 


with the Day & a ‘o. agency, not facturing, retail business, utilities, oils 
long ago marked his 60th anniversary in and publishing. Mr. Tyson i is a graduate 
insurance. He and his wife left March 1 Of Princeton University and member of 


a ill joi ( any be- : 
personnel managers. While this survey Mr. Boyer = appear worg td oe for Florida the National Industrial Conference 
reveals insurance recruiters have created come a consultant in corporate insurance, * * x Board, a director of the Old Philadelphia 
pgp anx Se eee ee ee eee pensions and employe benefits, personal ‘ Development Corp., and Penjerdel, Inc 
a favorable impression on college camp- estate analysis, and capital services Richard North has become a partner an interstate ovaemiention Foe she ahady 
uses, they are still handicapped by the x * * of the North Insurance Agency of New “- "ae = P e : : 
. ar tl handicapped by the - of metropolitan problems in an eleven- 


Caspar Wistar Haines, former general Haven, Conn. He and a brother, Larry, 


fact that 65% of the colleges respx ing if [ 
, esponding agent in Philadelphia for New England fifth generation members of the 


county area 








do not provide cour cae ah ‘ . — s : 5 - 1 * * * 
not provide courses in property and [ife of 3oston, has been reappointed to North family since founding of the 
casualty insurance The survey also the board of managers of the Wistar agency about 118 years ago. Gordon H. Campbell, veteran Aetna 
shows that recruiting techniques are Institute. Mr. Haines is now an insur- eae Life general agent, and pension specialist 
improving, but here again some of this is *"°° rinse eet = von . ike In commemorati f the 150th ; for the company in Arkansas, has been 
oiticet liv fatiere et, alee 2 ance, pension plans anc retirement 2 ci I a ation Or the win an- reappointed for another four year term, 
1S¢ y tailure of many placement di- js a graduate of Culver Military Acad- niversary of the Massachusetts General  a¢ ; lirec f the Federal H > Lo: 
CTE a . H Se B “ . as a director of the Federa ome Loan 
ectors at colleges not knowing enough emy and a former student at Haverford riogg4 ae K. Elliott, president of | Bank of Little Rock, which serves in the 
about the insurance industry properly to College. He entered the life insurance John pene sees og @ presented the area of some seven southwestern states. 
evaluate it rene "P on lelphia sin a and trans- ee Coe oe eae Fcemige S famous Mr, Campbell’s appointment is as a “Pub- 
merree 50 Se — in 940 Hane ry Te nent, pictured in a John ic Interest Director.” He has served 
Comments received by the New York A ff a eee ts General Hospital continuously on this board since the be- 
Chapter from colleges cited starting sal- _ Roy \. Duffus, well ee vice pres- a vay semen 1e picture was received ginning of the bank, in 1934. 
we ; , - ident of the James Johnston Agency, bv Philip Ketchum, president of the Hos- 
aries lower than some other lines of Inc., of Rochester, N. Y., started his pital Corporation, and Francis C. Grey, * * * 
business activity. O other hz i 34 ear Wi > agency Marc > chairm: f the board of stees of the I 
ess activity. On the ther hand it 9 pd —— ane ncy — . He a of the board of trustees of the Paul A. Hammel, Nevada Insurance 
was said insurance is felt to be as chal- i. , 16 + vill 2 Rates = oe eee oe tat ad Commissioner, has been elected chairman 
lenging as other businesses and there are — , - b Per ree “4 aycone : of Zone 6 of the National Association of 
ERE SORE SE BEET Seach local board of agents March 24 Marion I. Gilmore was the February Insurance Commissioners. By this election 
excellent opportunities for qualified indi- ( y 


. - ? M4 . . e 
ie : and the Jacksonville Board April 4. leader in paid volume of the Howard Mr. Hammel also becomes a member of 
viduals to advance to important posts. Mr. Duffus has addressed national, state Cammack agenc y of John Hancock in’ the examinations committee of NAIC. 


Training programs by companies, with @Nd local conventions of agents in prac- Albany. She has been with the Cam- He was president of NAIC in 1959-1960 

exceptions, are not fully developed, some ged every state = the Union during mack agency since 1955, is a nominee for and has held many important posts since 
1 : a nes. us Many years Of activity in agents’ vice chairman of the 1961 Wom sad- becoming 

college directors feel. The CPCU report affairs omen Lead oming head of the Nevada Insurance 


ers Round Table. Department. 
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Membership Campaign of N. Y. 


Chamber of Commerce 


William E. Walsh, 
Equitable Life 


vice president of 
Assurance Society, is 
chairman of admissions committee of 
New York Chamber of Commerce. A 
committee of the Chamber of 
A. McLain, chairman of 
Guardian Life and a former president 
of the Chamber, has also been appointed. 
The special named in 
order to give the membership as a whole 
an opportunity to add new members so 
that the Chamber’s 

thereby be increased. 

\ native of Salem, N. Y., Mr. Walsh in- 
terrupted his studies at Cornell University 
to join the United States Navy in 1917, 
where he served until 1919, Following his 
discharge and after two years of sales 
activity with two other life companies 
he joined Equitable in 1921 as assistant 
to the superintendent of the inspection 
bureau. He was appointed superintendent 
of that bureau in 1931, and ten years 
later, to the same post in the under- 
the Society. Mr. 
Walsh was appointed manager of under- 

vriting in 1947. His appointment as 
eae vice president came in 1949; as 


special 


which James 


committee was 


effectiveness can 


writing department of 


vice president in 1952. 

He is president of the Home Office 
Life Underwriters Association on whose 
council he served in 1945-47 
and 1953-55. He was also chairman of 
executive committee of the Recording 
Bureau from 1954-57. A member of the 
Insurance Society of New York, he is 
also active in the American Management 
Association. 

Among other activities Mr. Walsh is 
chairman of the New York City USO 
committee and a member of the executive 
committee of National USO; chairman 
of commercial education commission of 
Advisory Board for Vocational Educa- 
tion, New York City Board of Educa- 
tion; board member of YMCA Neighbor- 
hood Youth branch; past president and 
member of Rotary Club of New York. 

* * x 


History of N. Y. Chamber 


History of New York Chamber of 
Commerce dates back to April 5, 1768 
when 20 merchants of the colonial city 
of New York met at Fraunces Tavern 
to form the first voluntary organization 
of business men. It was chartered by 
King George III. It was the first Chamber 
of Commerce to be formed in the United 
States and it set a pattern for the 
future in establishing the principle of 
commercial arbitration. It set standards 
for foods and drugs, worked for sound 
money, contributed ideas and efforts that 
helped New York grow from a town of 
20,000 to the shipping, management and 


executive 

















financial center of America it is today. 

Home of the Chamber is conveniently 
located in the heart of New York’s 
financial district on edge of the down- 
town insurance center. Its air-conditioned 
building, one of most distinctive in the 
city, houses an assembly hall on the 
walls of which are hung protraits of the 
Chamber’s former presidents, many of 
whom were outstanding citizens of the 
metropolis and several of whom were 
presidents of insurance companies— 
Darwin P. Kingsley, Frederick H. and 
Frederic W. Ecker, Leroy A. Lincoln 
and Mr. McLain. It also contains a com- 
mercial library, a club-like dining room 
and other facilities for members. 


The Chamber of Commerce furnishes 
an opportunity for business to make its 
voice heard. As the Chamber sees it: 

“Your New York Chamber of Com- 
merce is the most democratic of all 
businessmen’s organizations. Each mem- 
ber has the opportunity to play an im- 
portant role at all levels of activity— 
from idea to policy to action. The core 
of the Chamber is the work of its com- 
mittees, to which one out of every ten 
members of the Chamber is elected. Since 
no member may sit on a committee for 
more than three consecutive years, posi- 
tions are open to all who wish to serve. 
Even if you are not on a committee, you 
may initiate Chamber action by request- 
ing the appropriate committee to con- 
sider any matter you believe important 
to your business, to business in general, 
or to the community at large.” 


“ & @ 


How Chamber Has Helped City and 
Citizens 

The Chamber is not a social organiza- 
tion in the club sense. Here are some 
of its activities, recommedations and help 
given the city, the state and the nation, 
many of which have been adopted, as 
well as some situations, city, state or 
nation where its voice has been remark- 
ably effective. 

Called for City Charter revision for 
more responsible and efficient City Gov- 
ernment . . . Now cooperating with 
State-City Commission to help prepare 
a new Charter Issued pilot study 
of New York City school construction 
and utilization, urged Board of Educa- 
tion to submit school construction plan 
before asking for funds outside city’s 
debt limit Urged modern zoning 
law for New York City to replace much- 
amended 43-year-old code . . . Participat- 
ing in action before the interstate Com- 
merce Commission to remove discrimina- 
tory rail-rate differentials which divert 
commerce from the Port of New York 

. Called on New York businessmen 
to help fight youthful delinquency by 
opening new part-time and full-time 
employment opportunities for young 
people; urged overhaul of laws that un- 
necessarily restrict job opportunities for 
youths. 

Drafted and proposed a new State 
labor law to bring “Little Wagner Act” 
into conformity with Federal labor law 








. . . Urged Congress to consider labor 
reform and Taft-Hartley revision in 
separate bills Supported Landrum- 
Griffith bill on labor reform which sub- 
sequently became Labor Reform Act of 
1959 . . . Conducted first open forum by 
NLRB officials to acquaint management 
with provisions of new labor law ; 
Urged Legislature to give first approval 
to revisions in State Constitution recom- 
mended by Peck Commission. 

Urged Federal Reserve Board to equal- 
ize reserve requirements of New York 
City and Chicago banks with those in 
other large cities. Chamber action, first 
by any non-financial organization, spot- 
lighted problem, influenced Federal Re- 
serve Board and Congress to act. Result: 
increased credit resources for New York 
businessmen. 

Created widely endorsed seven-point 
program to halt inflation. Distributed 
more than 10,000 copies of this program 
to Chambers of Commerce, legislators 
and other thought leaders throughout 
the nation. Urged Congress to re- 
move the present interest rate ceiling on 
long-term government bonds, warning 
that failure to do so would be internreted 
here and abroad as a sign of inflationary 
bias. 

Contributes to, and actively engages 
in, economic education of New York 
elementary and high school teachers at 
Rochester University and Plattsburgh 
State Teachers College .. . Conducted a 
two-year study of public regulation of 
utility enterprise, and released report on 
basic regulatory problems which has 
stimulated renewed interest in this sub- 
ject nationally. 

Called on Congress to approve the 
Smathers rail aid program Urged 
public subsidy for New York-New Jersey 
rail commutation facilities; appealed to 
Governors Rockefeller and Meyner to 
press for creation of bi-state transit 
district Backed Purcell plan of tax 
relief for commuter railroads . Urged 
Congressional approval of New York- 
New Jersey transportation agency to 
solve rail commutation problems 
Recommended expansion of direct air 
service between New York and _ the 
Orient via the polar route ... Urged 
transfer of State Barge Canal to Fed- 
eral Government. 

Proposed program to head off new 
city taxes, recommending governmental 
ecomonies totalling more than $100,000,- 
000... Called on State to improve plan- 
ning and control of spending to prevent 
future tax rises . Urged Governor to 
deny new tax pow ers to City Called 
for basic reappraisal of city Pe in 
warning that budget may reach $3 billion 
by 1965 if current trends are unchecked 

.W arned City of approaching “danger 
point” in relief rolls... Opposed grvnt- 
ing city permission to borrow $5090.000,000 
outside debt limit for school construction. 


Echoes of Albany Fire 


The agency which wrote the insurance 
on the Albany Institute of History and 
Art is Rose & Kiernan, Inc., of Albany. 
The Institute owned eight of the valuable 
paintings which were burned in the re- 
cent fire at the Executive Mansion. 
Former Governor Harriman had donated 
the pictures to the Albany Institute and 
they were hanging in the mansion on 
loa at the time of the fire. Seven of 
the paintings were completely destroyed 
and the eighth, which appears to be 
principally smoke damaged, has been 
sent to New York City for possible 
salvage. The loss on these paintings has 
been estimated at $70,000, which figure 
will be higher if the eighth painting 
cannot be saved. 

Rose & Kiernan. Inc., which is the 
largest general agency in Albany in 
premium volume, was founded 95 years 
ago by William Rose, later becoming 
Rose & Son. At the death of William 
Rose his son and Peter D. Kiernan 
formed the firm of Rose & Kiernan. 
Both partners have died. President of 
Rose & Kiernan Inc., is Harry N. Pitt, 
Jr., and executive vice president is Peter 
D. Kiernan, Jr. son of the original Kier- 
nan. The firm which has a personnel of 
52, including nine salesmen, represents 
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more than 50 fire, casualty and life 
companies, but its leader in premiums 
is the Hartford Accident & Indemnity. 

Mr. Pitt, who attended Albany Acad- 
emy, was graduated from Union College, 
Schenectady. He went to work for Ter 
3ush & Powell in Schenectady for a 
year, then joined Rose & Kiernan in 
1925, starting as a salesman. He became 
its president in July, 1958, on the death 
of Peter Kiernan, Sr. He is on the board 
of the Albany Boys Club and the Red 
Cross. His son, Charles D., joined the 
agency two years ago as a salesman. 

In the same fire a number of paintings 
owned by Governor Rockefeller burned, 
most of them for a total loss. At the 
State Capital no information has been 
given to newspapers relative to the 
amount of insurance carried by the Gov- 
ernor or extent of the loss, although 
Albany correspondents have estimated 
the Governor’s loss at $200,000; nor has 
the name of the agency which handled 
this insurance for the Governor been 
divulged. The Eastern Underwriter 
learned that Rose & Kiernan, Inc., 
placed the insurance on the Albany 
Institute, (automatically including the 
Harriman pictures) but not on the Goy- 
ernor’s paintings. 

Incidentally, there was no insurance on 
the executive mansion. All New York 
State property is self-insured, reason 
being that the yearly premium would 
amount to about $1,000,000 and Albany 
officials estimate that a major loss occurs 
only once in five years and does not 
amount to $5,000,000. 

Under the administration of former 
Governors a state trooper has always 
been stationed in the mansion. When 
Governor Rockefeller took over it is 
said he considered this to be an “inva- 
sion of privacy” and had a_ cubicle 
built at * gate, the state trooper 
remaining there. W het! ier the fire would 
have been discovered earlier if the guard 
had been in the mansion is a subject 
being discussed widely in Albany. 

* * * 
5,000 Insurance Careers 


The 1961 edition of Who’s Who in 
Insurance, published by the Underwriter 
Printing and Pul lishing Co. which in- 
cludes among its other publications The 
Weekly Underwriter, has reached sub- 
scribers. It covers 5,000 careers in all 
divisions of insurance; consists of 832 
pages, thus re the size of the 
1960 volume which had 800 pages. 

Who’s Who in Insurance is one of 
three reference books printed by the 
Underwriter Printing and Publishing 
Co., president of which is Donald E. 
Wolff. The other two are The Insurance 
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1960 Nationwide Fire Insurance 


Net Premiums Written, Losses Paid 


The Home Insurance Co. of New York 
continues to retain its position of leader- 
insurers writing 


~1 
stock 


ship among 
straight fire insurance upon a nationwide 
bases upon a net premium written basis. 
It has been in first place for many years 
In 1960 The 


Home premiums exceeded 


$77,394,000 and those of the Home In- 
demnity were over $4,940,000 

Close behind was the Hartford Fire 
with $72,286,000 and behind those leaders 
vere the Fidelity & Casual‘y with $61,- 


765,000 Insurance Company ot 
North 


of companies in the America Fore Loyal- 


1960 due 


and tne 


02,0). Figures 


America with $61, 


] - 
ip appear out of line tor 


internal allocation §ar- 


to revisions m 

rangements. This explains the premium 

figures of the Continental, which were 
$3 l iar bel the 

mly $3,667,000 last year, tar below the 


Other top fire insurance producers 


ve Aetna, $44,194,000; 
Fund, with $30,616,000; 


were tl with Fire- 


° neral 
nian s General 


of America, with $24,143,000; Great 
American, with $35,728,000; St. Paul, with 
$26,117,000; Travelers Indemnity, with 
$30,437 000, and United States | & G,, 


with $32,059,741 











The nationwide net fre premuums 
written in’ 1960 and net losses paid ot 
stock companies reporting to the New 
York State Insurance Department are as 

yl] vs 

- Net Net 

Premiums Losses 
Written Paid 
Accident & Casualty $ 1,105,409 $ 557,558 
Aetna Cas. & Surety 19,399,854 8,972,716 
Aetna : $4,194,564 21,518,774 
Affiliated F M 5,865,17¢ 3,339,048 
Agricultural . 9,662,859 5,402,785 
Albany > > 1,010,368 751,624 
Alliance Assur — 222,247 108,648 
Allstate 7,293,444 2,430,341 
Alpina . ; 171,131 143,188 
American Auto ... 1,341,507 5,223,608 
American Casualty .-- 2,149,524 1,084,584 
American Central 2,035,832 1,082,919 
American Druggists 691,342 233,202 
American Employers . 2,902,711 1,351,002 
American Equitable 7,749,498 4,115,433 
American & Foreign 2,406,371 1,295,625 
American Guar. & Liab 278,079 182,642 
American Home Assur 5,788,572 3,331,49¢ 
American of Newark ... 17,515,32¢ 9,794,265 
American Liberty .... 479,641 98,079 
Amer. Marine & Gen’l 593,290 239,543 
American Motorists 2, 1,042,242 
American National .... 1, 599,815 
American Reinsurance . 7,420,094 4,632,440 
American Star 70,294 6,967 
American Surety . 1,482,732 1,331,570 
American Union ‘ 1,689,46¢ 891,910 
Associated Indemnity... 2,335,37¢ 1,305,902 
Assurance of America 719,084 
Atlantic Mutual 2,369,551 
Atlantic National 97,855 
Atlas Assurance ....... 3,031,106 2,254,872 
Balboa, Los Angeles... . 170,287 140,693 
Balfour Guthrie, Cal 772,638 485,772 
Balois Marine 108,755 78,440 


Bankers & Shippers 


2,769,768 


1,518,166 


Bay State, Mass 

Ben. Fire & Cas., Cal... 
Birmingham Fire, Ala... 
Birmingham Fire, Pa... 
Boston 
British 
British 
Buffalo 
alifornia 


America 
& Foreign...... 


amden Fire 


ME suc seanun ess 


entral Surety 


“entury 


hristiania General 
hurch Fire 

itizens Casualty 
itizens of N. J. 
olonial Assurance : 
olumbia Casualty, N.Y 
ommerce & Industry 

of Newark 


ommercial Union Assur. 


ommercial 


ommercial Union, N. Y 
ommonwealth ........ 
onnecticut Fire 
onnecticut Indemnity.. 
onsolidated Amer. ‘ 
onstellation, N. Y..... 
onstitution, N. Y 


ontinental Casualty... 


AMR MRA MRAM AAAAAAAAAAA AAA 


ontinental cae 
Reins. 


Copenhagen 

Dubuque F. & M..... 
we Se See 
Eagle, N. Y 

Eagle Star ..... 
Employers’ Fire 
Employers’ Liability 


Employers Reins. 
Equitable F. & M 
COT seeevasensess 
Export 
Federal 
Fidelity 


& Casualty 
Fidelity & 
Fidelity- Phenix 


Deposit 


Fireman’s Fund ....... 
Firemen’s 
First National 


Founders 


French Union 
Accident 
of America 
Fire & Cas 
General of Trieste 


General 
General 
Gen 
General Reins. 
General Security 
Glens Falls 

Globe Indemnity 
Globe & Republic 


Govt, Employees, D. ¢ 
Grange League, Ithaca 
Great American Ins 
Halifax 


Hanover 
Hartford 


Hawkeye-Security 


Fire 


Home Fire & Marine... 
Home Indemnity 
Home Insurance Co.... 


Hudson (gskenn 
Illinois Insurance Co... 
Indemnity Marine : 
Insurance Co. of N. A.. 
Ins. Co. of St. Louis... 
Co. of State of Pa. 
International 


Ins. 


Inter-Ocean Re. ....... 
Jefferson of N. Y 
ie UE. En We Sebides 
Kansas City F. & M. 
Lion Fire, N. Y. ...... 


Lpl. & Ldn. & 
London Assurance 
Ldn. Guarantee & Accid. 


Net 

Premiums 

Written 
643,343 
55,262 
742,018 
1,295,037 
10,567,622 
940,961 
1,527,120 
2,205,052 
1,187,568 
8,256,408 
1,612,218 
4,050,333 
1,200,496 
3,544,378 
111,181 
529,283 
766,967 
379,192 
2,544,790 
1,073,768 
6,889,520 
4,241,316 
1,357,221 
2,289,319 
7,103,489 
994,600 
2,564,886 
1,445,632 
1,542,604 
7,482,423 
3,667,839 
2,588,700 
943,672 
1,250,771 
1,688,294 
540,679 
5,579,777 
5,313,620 
4,639,372 
1,988,977 
707,149 
777,564 
61,765,770 
184,800 
19,773,327 
30,616,157 
20,075,006 
2,197,353 
788,912 
1,078,041 
5,426,093 
24,143,315 
646,779 
2,093,739 
10,601,305 
3,422,656 
15,017,743 
10,736,120 
2,906,062 
551,943 
678,13¢ 
35,728,415 
1,124,79¢ 
12,605,608 
72,286,715 
703,861 
5,605,775 
4,940,076 
77,394,534 
734,385 
,060,048 
4,495 
61,702,7 2¢ 


291,898 


1,929,526 
2,138,735 
4,942,800 
418,847 
1,769,574 
1,403,985 
3,454 
5,275,507 
3,266,548 
409,828 


Net 
Losses 


Paid 


372,962 

8,097 
529,781 
742,197 


5,960,666 


1,590,537 
631,702 
4,653,524 
789,850 
2,203,712 
749,091 
1,652,149 
41,305 
401,535 
380,014 
132,440 
1,353,649 
1,318,840 
2,888,894 
2,256,081 
721,946 
1,245,576 
4,005,515 
624,673 
1,525,122 
748,541 
924,041 
3,802,696 
19,974,516 
1,524,144 
424,800 
713,965 
814,676 
77,907 
2,733,341 
2,366,044 
2,157,640 
1,121,544 
316,723 
35,474 
3,472,509 
7,106,085 
69,791 
2,529,896 
15,635,493 
11,393,413 
1,189,479 
197,387 
638,177 


2,361,070 


0,070,086 
186,140 
1,050,715 
5,191,717 
2,490,243 
7,473,233 
5 780,484 
1,543,287 
128,312 
38,822 
19,394,932 
549,075 
6,566,164 
35,816,409 
404,096 
2,862,836 
2,653,180 
41,566,486 
365,319 
608,805 
828 


1,470,388 
2,383,139 
130,746 
969,939 
682,061 
1,566 
2,840,410 
2,062,601 


227,211 


London & 
Long Islanc 
Manhattan 
Mar't'me . 


Maryland ¢ 


Massachusetts 


Mercantile 


Merchants & Mfrs, 


Merchants 
Merchants 


Metropolitan Fire 


Net 
Premiums 


Written 


Lancashire.. 2,150,645 


ge ec Oe 6,382 
SD ae 1,399,949 
Knne6eseeeaee 170,074 
‘asualty .... 6,524,173 


1,544,172 
2,289,319 
1,937,374 
6,410,914 
1,602,728 
2,798,941 


Bonding. 


Fire, N. Y.. 
Indemnity 


Millers National ...... 3,280,472 
Milwaukee Ins. Co..... 6,889,520 
OS. Eee 5,860,373 
Motor Club, N. J. ..... 24,323 
Munich Reins. ........ 3,700,609 


National Ben 


Franklin.. 1,781,792 


National Casualty _— 447,701 
National Fire, Htfd..... 22,768,638 
National Grange ....... 737,021 
National Surety 6,899,415 
National Union ........ 10,352,371 
National Union Indem . 1,295,037 
Netherlands ........... 228,536 
New Amsterdam Cas.... 1,894,897 
Newark Ins. Co. 3,100,517 
New England ......... 2,035,841 
New Hampshire 12,884,534 
NM. J. Mere. tnd. ...... 117,007 
New Rotterdam 483,938 


Net 
Losses 
Paid 

1,214,071 
1,161 
883,971 
142,948 
3,321,907 
654,503 
1,245 
1,028,858 
2,697,882 
674,470 
1,581,924 
1,523,083 
2,888,894 
3,958,430 
10,005 
1,563,653 
903,747 
187,589 
11,747,655 
312,783 
3,523,491 





1,079,870 
7,051,389 
33,760 
223,363 


New York Fire ....... 
ee ff 


New York Underwriters 


New Zealand 
DE od eaeasdaaseee 
Nordisk Rein. ......... 
North American Rein... 
North British & Merc... 
Northeastern 
Northern Assur. ...... 
Northern of N. Y. 

North River 
Northwestern 


National. . 
Union 
Ocean Accident 
Ohio Farmers 

Old Colony 

Old Republic 
Pacific Coast 


Norwich 


Pacific Indemnity 
Pacific, N. Y 
National 


Pacific 


A ree ere 
Paternelle 
Pearl 


Peerless 


Assurance ...... 
Pennsylvania General... 
Pennsylvania Ins. Co... 
Phoenix Assurance 


(Continued 


Net Net 
Premiums Losses 

Written Paid 
3,551,853 1,886,240 
385,437 241,661 
3,067,871 1,520,059 
616,281 437,997 
5,958,994 8,824,699 
672,301 338,243 
10,522,747 6,172,343 
4,050,333 2,203,712 
3,598,148 2,105,187 
5,512,030 2,182,516 
11,140,221 5,028,576 
9,797,844 4,894,999 
7,349,893 3,449,197 
1,813,744 794,523 
4,241,316 2,256,081 
3,130,154 1,183,842 
4,528,981 2,554,571 
52,853 43,303 
199,367 169,284 


1,671,616 
3,154,459 


750,231 


1,7 
5,796,258 3,725,842 
678,610 360,973 
405,545 222,303 
1,243,109 839,667 
2,056,826 893,158 
787,658 342,736 
4,930,841 2,682,780 


5,870,382 3,261,327 
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ning before them. 


Fire departments now boast modern diesel trucks, 


The fire insurance business has also undergone 
many changes since the turn of the century. Today’s 
policies, with endorsements granting all sorts of 


‘straight fire” policies. 


Our agency, over the past half-century, has kept 
pace with all these changes. Founded in 1909— 
three years after the San Francisco fire—we’ve 
spent each year increasing facilities to fill growing 
brokerage needs. Today, our trained staff provides 
you with the kind of intelligent, helpful service 


your clients need. 


These are but a few reasons why New York 
brokers placed $21%4 million in fire premiums 
alone with us in 1960. And this is why when 
brokers think of fire insurance—they think of 


Jaffe! 





AGENCY, INC. 


INSURANCE UNDERWRITERS 


The Old Wood-burners 


Are Gone 


Gone are the wood-burning water pumps 
which were the latest in fire fighting equip- 
ment of the early 1900s. Gone, too, are 


the horseteams and fire house dogs run- 


high-pressure pumps, telescopic water towers, and 
special lighting equipment. 


broader protection, are a far cry from yesterday’s 
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1960 New York State Fire Insurance 


Direct Premiums, Direct Losses Paid 


Following are the direct fire premiums 


written and direct losses paid during 
1960 for stock insurers admitted to New 
York State. These figures cover only 


business done in the Empire State on 


straight fire insurance, with extended 
coverage and other allied lines not in- 
cluded. The figures, taken from the 1960 
annual reports filed with the New York 
State Insurance Department at Albany, 


follows: 


Direct Direct 
Premiums Losses 
Written Paid 


Aetna Cas. & Surety.. 
Aetna 


.$ 3,590,504 $ 1,510,501 
5,786,944 2,760,384 





BSNS TE 6:00 s8 035 207,607 30,764 
Agricultural 2.0.6 .cc00s 2,021,225 1,302,007 
ee Lee ee Cree 403,221 306,794 
ME avuscnwasaavess 858,866 226,671 
BRBOE: wisveveuen 22,125 7,651 
An can Auto 12,860 19,596 
American Casualty 544,228 244,786 
American Central ..... 1,018,474 541,668 
American Druggists 89,665 58,881 
American Employers 364,974 206,570 
American Equitable 3,040,073 1,347,093 
American & Foreign j 691,102 399,452 
American Guar. & Liab 105,221 50,646 
American Home Assur.. 883,000 417,948 
American of Newark... 1,647,963 1,112,196 
American Mar, & Gen’l. 32,530 18,625 
American Motorists 333,974 78,979 
American National 315,690 489,688 
American Surety ...... 331,881 260,222 
American Union ...... 241,575 142,613 
Assurance of America.. 200,427 172,862 
Atlantic Mutual 839,804 247,684 
Atlantic National ...... 65,801 25,279 
Atlans Assurance 711,632 501,902 
Balboa, Los Angeles.... 330 11,417 
Bankers & Shippers 73,080 80,226 
tay State, Mass 28,193 1,299 
Birmingham Fire, Pa... 3,794 22,749 
Boston ‘ 787,657 351,471 
British America 2,136 636 
British & Foreign 675,709 316,926 
Buffalo 749,695 756,072 
eo ere rere eS 850,654 464,612 
Camden Fire ....... 912,654 546,220 
Centennial 325,794 150,512 
Central Surety ...... . 27,652 11,486 
NS ere ee ere 253,687 241,960 
Charter Oak 10,597 1,295 
Church Fire 194,539 43,670 


Citizens Casualty ..... 719,585 359,510 


Citizens of N. J. 626,380 293,779 
Commerce & Industry.. 240,007 87,832 
Commercial of Newark. 311,624 67,431 
Commercial Union Assur. 1,370,375 427,216 
Commercial Union, N. Y. 1,518,286 609,361 
Commonwealth ........ 597,226 223,043 
Connecticut Fire ...... 726,208 586,424 
Connecticut Indemnity. . 3,007 187 
Continental Casualty 98,607 3,224 
| eee 4,656,558 3,248,817 
Eagle, N. J. 394,122 355,279 
SOP TORS. satan cas 172,758 86,910 
Employers’ Fire ....... 800,057 482,164 
Employers’ Liab. ...... 689,392 210,078 
Equitable F. & M. ..... 1,056,732 1,077,026 
es 392,980 195,837 
Federal, N. J. ..c.eeee 2,372,072 891,367 
Fidelity Cae: civacate 37,377 6,483 
Fidelity & Deposit ..... 3,796 1,502 
Fidelity-Phenix ........ 3,316,820 221,368 
Fireman’s Fund ....... 2,789,827 1,014,627 
Firmens of Newark 3,629,362 1,969,872 
First National ......... 30,611 15,208 
OCONEE: 50 cA be essiss 632 30 
Ee mre 267,232 132,205 
General Accident ...... 1,328,954 444,968 
General of America 795,813 305,674 
General Fire & Cas, 262,927 80,651 
Gslens: Faille ....ciacess 3,415,144 1,500,821 
Globe & Indemnity ..... 461,021 272,760 
Globe & Republic ...... 596,403 245,053 
Govt. Employees, D. C. 78,680 13,516 
Grange League, Ithaca. . 617,273 75,608 
Great American Ins..... 4,615,017 2,768,923 
Halifax 75,840 47,790 
Hanover ey 1,314,793 535,874 
Hartford Fire ......... 5,833,325 2,497,473 


95,971 


Direct 
Premiums 
Written 


Home Fire & Marine... 871,329 


Home Insurance Co. 12,843,448 
Illinois Insurance Co.... 55,351 
Indemnity Marine ..... 3,281 
Insurance Co. of N. A. 4,526,684 
Ins. Co, State of Pa.... 51,424 
Jefferson of N. Y. ..... 252,043 
settee Ot ES vcveces 183,968 
Kansas City F. & M.... 2,530 


Lpl. & Ldn, & Globe... 
London Assurance 


853,239 
419,997 


London Guar. & Accid.. 62,281 
London & Lancashire... 360,444 
Manhattan F. & M..... 205,776 
pe OOP eeee 671,690 
Maryland Casualty 686,320 
Massachusetts Bonding. . 194,672 
PI kos swe kcs6 565,025 
Merchants & Mfrs. 484,056 
Merchants, Colo. ...... 16,879 
Merchants Fire, N. Y.. 940,311 
Merchants Indemnity 6,930 
Millers National ...... 77,272 
Milwaukee Ins. Co, 533,186 
pO ree eee 199,553 
Natiotial Ben Franklin. 683,752 
National Fire, Htd. 2,496,836 
National Grange ...... 254,380 
National Surety ....... 125,179 
National Union ....... 1,310,945 
New Amsterdam Cas. 587,653 
Newark Ins, Co. ...... 1,303,795 
New Bmaland. o6os ccc 203,355 
New Hampshire ....... 506,935 
New York Fire ....... 1,951,525 
N.Y. BF. & ME and... 246,470 
New York Underwriters 1,052,063 
So AEs Serna 3,071,145 
North British & Merc... 745,395 
Northern Assur. 566,637 


Northern of N. Y. 


1,278,716 





ee ee 1,484,998 
Northwestern Natl. 1,139,405 
Norwich Union ....... 312,838 
Ohio Farmers ......... 316,182 
oo BL ee 141,146 
Peewee GOO a canavacex 6,251 
Pacific Indemnity ae 12,907 
PORE. TE Wes csetews 593,596 
Facific National ....... 162,407 
PO > ck a Ko ves-ceeaes 69,582 
Pearl Assurance ....... 478,855 
PN Si aa ea daaaes 219,658 
Pennsylvania Fire ..... 820,264 
Phoenix Assurance .... 1,440,120 
Phoenix of Hartford... 1,797,901 
| er ree 358,214 
Providence Washington. 787,421 
Provident Ins. Co...... 254,491 
Cee GE a ccincwcacss 70,078 
CUE scricrivecescaens 1,417,247 
Reliable of Ohio ...... 26,147 
Melionee, FS. viceviesss 2,353,383 
Reliance Marine ...... 249,791 
Republic, Texas 544,614 
Royal Exchange ....... 281,147 
Royal Indemnity ...... 467,593 
Royal Insurance ....... 3,532,795 
Safeguard, Conn. ...... 464,493 
St Pow FF. OE. 2210. 2,441,974 
St. Paul Mercury ..... 121,970 
Scottish Union ........ 845,479 
Seaboard F. & M. 303,748 
Security, Conn, ....... 275,659 
South Carolina ........ 27,499 
Springfield Ins. Co. 1,839,545 
Standard Accident 901,754 
Standard, Conn. ...... 686,200 
Stanmard. Hi. J. .<s 00:0 339,864 
Standard Marine ...... 21,953 
State Farm Fire & Cas.. 149,881 
Stuyvesant cccccscceses 28,300 
Sun Insurance Co. 93,853 
Sun Insurance Office 1,103,973 
Swiss National ........ 22,874 
Switzerland General 464,503 
Thames & Mersey ..... 217,504 
Tokio Marine & Fire ... 918 
Transcontinental ...... 114,322 
Travelers Indemnity 3,423,879 
TO OE  sicarex wens 401,156 
Underwriters of Ill, ... —2,039 
Union Assurance ...... 96,816 
Union of Canton ...... 31,404 


Direct 
Losses 
Paid 

464,073 
6,445,471 
36,248 
2,819 
1,130,684 
41,069 
170,728 
90,584 
1,837 
623,211 
143,047 
18,874 
206,936 
171,451 
538,337 
335,342 
94,808 
185,133 
219,301 
6,180 
408,037 


319,983 
552,815 
67,828 
368,961 
577,011 
56,124 
680,411 
1,664,844 
398,280 
269,150 
499,555 
758,817 
568,900 
197,891 
142,891 
152,846 
8,185 
6,936 
307,584 
158,254 
121,000 
137,133 
92,574 
371,210 
778,845 
926,286 
307,523 
437,478 
113,072 
63,279 
920,037 
923 
1,063,047 
138,260 
235,676 
98,877 
219,984 
1,673,503 
198,467 
1,283,134 
141,613 
445,900 
63,797 
222,580 
20,613 
870,742 
445,184 
399,520 
168,519 
17,577 
69,094 
243,510 


108,634 
1,364,559 
274,656 
10,446 
145,569 
74,590 


Direct Direct 

Premiums Losses 

Written Paid 
United States Casualty. . 246,109 118,281 
United States F. & G.... 3,698,049 1,570,720 
United States Fire 2,461,841 1,234,741 
So ere 3,407 428 
Valley Forge .......... 2,392 3,718 
5. 170,424 64,153 
Washington Gen’l ..... 95,430 13,027 
Westchester ........0. 1,334,948 1,908,369 
Western Assurance 41,744 14,880 
ROMER ii daveveeewe's 670,577 226,180 
PNR adds Saks exe 393,089 174,171 


AFIA Names Buettner 
Tokyo Branch Manager 


After ten years of selling insurance in 
various parts of India and Pakistan, 


Edward F. Buettner is on his way to 
become manager of the Tokyo branch 
office of American Foreign Insurance 


Assn’s Japan operations, supervised by 
Lance La Bianca. For almost six years, 
Mr. Buettner, as AFIA’s manager in 
Calcutta, handled the foreign operations 
of the Home Great American, Hartford 
and American. 
In India since 
up a strong 


1920, AFIA has built 
organization. Its control 
office in Bombay supervises a network 
of branch offices in 15 major cities 
throughout the country. Recent years 
have seen tremendous progress in the 
industrialization and some progress in 


THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 
ARE BUILDING 
FOR 


NY OF NEW YORK 


EXCELSIOR 


a. 








the modernization of agriculture. 
While stopping over in New York on 
his way to Tokyo, Mr. Buettner stated: 
“There is a tremendous upsurge of 
confidence in India’s development during 
recent years. India’s goal of conversion 
to an industrial economy is fast becoming 
a fact. As awareness grows that India’s 
huge population stands on the verge of 
becoming the free world’s largest single 
block of consumers, new industrial capa- 
city is being installed at an accelerated 
pace. I believe that India represents 
one of the world’s foremost investment 
opportunities and that American insur- 
ance represented in India by AFIA, is 
materially assisting in this development.” 


““ANOTHER SUCCESS!” 


reports Dick Grainger, 
St. Paul Agent, 
Taos, New Mexico 





“Big-city service in small towns—thanks to 


ST. PAUL'S RESIDENT ADJUSTERS” 


“At 9:00 A.M., I was notified that a 
car owned by the Taos School Board 
was destroyed by fire,’’ says Dick 
Grainger, St. Paul Agent. “By 2:00 
P.M. the same day—thanks to the 
resident adjuster here in Taos—the 
claim was settled. Result? The School 
Board was so pleased with the prompt 
service, I now handle a major part of 
their insurance.” 


HOME OFFICE 


385 Washington St. 
St. Paul 2, Minn. 


NEW ENGLAND DEPARTMENT 


10 Post Office Square 
Boston 2, Massachusetts 


y 


ae 





0 me 
4 Wine 
a / UMLUTUOS y 


The St. Paul has adjusters in big and 
small towns all over America. They 
help thousands of St. Paul Agents make 
quick settlements and new friends 
every day. 

Get full details . . . and find out how 
St. Paul’s network of Adjusters can 
help you be a more successful Agent, 
too. Write to your nearest St. Paul 


Office. 


EASTERN DEPARTMENT 
90 John Street 

New York 38, N. Y. 
PACIFIC DEPARTMENT 


Mills Building 
San Francisco 6, California 


The Agency System...An American Tradition 
















Page 32 





mar March 17, 1961 
SUNDERWRITER 7 

















Net Net Net Net 
° Premiums Losses Premiums Losses 
Extended Coverage Net Premiums Written Paid Wren Paid 
Balboa, Los Angeles ... 222,614 63,990 ‘Fidelity & Casualty .... 22,181,309 2,876,423 
° ° ° Balfour Guthrie, Cal. .. 163,430 93,313 Fidelity & Deposit iat te 231,072 53,769 
W ritten and Losses Paid in 1960 Balois Marine ......... 39,052 42,115  Fidelity-Phenix ........ 7,222,249 1,009,083 
Bankers & Shippers .... 1,128,007 734,879 Fireman’s Fund ....... 9,158,300 4,884,409 
: ‘ - : , Bay State, Mass. ....... 308,152 161,565  Firemen’s of Newark... 3,956,183 3,807,993 
Extended coverage net premiums writ- : Net Net Beneficial Fire & Cas., Cal 23,529 2,333 First National ........ 1,319,952 735,203 
ten tended to level off in 1960 after a a cory Birmingham Fire, Ala... 241,225 194,593 Founders 0500s s0vecces 250,117 46,511 
long period of rising totals. Losses rose — ‘ca Birmingham Fire, Pa. .. 406,72 249,490 French RD xa in oh 272,130 147,19 
sharply last year, due to Hurricane Albany seeees pons 219,225 eesnpa WT 3,06¢ 076 2,076,118 General Accident cocvce 2,005,950 983,055 
. : 3 re Alliance Assur. ........ 72,132 35,75¢ British America ....... 313,762 178,866 General of America .... 9,138,033 5,475,029 
Donna, although many claims arising  ajistat . esses 4,780,703 1,563,309 British & Foreign ...... 452,630 235,345 Gen. Fire & Cas....... 208,839 38,164 
from that disaster had not been actually Alpina ..... Dei 51,320 i eae 926,107 523,359 General of Trieste .... 606,614 420,871 4 
paid by December 31, 1960, and will tend American Auto 2,870,620 1,720,096 California Rice lO es ah a 391,631 679,414 General Reins. ........ 3,805,771 1,561,927 a 
- American Casualty 1,099,174 601,476 Camden Fire .......... 2,995,093 1,703,751 General Security ...... 561,141 229,898 4 
to boost the 1961 loss ratio. Leaders in ‘ ; * “ ses A a ag a 3 * R = pel 
: wh American Central ...... 671,367 399,257 Centennial Sacdiate walk 463,685 215,651 eS, ee 5,004,502 2,467,617 “ 
the extended coverage premium field 1n- American Druggists 7 100,465 46,548 Central Surety ........ 1,338,211 671,278 Globe Indemnity ...... 3,182,132 1,654,550 : 
clude the Home Insurance Co., Hart American Employers 1,034,804 338,44¢ PN Ji ccaeolsens abs 418,877 272,421 Globe & Republic ...... 1,166,658 676,604 
ford Fire, Fidelity & Casualty, Insurance American Equitable .- 3,111,088 1,804,277 Christiania General .... 997,690 441,406 Govt. Employees, D. C . 389,014 91,092 
» > ae ow id 1 American & Foreign ; 713,236 370,847 Ce Tae cach cckeune 46,249 21,832 Grange League, Ithaca. . 69,156 23,487 
Company of North America, Aetna and ‘ : ; : 7 “tee rs siege e 
American Guar. & Liab 120,313 40,914 Citizens Casualty ...... 68,883 43,741 Great American Ins. ... 11,047,290 7,016,381 
Great American American Home Assur.. 1,867,488 1,294,715 Cilisebes GF Wi, Ficssinacs 254,233 150,171 CO ae r eS eee 413,218 270,162 
The figures of stock insurers writing American of Newark 5,382,413 3,225,181 Colonial Assurance .... 182,203 Oe a ae 3,624,179 1,932,819 
extended coverage business. as report | Amer.can Liberty ; 302,479 36,64 Columbia Casualty, N.Y. 839,209 499,071 Hartford Fire ......... 23,961,478 14,153,639 
. . : Amer. Marine & Gen’l 206,213 93,625 Commerce & Industry .. 207,960 183,826 Hawkeye-Security ..... 459,999 249,724 
e New York State Insurance Depart ‘ a nei - ss apie uA ‘ ifn 4 
. . : : . American Motorists .. 980,430 508,33¢ ‘Commercial of Newark... 1,723,436 983,867 Home Fire & Marine... 1,676,871 894,328 
ment at Albany, tollow herewit American National : 341,680 217,001 Commercial Union Assur 1,398,682 831,785 Home Indemnity ...... 1,603,903 789,221 
: American Reinsurance 2,438,370 1,407,588 Commercial Union, N. Y. 447,578 266,171 Home Insurance Co. .. 25,127,821 12,364,464 
Net American Star .. . 16,070 3,150 Commonwealth ........ 756,380 379,418 PR on ans se otaba alee 231,488 114,823 
Premiu American Surety : 569,125 361,959 Connecticut Fire ....... 2,078,132 1,184,129 Illinois Insurance Co.... 316,753 218,718 
Written American Union - 378,137 262,504 Connecticut Indemnity 430,186 270,675 Indemnity Marine ..... 4,793 1,352 
Accident & Casualty $ $65,289 $ Associated Indemnity .. 717,655 $30,024 Consolidated Amer. .... 961,987 489,886 Insurance Co. of N. A. 17,852,056 8,467,979 
Aetna Cas. & Surety.... 3,497,425 Assurance of America .. 1,688,451 1,083,154 Constellation, N. Y..... 2 333,123 191,247 Ins. Co of St. Louis.... 322,777 126,142 
Aetna : 13,750,444 Atlantic Mutual . 1,391,054 646,952 Constitution, N. Y. .... 394,825 198,319 Ins. Co. of State of Pa.* 622,495 431,571 
Affiliated F M Sree 460,580 Atlantic National ...... 55,984 23,765 Continental Casualty ... 3,166,835 1,608,492 International .......... 384,359 202,535 
Agricultura ... 3,196,281 Atlas Assurance - 1,015,694 657,676 Centinental ........... 2,998,481 6,596,117 Inter-Ocean Re, ....... 1,897,253 1,211,365 
Copenhagen Reins. ..... 978,975 452,099 Jefferson of N. Y....... 138,228 72,451 
Dubuque F. & M. ..... 517,960 316,054 Jersey of N. Y......... 720,671 469,506 
Eagle, N. J. papathicaa 459,671 359,669 Kansas City F. & M.... 837.322 527,065 
SS i eee 577,174 279,714 ee, ee Si ee 822 846 
Eagle Star ‘heabee 314,514 155,846 Lpl. & Ldn, & Globe... 1,563,634 813,011 
Employers’ Fire .-. 1,969,200 758,579 London Assurance ..... 1,216,804 922,884 
Employers’ Liability ... 1,901,322 612,690 Ldn, Guarantee & Accid. 149,097 79,909 
Employers Reins. ...... 1,591,835 844,778 ~~ London & Lancashire .. 839,467 443,302 
Equitable F. & M....... adept $31,556 Long Island Ins. Co... 9,098 6,081 
ED, 60 ck wa eSaee% 272,931 122,448 
Export .... dec 200,904 8,380 Manhattan F. & M..... 521,487 395,522 
Federal sweatededwsa 1,779,934 881,639 PE i avcuce donee 48,610 43,229 
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27 WILLIAM STREET, NEW YORK 5 o TELEPHONE HANOVER 2-6384 
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Net Net Net Net Net Net 
Premiums Losses Premiums Losses Premiums Losses ' 
Written Paid Written Paid Written Paid AMERIC A S$ 
23 Maryland Casualty .... 2,305,076 SIT GIG 4 Pebernedle 5 ici cic ccess 101,161 51,416 Thames & Mersey ..... 274,321 142,633 
69 Massachusetts Bonding. . 693,273 205,893 Pearl Assurance ....... 503,562 369,563 Tokio Marine & Fire.... 52,169 43,408 OLDEST 
83 MerGehe occ ciesscces 756,380 a 861,919 375,972 Transatlantic Reins. .... 175,724 71,500 
09 Merchants & Mfrs. .... 777,772 451,069 Pennsylvania General .. 324,574 142,701 Transcontinental ...... 1,474,803 816,158 
93 Merchants Fire, 'N. Y... 2,677,466 1,232,341 Pennsylvania Ins. Co. .. 1,629,126 817,208 Travelers Indemnity ... 9,424,843, 5,337,431 REINSURANCE 
03 Merchants Indemnity .. 669,366 308,085 Phoenix Assurance .... 2,137,058 1.345.000 Tl GI ccccccccccas 190,675 112,628 
11 Metropolitan Fire ...... 730,318 364,786 Phoenix of Hartford ... 5,652,520 3,220,831 Underwriters of Ill. ... 160,231 263,677 GROUP 
OF Millers National ...... 885,798 552,176 Plymouth Reins. ...... 206,509 56,867 Union Assurance ...... 223,789 133,085 
35 Milwaukee Ins, Co. .... 1,723,436 SOGREF FOWMMEE cies cccciccces 1,045,849 459,816 Union of Canton ...... 71,128 45,973 
29 MONE é4 hc oresesanss 2,373,935 1,742,226 Providence Washington.. 2,176,537 1,482,553. Union Marine & Gen’l.. 198,796 106,546 * 
64 Motor Club, N. J....... 22,729 4,691 Provident Ins. Co. ..... 638,060 447,148 Union & Phenix ...... 375,016 194,331 
71 Munich Reins. ........ 1,014,246 456,251 Prudential, Grt. Brit. .. 1,157,440 574,115 Union Re. Zurich .... 637,607 630,653 FIRE e CASUALTY 
o7 : National Ben Franklin.. 389,634 303,985 Quaker City .......... 62,068 78,577. United Pacific ......... 242,444 98,256 ; 
a National Casualty ...... 124,742 SEED “GREE cece scons ects ec 2,331,735 1,212,385 United States Casualty.. 411,087 136,221 INLAND MARINE 
17 4 7 2 Tos os 4 coc 7 
aq National Fire, Htfd. ... 8,357,221 4,624,897 Reinsurance Corp. N. Y. 2,204,155 285 United States F. & G... 9,303,525 4,372,512 
c ’ sah ’ § tp. N. Y. 2,204,155 1,285,119 Hen “ _ TY e TY 
x ‘ National Grange ...... 247,820 93495 pais. of Olie ...... 173,890 193,442 United States Fire .... 6,618,282 3,768,634 FIDELI SURE 
=a ‘ National Surety ....... 2,063,842 1,100,712 Reliance, Pa. ......... 4,130,963 2,117,557. U.S. Liability ce eeevee 6,090 176 
* ; National Union ........ 3,253,768 1995996  Dattienne Marine ....... 51,549 43,529 Unity Fire & General .. 425,416 235,170 * 
| National Union Indem.. 406,721 249,490 Republic, Texas ........ 5,974,032 2,935,674 ae re eee eee 832 134 
j Netherlands ........... 95,768 42,345 Rochdal 92 56.659 rhaine .......+....ees 451,686 227,774 ; ; 
- i a a Pere ee 413,192 156,659 : > > 
a 3 New Amsterdam Cas... 781,160 268,392 Royal Exchange ....... 640,587 448,219 Utah Home ........... 290,610 463,610 Admitted Reinsurance 
i | Newark Ins. Co. ...... 918,978 477,822 Royal Indemnity ...... 2,482,612 1,290,834 Valley Forge .......... 471,074 257,775 
: | New England ......... 680,910 386,686 Royal Insurance Co. ... 1,796,807 934,250 Vigilant .............4. 240,604 119,141 THE 
28 4 Hew Hampshire ....... 5,707,563 agreed Safeguard, Conn. ...... 1,910,983 952,089 Wabash Fire & Cas. ... 229,159 118,040 
| “ M. J. Bibra, Bass os 25s. pap 22,606. Louis F. & M....... 645,554 252,284 | Washington General ... 57,999 — UDEN I IAL 
64 : pave Senta $008 — 59,784 St Paul F. & M....... 9,591,243 5,179,084 Westchester ........... 3,311,046 1,887,738 
3 New York Fire cad aim sage yr poerens St. Paul Mercury, Minn. 1,065,693 575,453 Western Assurance Ses 558,103 318,278 INSURANCE COMPANY 
un. Y. 8. @ ME Und: ... 76,526 58,608 . : v8 e097 on? 097 Western Fire ....00600 1,080,891 600,82 
18 . " =e , ts Scottish Union ........ 587,807 468,927 ’ , »823 OF GREAT BRIT 
nye New York Underwriters 1,016,932 EGE Gor 402,798 200,574 Yorkshire ............. 945,949 347,011 A ITAIN 
79 Mew Zestend sina dey aa progen 2 ee Seaboard F. & M. ......- 108,744 135,460 Zurich ........e++0e00. 872,233 277,193 THE 
42 ae ae yee sisi mes "nae Seaboard Surety ...... 153,735 76,614 
ordis CIM. wevvesece 5 . . ~ 
- ; ’ , Security, Conn. ........ ,290,56 812,025 
H North American Rein... 2,519,949 1,598,682 Qyevg.n? on™ gc ; SKANDIA 
6s North British & Merc... pega 671,478 Skandinavia ........... 445,721 298,191 Pan American Figures 
, y ~aste é € 5 Oe 7 + *s sn 5 ng : 
s Ne rtheastern .......... 1,189,095 668,744 Ce ndGa......... 191 10,030 y % s oS INSURANCE COMPANY 
Northern Assur. ...... 1,892,601 848,577 coth Carolina csebinne Preoyorae Increases in major operations of the 
i . Iv eo « : E BD cxsacees m ,92 738,495 : : ; 2 
ee Northern of N. Y...... 7,156,957 3,945,056 Springfield Ins. Co 6.128.191 Rpg Pan American Group of Houston, Tex., THE 
5 “ * Kg a m°Co...-.+ 6,128, 3,480, 17! . 
46 st Maniac’ htaiel, agi meng Standard Accident ..... 2,307,676 740,816 for 1960 have been reported in the an- 
No ‘ } ao Oe 854, ba , einen aia : a pai 
eS Norwich Union 577,055 279,714 seus =? NSE on 912,675 nual statement issued by Earl E. Gam- 
8 gabainchnchtiedn, (cad ga ies C8 mens Standa | ag = See 718,477 327,023 : —T “s - 
4 7 ere ee ee 1.398.682 831.785 « eee J . apr 3 #3 pe mage, president. The main figures are: 
09 a ROTI 26 2/0: dciviigiaite weal Standard Marine ...... 48,008 82,281 ‘ , ss ae INSURANCE COMPANY 
Ohio Farmers ......... 1,524,721 597,540 State Farm Fire & Cas.. 4,000,788 2.414.118 Pan American Fire & Casualty, assets 
O2 + a P 4 ’ 7 ® -&h e as 7 
Old Colony cian onsaduene 1,314,033 889,765 Stuyvesant ............ 256,929 62,545 of $4,030,662 and surplus to policyholders e 
ds Old Republic .......++. 16,577 3,202 Sun Insurance Co. .... 653,309 495,390 of $1,462,282; Pan American, assets of J. A. Munro, President 
22 Pacific Coast ........+. 67,892 60,933 Sun Insurance Office ... 722,498 524,527 ¢99682% and policyholders surplus of “— biepes 
29 i Pacific Indemnity ...... 920,063 435,744 Superior Risk, LeRoy.. 1,524,721 so7540 << ~~ : . é poncynol bia surplus ot 90 JOHN STREET 
Pacific, N. Y. .......- 1,284,675 836,946 Swiss National ........ 717,873 223,145 $1,354,271. Written premiums last year NEW YORK 38, NEW YORK 
Pacific ‘National ....... 3,804,177 2.345,671 Swiss Reinsurance ..... 3,079,938 1,953,945 amounted to nearly $5,000,000, it was WOrth 4-000! 
-_ WALANG o:66:5:8sdvenwene 223,789 133,085 Switzerland General ... 1,113,600 672,880 said. 
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1960 Aircraft Physical Damage 
Net Premiums Written, Losses Paid 


Aircraft physical damage net premiums 
continued their marked advance last year 
as total values of aircraft in use jumped. 
The 


1959, on this paid basis, but some crack- 


loss ratios were not as bad as in 


up near the close of 1960 will appear in 
1961. The 


the losses paid figures for 


North America, General Reinsurance, 
Federal, Glens Falls, Hartford Fire, 
United States F. & G., Home, St. Paul, 


Aetna Casualty & Surety, Aetna, Conti- 
nental, Fidelity & Casualty, Great Amer- 
ican are all leaders which increased their 
net retentions last year 

These figures do not include liability 
coverage but only insurance on the air- 
The 1960 net 


and net 


planes themselves pre- 


miums written losses paid for 


most companies are as follows: 





Net Net 
Premiums Losses 
Written Paid 
Aetna Cas. & Surety $ 688,383 $ 206,403 
Aetna . ; 597,675 252,198 
Affiliated F M 46,002 6,705 
Agricultural 344,975 128,297 
Alliance Assur 186,73¢ 109,290 
Allstate 4,45¢ 2,160 
Alpina : 2,898 1,421 
American Auto 207,691 107,748 
American Central 66,284 34,387 
American Employers 157,841 57,223 
American & Foreign.. 52,507 24,149 
American Guar. & Liab. 117,561 48,47¢ 
American Home Assur 14,663 12,986 
American of Newark 389,421 202,027 
American Motorists ... 87,513 43,467 
American National 23,413 8,05¢ 
American Reinsurance 187,582 101,961 
American Surety fs ‘ 237,099 68,347 
Associated Indemnity 51,922 26,937 
Atlantic Mutual ... 211,188 120,640 
Baloise Marine o° . 1,379 315 
Bankers & Shippers ... 194,176 69,526 
Birmingham Fire, Ala 19,900 7,566 
Birmingham Fire, Pa. . 43,340 15,958 
3oston ; 441,468 160,721 
British America . 17,580 6,385 
British & Foreign . 33,322 15,325 
California 38,665 20,059 
Camden Fire Ee! 356,088 130,404 
Centennial — 70,39¢ 40,213 
Christiania General .... 45,245 5,133 
Citizens Casualty .. 41,730 14,552 
Citizens of N. J. ...... 8,890 3,489 
Columbia Casualty, N.Y. 82,855 42,984 
Commerce & Industry. 88 683 
Commercial of Newark. 150,680 74,978 
Commercial Union Assur 138,092 71,640 
Commercial Union, N. Y. 44,189 22,925 
Connecticut Fire ...... 169,404 65,929 
Constitution ........ > 5,794 1,046 
Continental Casualty... 483 ,39¢ 190,969 
Continental, N. Y...... 727,400 655,605 
Eagle Star — 60,491 12,718 
Employers’ Fire ....... 157,842 57,223 
Employers’ Liability ... 311,987 110,222 
Equitable F. & M 47,433 18,460 
Federal (ekhukessen 1,120,673 650,255 


Fidelity & Casualty 
Fidelity-Phenix 
Fund 
Firemens of Newark 


Fireman’s 


French Union 


General Accident 


General of America 

General of Trieste ..... 
Reinsur. 
Security 

Falls 

Globe Indemnity ....... 

Ithaca. 

American Ins... 


General 
General 
Glens 
Grange League, 
Great 
Hanover 
Hartford Fire ..... 
Home Fire & Marine... 


Home Indemnity 


Home Insurance Co. 
Hudson 


Ind. Ins. Co. of N. A 
Insurance Co. of N, A 


of St. Louis ... 
Ins. Co. of State of Pa. 
Inter-Ocean Reins...... 
gee a ee 
Kansas City F. & M.... 
Lpl. & Ldn & Globe 
London Assurance 


Guar. & Accid.. 


& Lancashire. . 


Ins. Co, 


London 
London 
Marine, London 
Maritime See 
Maryland Casualty 
Massachusetts Bonding 
Merchants N. Y.. 


Indemnity... 


Fire, 
Merchants 
Milwaukee Ins. Co. 
Munich Reins. 
National Ben 
National 
National 
National 
National Union 


Franklin. . 
Casualty 

Fire, Htfd. 
Surety 


National Union Ind. 
Netherlands 
New Amsterdam Cas... 


Newark Ins. Co. 


New England ..... 
New Hampshire 

New Rotterdam : 
New York Underwriters 
New Zealand 

NE hee ee sue 
North Amer. Reins 


Northern Assurance 
Northern of N. Y. 
North River 
Accid. 
Old Colony 
Pacific, 


Palatine 


& Guar... 


Ocean 


Paternelle 


Peerless 


Pennsylvania Gen’l 
Phoenix Assurance 
Phoenix of Hatrford 
Reins, 


Plymouth Reins, ...... 
Potomac 
Providence Washingeton 


Provident Ins. Co...... 


Prudential of Gr. Brit 
Queen pesseseveseces 
Reins. Corp., N. Y.. 


Net 


Premiums 
Written 


719,881 
251,958 


596,095 


101,455 


1,571,696 
33,419 
1,045,716 
234,263 
11,942 
757,042 
309,328 
932,193 
109,144 


6,890,672 
1,708 
4,887 
6,734 
124,057 
16,860 
115,112 
234,297 
52 
41,942 
186,736 
2,898 
433,015 
343,567 
335,613 
83,903 


150,680 


2,358 


464,978 
54,804 
39,562 

7,816 

299,622 

248,072 
58,621 

142,467 

175,809 

138,092 

189,200 

221,145 
22,094 
54,804 
21,221 
25,425 

746 

460,780 
45,912 
81,92¢ 

432,594 

143,922 

187,592 


Net 


Losses 


Paid 


> 


161,330 
56,465 
350,752 
299,327 
65,820 
90,845 
302,402 


720,849 
23,442 
542,333 
107,744 
260,481 
160,475 
328,922 
64,222 
20,106 
315,004 
6,311 
284,142 


,513,850 


403 
4,328 
2,633 

44,419 
19,820 
52,943 


130,260 


25,227 
109,290 
1,421 
160,496 
120,370 
199,313 
49,828 
74,970 
235,864 
23,645 
14,214 
15,233 
79,042 
127,666 
15,958 
1,251 
142,496 
31,115 
20,088 
160,720 
33,022 
13,959 
1,790 
175,648 
102,519 
24,701 
62,911 
63,856 
71,641 
68,880 
79,182 
11,462 
33,344 
11,263 
13,187 


179,327 
20,743 
42,492 

154,600 
52,992 
31,557 
78,950 
21,832 





INTERMEDIARIES e 
Casualty and 

Fire Lines 
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W. W. GREENE, Inc. 
REINSURANCE 


e CONSULTANTS 


Domestic & Foreign 


Markets 
NEW YORK 38 — 


BEekman 3-1727 








Net Net 

Premiums Losses 

Written Paid 
I at cient Sens 550,046 200,931 
Reliance Marine ...... 2,898 1,421 
ee 19,279 9,175 
Royal Exchange ....... 143,922 52,992 
Royal Indemnity ...... 182,766 84,059 
Royal Insurance Co.... 132,278 60,838 
Safeguard, Conn. ...... 91,523 53,649 
St. Louis F. & M...... 3,416 806 
ae le ee ee 865,002 297,564 
St. Paul Mercury, Minn, 96,111 33,062 
AEE EEOC Sane 186,736 109,290 
Seaboard F. & M....... 21,596 4,840 
Seaboard Surety ...... 21,415 10,947 
Aer 150,073 25,245 
Springfield Ins. Co..... 437,065 180,796 
Standard Accident ..... 442,949 152,720 
Standard, Conn. ...... 151,108 45,308 
Standard Marine ...... 31,436 17,794 
Stuyvesant ........ 120,964 32,774 
Swiss Reinsurance 303,199 125,301 
Switzerland General 38,781 20,494 
Thames & Mersey “ 20,195 9,288 
Tokio Marine & Fire... 2,898 1,421 
Transatlantic Reins. 310,670 144,400 
Transcontinental 13,185 2,688 
Travelers Indemnity 963,355 315,192 
a oe 7,418 2,617 
Union Assurance ..... 22,094 11,462 
Union & Phenix 86,345 93,495 
Union Re., Zurich ..... 26,845 17,014 
United States Casualty. 207,028 71,221 
United States F. & G.. 971,636 299,500 
United States Fire..... 371,152 134,809 
United States Liab..... 9,208 nae 
Unity Fire & General.. 14,654 1,951 
ee nnn ere 25 965 
Urbaine 100,197 65,386 
Vee (cue etawhede 93,684 52,081 
Washington General 2,898 1,421 
Westchester .......... 185,576 67,404 
Western Assurance 31,255 11,352 
EES © -cccuivaensaexe 68,388 15,326 
Zurich 363,482 136,990 


Spexarth Los Angeles Mgr. 


International Aviation 


James P. Warren, Jr., president of 
International Aviation Underwriters, Inc., 
announces appointment of Phil G. 
Spexarth as manager of the Los An- 
geles office. Mr. Spexarth recently joined 
International and is well known on the 
West Coast having been in aviation in- 
surance production, underwriting and 
claims for 16 years. He is a pilot and has 
been flying since 1939. 

International Aviation Underwriters, 
Inc., is an aviation insurance facility 
operating only through agents and bro- 
kers and concentrates on the general 
aviation classes of personal and business 
aircraft. 


McNEILL PRODUCTION MANAGER 

Robert A. McNeill has been promoted 
to production manager at the American 
Insurance Group’s Seattle branch office. 
Mr. McNeill has spent his entire insur- 
ance career with the American, joining 
the organization at Seattle in 1948 as an 
underwriter. 


} 
' 


Kentucky Field Group 
Broadens Membership 


At the monthly meeting of the Ken- 
tucky Capital Insurance Association a 
constitutional broadening 
membership eligibility to include casualty 
company field representatives was 
adopted. This is the twelfth field asso- 
ciation in the to take this 
step since supervision was assumed by 
the III. 

Donald H. Putnam, Jr., Ashland, pres- 
ident of the Kentucky Association of 
Insurance Agents, and Walter G. Dith- 
mer, Chicago, Midwest regional director 
of L.I.1., were speakers. 


amendment 


middlewest 


MOUNTAIN F. C. TO MEET 

Albert Foley, regional supervisor of 
the General Adjustment Bureau, will ad- 
dress members of the Mountain Insur- 
ance Field Club of Manchester, N. H,, 
at the Carpenter Motor Hotel in Man- 
chester on March 20. Robert F. Madden 
of the American Insurance Group is 
president of the club. 
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Rates for extended coverage insurance, 
which includes windstorm, have been 
increased in South Carolina, effective 
March 1 and insurance rates for superior 
farm dwellings and barns have been con- 
siderably reduced. Announcement of the 
rate revisions was made by Richard 
Singleton, manager, South Carolina In- 
spection and Rating Bureau, Columbia, 
following approval of the new rates by 
the South Carolina Insurance Commis- 
sion. 

Mr. Singleton points out that today 
the overall fire insurance rates in South 
Carolina are 13.7% below those of 1948 
while, despite this increase in extended 
coverage rates, they are 5.2% below 
1948 rates. 

The State Insurance Commission con- 
ducted a public hearing on December 13 
on the fire and extended coverage rate 
adjustments requested by the South 
Carolina Inspection and Rating Bureau 
on behalf of its 314 member and sub- 
scriber companies, based on their under- 
writing experience in South Carolina. 
\t the hearing, it was disclosed that 
bureau companies had extended cover- 
age insurance premiums of 3% million 
dollars and losses of 9% millions in 1954, 
the year that Hurricane Hazel struck, 
and premiums of 5% millions in 1959, 
with losses of over 10% millions when 
Gracie hit the state. 

Mr. Singleton stated that the rating 
bureau asked for an average rate in- 
crease of 229% for extended coverage 
insurance in an attempt to prevent un- 
lerwriting experience from continuing on 
a loss basis. The Insurance Commission 
approved this request, aggregating $1,- 
212,451 annually. 

The Commission also approved some 
upward and some downward adjustments 
in fire insurance rates, according to the 
burning rates of those classes, but 
there will be no overall increase in the 
fire premiums for the state. Mr. Single- 


S. C. Rate Revisions Explained 


ton advised that the rate changes do not 
apply to the homeowners “package” 
policy, but do apply to the regular fire 
and extended coverage insurance on 
dwellings. 

The new extended coverage rates are 
based on a $100 deductible for wind- 
storm and hail damage in the seacoast 
territory; including the beach areas, and 
$50 deductible in the inland territory. The 
deductible clause may be eliminated by 
the payment of additional premium. 


Nationwide Fire 


(Continued from Page 30) 


Net Net 

Premiums Losses 

Written Paid 
Phoenix of Hartford 19,321,490 10,895,000 
Plymouth Reins, 627,429 242,322 
POON 5. 5's.2-0.0.0br we’ 2,538,011 1,104,371 
Providence Washington. 6,562,975 3,752,381 
Provident Ins. Co...... 1,975,622 1,235,743 
Prudential, Grt. Brit.... 3,671,928 1,826,599 
Cee CE a ca06:a <00% 286,063 300,809 
RO Set- We wsaw dae dec 7,866,985 4,235,699 
Reinsurance Corp. N. Y. 6,672,349 3,837,205 
Reliable of Ohio ...... 443,412 308,148 
Metiasioe; Pee isc caiscwa 15,222,336 7,834,694 
Reliance Marine 171,872 143,341 
Republic, Texas ....... 6,404,319 2,379,466 
SS Perr 1,131,602 409,360 
Royal Exchange ....... 1,977,963 1,236,394 
Royal Indemnity ...... 8,376,025 4,509,774 
Royal Insurance Co.... 6,062,206 3,263,980 
Safeguard, Conn. .»» 4,842,406 2,602,941 
St. Louis F. & M....... 583,797 236,579 
St. Paul F. & M........ 26,147,720 13,296,176 
St. Paul Mercury, Minn. 2,901,969 1,477,353 
Scottish Union ........ 1,857,925 1,438,531 
BN Wie wica orth sate eet 1,178,854 612,502 
Seaboard F,. & M....... 59,787 433,243 
Seaboard Surety ...... 448,942 202,900 
Security, Conn, ....<.. 2,983,800 1,874,021 
NEY die Tenia 9.005% 2,937,542 1,461,279 
SRAGGIBAVIG Nckicccnses 1,625,545 972,140 





























q 

. 

: 

9 q 

> e 4 

; ° 7 4 

: q 

, 4 

| 

4 

4 

4 

4 4 

> 

4q 

4 c 

4 4 

4 

© TERRARUM = } 

r) P 

: © & 4 

4 “y oO 4 

4 

VOLANS 

4 

, { 

- 410 PARK AVENUE ¢ NEW YORK, 22, N.Y. 

7 

‘ 4 

Net Net Net Net 

Premiums Losses Premiums Losses 

Written Paid Written Paid 
South British ......... 1,827 17,042 Union of Canton ...... 387,260 234,99¢ 
South Carolina ....... 2,714,888 1,134,191 Union Marine & Gen’l.. 546,437 302,949 
Springfield Ins. Co..... 18,322,573 9,718,830 Union & Phenix ....... 1,534,320 865,721 
Standard Accident ..... 6,471,448 2,207,753 Union Re., Zurich...... 2,509,933 1,419,287 
Standard, Conn, 4,402,348 3,082,884 United Fire ........... 2,450,724 279,767 
Standard, Ne J... .cc-cc<e 1,560,225 812,688 United Pacific ......... 1,147,130 513,546 
Standard Marine ...... 175,766 229,819 United States Casualty.. 952,600 547,048 
State Farm Fire & Cas. 7,259,420 3,553,744 United States F. & G... 32,059,741 12,046,688 


SIIB oe 6.06: candace 
Sun Insurance Co...... 2,230,825 
Sun Insurance Office.... 2,674,491 


Superior Risk, LeRoy... 3,130,154 


Swiss National ‘ts 304,084 
Swiss Reinsurance ..... 12,861,135 
Switzerland General 4,044,794 





Thames & Mersey ..... 
Tokio Marine & Fire.... 
Transatlantic Reins 

Transcontinental 


177,370 
987,746 
4,017,995 
30,437,135 


Travelers Indemnity .... 
Wi as os oe ous en ee 


Underwriters of Ill. 





Union Assurance ...... 


306,626 United States Fire 
1,460,900 U. S. 


20,938,290 


Liability 16,759 


1,712,010 Unity Fire & General... 2,299,838 
1,183,842 ree 77,235 
426,885 pi OS Se eee eee 1,688,177 


7,543,975 
2,266,053 
498,317 
144,141 
607,051 
2,073,115 
14,050,266 


ae 
Valley Forge 

Vigilant 
Wabash Fire & Cas..... 
Washington General .... 
Westchester 


1,127,955 
921,224 
740,010 
305,433 
177,142 

10,585,539 


1,673,013 


Western Assurance 


285,011 Western Fire .......... 2,280,455 
1,229,552 DN S056 certcidrs 2,998,608 
360,973 INE ass aa Sint agence 2,145,890 


10,539,995 
10,130 
1,237,503 
35,370 
920,674 
844,534 
464,821 
363,005 
129,737 
146,713 
5,383,107 
862,921 
1,161,520 
1,005,170 
1,129,496 





MARTIN KIELY 
JOE ROSS 


Fire Department 





130 William Street ° 


JOHN F. BRODIE 
ROBERT E. GOODE 


Established 1905 


H. B. Golub, President 


New York City ° 


CTY 


JOSEPH GOLUB AGENCY 


Telephone: BEekman 3-5650 


Representing Outstanding Companies for 


Both FIRE and INLAND MARINE Lines 


CTY 


Servicing Brokers for Over Fifty Years 


MARVIN F. SLATER 
Mer. Accounts Dept. 


WILLIAM C. SCHLITZ 
GEORGE INSELMAN 
Inland Marine Dept. 
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1960 Automobile Physical Damage 
Net Premiums Written, Losses Paid 


With the further increase last year of 


automobiles, including 


standard size cars and 


sales of new 
compacts, physical 
damage insurance premiums likewise rose 
ysses also tended upward 


the 


substantially. L« 
Motors 
Motors 


Insurance Corp., General 


insurance subsidiary, which has 





taken over cover from General Ex 
change, wrote $175,379,000 in premiums 
last year and had paid losses of $103 


917,000. The nearest challenger was 
state with premiums 
losses of $48 915,000 


Other major 


All- 
of $110,032,900 and 


writers of auto physical 
overage included the 
with $61,758,000, the 


Travelers 


Hartford 


lamage ¢ 


Indemnity, 


Fire with $48,764,000, Aetna Casualty & 
Suretv with $39,772,000, Calvert with 


$23,469,000, Home with $19,167,000, St 
Paul with $17,012,000, Servic« 
$2? 546,000 


Ns 


Fire with 


Following are the 1960 net premiums 
written and net losses paid of the major 
automobile writing stock insurers ad- 


mitted to New York State, together with 

















few mutuals writing upon an agency 
brokerage basis 
Net Net 
Premiums Losses 
Writter Paid 
Accident & Casualty $ 2,040,417 $ 1,030,034 
Aetna Cas. & Surety 39,772,99¢ 19,854,812 
Aetna 10,848,107 5,384,177 
Agricultural 83 1,096,023 
Albany 192 1 160,302 
Alliance Assur . 460,242 293,224 
Allstate oi hie 110,0 137 48,915,471 
Allstate Fire - . 6,960,07 2,935,300 
Alpina. eosnce senoae 71,65 
American Auto . 8,249,40 4,126,264 
American Casualty 3,967,478 102,844 
American ( al 801,293 434.790 
American Employers 5.062.839 2.532.943 
American Equitable 1,144,49 680,664 


Foreigt 932,390 495 


American & 


American Fidelity fF 802,743 649,3 

American Guar. & Liat l 4,717 18,484 
American Home Assur 1 1,35 1,249,731 
American of Newark 15,467.63 736,74 
American Liberty 321,73 89,498 
American Mar. & Ge 32,691 19,864 
American Motorists 6,946.41 2,912,623 














307 7 2.827 3 
252,8 172,2 
t nity 2,062,351 1,031, 
Assurance of America 1,237,055 693,247 
Atlanti ] 261 7 29,697 
Atlantic Fla ) $45,212 
Atlas Assurance 480,908 
Autoplan Ins. Co 14 264,761 
Balboa, Los Angeles.. 3,001,575 1,187,11 
a 1 ‘ 196.8 
158 32.91 
s 2,878,882 1,847,414 
204, 101,8 
, a 173,208 
Ala 29,2 2 
P. 18,43 278,51¢ 
19,288 1,952,172 
24 7 122,071 
1 314,407 
4 64,34 











Calvert 13,810,25 
Camden Fire 1,186,35 
Cavalier 1,993,414 
Centennial 2 176,56¢ 
Central Surety 54,512 488,754 
Century . 251,117 159,741 
Christiania General 168,743 95,134 
Citizens Casualty 300,317 7 

Citizens of N. J 513,395 265,227 
Colonial Assuranc ; 4,306¢ 2,295 
Columbia Casualty, N.Y 1,001,61¢€ 43,487 
Commerce & Industry 10,109 377 
Commercial of Newark 2,474,224 1,540,807 


Commercial Union Assur 1,669,360 905,812 











Net Net 

Premiums Losses 

Written Paid 
Fidelity-Phenix ........ 5,448,314 1,498,548 
Fireman’s Fund 15,705,621 8,615,814 
Firemens of Newark 8,235,115 5,999,133 
First National ........ 164,806 103,758 
Foremost, Mich. ...... 1,984,781 442,541 
Net Net ne ee ee 626,078 89,100 
Premiums Losses French Union ......... 98,943 21,965 
Written Paid General Accident ...... 10,006,518 4,886,825 
Commercial Union, N. Y. 534,195 289,860 General of America 9,731,683 4,002,796 
Commonwealth 539,507 276,252 General Fire & Cas..... 555,720 294,963 
Congressional, D. C. 179,575 102,855 General of Trieste 13,246 13,332 
Connecticut Fire ...... 1,516,282 783,972 General Reinsur. ...... 5,668,688 2,612,935 
Connecticut Indemnity 491,656 249,527 General Security 216,844 154,170 
Consolidated Amer 419,714 SiRMOS §6TRENO TO cow cccsnces 8,667,492 4,613,803 
Constellation. N. Y... 9,250 6,699 Globe Indemnity ...... 4,159,897 2,210,379 
Cenailibien .-.._.. ; 8.758 15,949 Globe & Republic ..... 429,184 255,249 
Continental Casualty ... 10,393,34¢ 5,509,350 Govt. Employees, D. C.. 19,167,830 9,942,348 
Continental, N. “ees 8,683,681 9,365,136 Grange League, Ithaca.. 94,463 31,089 
Copenhagen Reins oh 65.538 81,928 Great American Ins.... 9,609,084 5,142,991 
Dubuque F. & M. 274,011 167,053 BEE <ceSeuccdusccue 290,362 135,028 
Eagle, N. J. 208,633 160,440 ee, SEN CEE Creer e 4,685,504 2,400,008 
Eagle, N Y. 345,434 185,143 Hartford Fire ......... 48,764,515 24,997,681 
Eagle Star 89,434 78,802 Hawkeye-Security ..... 1,662,733 771,628 
Emmco . eee .. 17,404,141 11,422,209 Home Fire & Marine... 2,875,677 1,577,543 
Employers’ Fire 2,776,015 1,483,408 Home Indemnity ...... 1,234,108 630,898 
Employers’ Liability .. 8,261,160 4,116,920 Home Insurance Co.... 19,334,364 9,884,075 
Employers’ Reins. . 2,299,054 700,095 ee eee skoxh ox 101,498 51,173 
Equitable F. & M.. 219,512 Illinois Insurance Co... 60,678 34,825 
Excelsior 101,120 Ind. Ins. Co. of N. A.. 15,571,225 7,839,398 
Export nae Insurance Co. of N. A.. 1,964,402 1,433,729 
Federal ; 4,744,654 Ins. Co. of St. Louis... 890,102 554,902 
Fidelity & Casualty 4,280,208 Ins. Co. of State of Pa. 633,785 416,577 














FIRE AND GENERAL 
INSURANCE COMPANY 


John A. Heinze, Chairman of the Board 

Paul R. de Magnin, President 
Gardner M. Loughery, Vice President 
Leo C. Shanosky, Asst. Vice President 


James T. Dunne, Secretary 
Gilbert Kingan, Jr., Asst. Sec’y. 


STATEMENT AS OF DECEMBER 31, 1960 
ASSETS 


*U. S. Government Bonds 
*Orher Bonds 

Common Stocks 

Cash in Banks and office 
Balances under 90 days 


$ 3,978,501.10 
3,045,587.11 
3,727,964.00 
636,059.54 
437,409.12 
433,420.58 
$12,258,941.45 


Interest due and accrued and other Assets 


LIABILITIES 
Reserve for Outstanding Losses 
Reserve for Unearned Premiums 
Reserve for All Other Liabilities 
Capital Paid Up . .. . 
Surplus Over All Liabilities 
Surplus to Policyholders 


$ 1,853,213.99 
3,174,549.15 

a? or oe 3,724,502.90 
$1,000,000.00 
2,506,675.41 
3,506,675.41 

$12,258,941.45 


*Bonds as above valued on amortized or investment basis. Securities and cash carried at $1,673,598.40 
in the above statement are deposited for purposes required by law. 
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International .......... 
Inter-Ocean Reins, 
iotereiete,- TH, 2, cs cdacs 


Jefferson of N. Y. 

Saver ME Me TY, os sssess 
Kansas City F. & M.... 
Lpl. & Ldn. & Globe... 
London Assurance : 
London Guar, & Accid 
London & Lancashire... 


Manhattan F. & M..... 
Marine, London ...... 
EIEN Sivacces0s 04's 0 
Maryland Casualty 


Massachusetts Bay Ins.. 
Massachusetts 
PROPCRMEMC occccasness 
Merchants & Mfrs...... 
Merchants Fire, N. Y.. 
Merchants Indemnity... 
Metropolitan Fire 
Millers National 


Bonding. 


re ea ee ee 
Motors, New York 
Mount 


ee, EEE ey 
Munich 
National 
National 


oer 
Ben Franklin.. 
Casualty ..... 
Fire, Htfd. 

Grange, N. H.. 
Surety 


National 
National 
National 
National Union ....... 
National Union Ind. 

Netherlands 
New Amsterdam Cas.... 
Newark Ins. Co 
New England 
New Hampshire 


N. J. Mfg. Ind. Ins.... 
New Rotterdam 


New York Fire ....... 
New York F. & M. Und. 
New York Underwriters 
New Zealand 
Niagara 


North Amer. Reins.... 
North British & Merc... 
Northeastern * 
Northern Assurance 
Northern of N. Y 
North River 


Northwestern National. . 
Norwich Union ....... 
Ocean Accid. & Guar... 
Ohio Farmer 

ae SOOT 65:0 aaiwyawes 
Old Republic ......... 
oN a eres ores 
Pacific Indemnity 
ane eee 
Pacific National ....... 


Palatine 
Paternelle 

Pearl Assurance ....... 
Peerless cess 
Pennsylvania Gen’l ‘ 
Ins. Co... 
Penn. Mfrs. Assn. Cas.. 
Mfrs, Assn. 


Phoenix 


Pennsylvania 
Penn, Fire. 
Assurance ‘a 
of Hartford... 


Reins. 


Phoenix 
Plymouth 


Potomac 


Providence Washington. 
Ins. Co 
of Gr. 


Quaker City 


Provident 
Prudential 


Brit.. 


8 PEPE eet Cer ere 
Reins. Corp. N. Y. 
Reliable of Ohio 


Reliance, Pa 


Reliance Marine 
Rochdale 


Royal 
R oyal 


Indemnity 


Insurance Co.... 


St. Paul Mercury, Minn. 


Scottish Union ........ 
Dl. aienbhpanbesnncess 
Seaboard F. & M....... 
Seaboard Surety ...... 
Security, Conn. 

Service Casualty ...... 
Berwies Five ..cccosons 


Skandia 


Net 
Premiums 
Written 


26,725 
349,511 
3,234,867 
397,949 
1,839,286 
1,415,918 
2,044,087 
1,666,892 
3,204,363 
930,556 
714,382 
566,423 
129,932 
13,692,678 
201,335 
3,147,081 


1,595,693 
1,285,336 
175,379,016 
686,736 
68,177 
693,871 
759,477 
3,833,295 
4,262,339 

* 3,539,295 


5,412,438 


471,783 
4,953,625 
3,882,926 
71,419 
524,559 
13,659 
2,069,581 

335,231 


2,121,460 
328,348 
5,939,396 
2,608,895 
4,279,513 
372,730 
1,669,360 
2,236,628 
1,465,409 
480,796 
46,975 
5,746,460 
3,278,727 
1,431,553 
267,097 
1,449 
338,480 
1,091,338 
1,452,559 
1,162,015 
714,282 
1,464,917 
2,136,242 
4,124,288 
135,126 
4,680,468 
1,416,916 
299,012 
507,494 
204,511 
3,048,200 
247,983 
571,104 
4,714,719 
129,932 
23,483 
299,012 
3,245,436 
2,348,907 
13,462,738 
2,042,419 
1,780,204 
17,012,162 
1,890,240 


1,474,968 
11,134,151 
22,546,706 

405,995 


Net 
Losses 
Paid 
24,315 
100,761 


1,614,156 
210,083 
1,180,292 
1,322,195 
1,086,134 
980,684 
1,700,772 
473,665 
420,293 
280,220 
71,651 
6,487,900 
106,241 
1,614,247 
276,252 
170,166 
1,219,538 
304,884 
29,260 
89,550 
1,540,807 
961,167 
449,899 
103,917,227 
451,315 
28,577 
477,934 
382,510 
2,087,416 
2,128,361 
1,941,592 
2,228,135 
278,517 
67,976 
2,843,270 
638,342 
260,017 
2,806,301 
1,516,104 
23,996 
311,971 
91,975 
1,060,909 
185,085 
2,661,847 
404,164 
488,754 
963,465 
194,883 
3,214,481 
1,253,431 


2,103,222 


969,989 
836,645 
198,599 
35,380 
2,778,918 
2,104,000 
790,934 
144,930 
2,701 
203,884 
607,937 
709,377 
595,006 
298,445 
615,766 
1,133,848 
2,132,406 
85,168 
2,285,773 
796,232 
137,581 
255,865 
137,880 
1,619,674 
371,893 
154,583 
2,597,152 
71,652 
16,425 
137,581 
1,724,476 
1,248,102 
5,701,029 
1,108,849 
1,109,804 
8,799,875 
977,764 
307,623 
168,18¢ 
158,136 
54,384 
748,582 
6,255,358 
14,723,507 
204,692 


(Continued on Page 46) 


DSRS ETE Fe 





XUM 


mam NA Pe NN SO SO 





WIHLIRKA 


March 17, 1961 











Page 37 








National Union Shows 
Fine Progress in 1960 


EARNINGS, SURPLUS, ASSETS UP 


President MacLean Cites Gains in Net 
Income; Underwriting Experience 
Improved During 1960 


National Union Insurance Compz unies 
of Pittsburgh recorded substantial gains 
in earnings, assets, and surplus and im- 
proved its underwriting experience in 
1960, according to the annual report ‘re- 
leased by William MacLean, president. 
Over-all operations of the company dur- 
ing 1960 resulted in net income of $2,- 

347,891 compared with $663,374 the pre- 
vious year. These figures for both years 





WILLIAM MacLEAN 


do not include gains from the sales of 
securities, 

Net premiums written by the company 
in 1960, totaling $50,420,893, were ap- 
proximately at the same level as the 
$50,601,912 reported in 1959, but statutory 
underwriting were improved. 
Losses last year were $714,033, compared 
with $1,954,999 in 1959. 

Mr. MacLean noted that an underwrit- 
ing profit probably would have been re- 
corded for 1960 had it not been for Hur- 
ricane Donna. This storm cost National 
Union $1,228,000. 

The ratio of and expense 
to premiums earned in all lines of busi- 
ness was 60% last year, compared with 
59.6% the previous year. Hurricane 
Donna was responsible for 24% of the 
total 1960 loss ratio. 

Ratio of expenses to premiums written 
was reduced from 43.1% in 1959 to 42% 
in 1960. This, plus the brought 
the total operating ratio for the com- 
panies to 102% last year, compared with 
102.7% the previous year. 

Substantial growth was reported for 
premiums written on multiple peril cov- 
erages, including homeowners packaged 
policies, during 1960, Experience in auto- 
mobile insurance, casualty and bond 
lines, inland marine, and marine was 
improved, Underwriting results in fire 
insurance and allied lines, however, were 
adversely affected by the hurricane 
which accounted for 4.5% of 57.8% loss 
ratio in 1960. 

To Boost Premium Income in 1961 

Mr. MacLean stated that the company, 
which is observing its 60th anniversary 
this year, has planned an aggressive 
campaign to increase its volume of pre- 
miums written during 1961. This pro- 
gram, however, will be carried on within 
the framework of the company’s policy 
of selectivity and refinement in under- 
writing. 

Investment income on a consolidated 
basis rose 17% in 1960, totaling $3,061,924 
compared with $2,618,373 in 1959. The 
increase was attributable, Mr. MacLean 
said, to the flow of new funds from the 
sale of 200,000 shares of capital stock in 


losses 


loss 


losses 


losse S. 


November, 1959. The increase in earn- 
ings is more than enough to cover divi- 
dend requirements on the new shares 
outstanding, he pointed out. 

Assets of the company at the end of 
1960 amounted to $102,979,664, compared 
with the $101,491,526 reported a year 
earlier. Surplus to policyholders at the 
end of last year totaled $36,901,132, up 
from the 1959 surplus of $35,802,236. 

In the last quarter of 1960 the di- 
rectors of the company authorized in- 
creasing the annual dividend rate from 
$2.00 to $2.20 per share, effective with 
the payment on December 28. Total divi- 
dends paid in 1960 amounted to $1,640,000, 
compared with $1,300,000 in 1959, 


America Fore Loyalty J. 
Opens New L. A. Building 


More than 2,000 agents of the America for more 
Fore Loyalty Group insurance companies 
Angeles area 
formal opening of the group’s new build- 
ng at 1520 Wilshire 


Top executives from New York and 


in the 


San 


Los 


Francisco were on 
the guests who, addition to those di- 
rectly concerned in the insurance indus- 
try, included many of Los 
ers in civic and banking affairs. 


out that the Los 
c 


billion dollars of 
attended the nually, 
portfolio includes 


soulevard on March Among those 


hand to greet president, 


and Vi ice President 
lead- Pitre and 
Salottolo. 


Angeles’ 


than 5% 


America 
vice chairman Loyalty 
Wentworth, preside nt 


Angeles area 


of the 


premiums 
and that tl 


1e group’s 


some 44 


Secret 


Victor Herd, chairman of the boards 
of the 12 companies of the group, pointed 


accounts 


group’s half 
written an- 


inve stment 


millions in- 
vested in Southern California enterprises 
from New Y 
tended the affair were Nicholas Dekker, 
Fore Comy 


1 
ork who at- 


panies and 


Companies; N. H. 
Loyalty ( 
s Harold F. ( 


Assistant 


; —— 


ree, M. 


ary Daniel 








FRANKLIN B. TUTTLE 


Chairman of the Board 


DALE E. TAYLOR 


New York 


Ambassador to India 


GEORGE A. BUTTS 


Boston, Massachusetts 


JOHN B. CLARK 


J. PETER GRACE 
President, W. 


J. FRANK HONOLD 


New York 


M. NIELSEN 


MARVIN PIERCE 


Time Magazine 


ROBERT B. SEMPLE 
JOHN E. SLATER 
JOHN SLOANE 


New York 


HERRIOT SMALL 


Vice-President 


ALAN H. TEMPLE 


CHARLES T. 


MILES 


Executive Vice-President 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge Corporation 


THOMAS A. MORGAN 


J. WILSON NEWMAN 
Chairman of the Board, Dun & Bradstreet, Inc. 


MAX J. H. ROSSBACH 
President, J. H. Rossbach & Bros., Inc, 


MAURICE.D. STACK 
Financial Vice-President 
BENJAMIN STRONG 
Chairman of Board, United States Trust Co. of New York 


WILSON 
Chairman of Board, Charles T. Wilson Company, Inc. 


Business Established 1842 


CONDENSED STATEMENTS AS OF DECEMBER 31, 


THE ATLANTIC COMPANIES 


Marine, Fire and Casualty Insurance 


1960 


From reports made to the New York State Insurance Department 


Trustees — Directors 


F. YORK 


President 


J. ARTHUR BOGARDUS 


ELLSWORTH BUNKER (on /eave) 


President, Coats & Clark, Inc, 


WILLIAM M. CRUIKSHANK 


Honorary Chairman of Board, Cruikshank Company 


RAYMOND H. FOGLER 
President, Board of Trustees, University of Maine 
R. Grace & Co. 

E. ROLAND HARRIMAN 
Partner, Brown Brothers Harriman & Co. 
Vice-President, The Chase Manhattan Bank 


RICHARD H. MANSFIELD 


Partner, Lazard Freres & Co. 


CLARENCE G. MICHALIS 


Trustee, The Seamen's Bank for Savings 


President, The Babcock & Wilcox Company 


GEORGE M. SCHURMAN 


President, The National Bag Corporation 
President, Wyandotte Chemicals Corporation 


Partner, Coverdale and Colpitts 


Vice-Chairman, The First National City Bank of New York 


JOHN C. TRAPHAGEN 
Trustee, The Bank of New York 


Home Office: 45 Wall Street - 





Atlantic Mutual Insurance Company 


ADMITTED ASSETS 
Cash in Banks and in Offices 


Securities: 
United States Government . $20,390,982 
Other Bonds .....«. 24,956,519 
Preferred Stocks . . . .. 3,628,500 


Common Stocks __ 18,669,991 
Stock of Centennial Insurance Company 
owned 100%) at cost 
Premiums Receivable not over Three Months Due 
Other Assets j 
\ oe 





Reserves: LIABILITIES 
Claims and Claims Expense $20,679,994 
Unearned Premiums. . . . . 21,701,891 


Expenses and Taxes 
Reinsurance in Non- Admitted 
Companies 411,628 
Miscellaneous 940,580 
Cash Dividends Decred but not Due 
Other Liabilities 


1,488,980 


$23,659,825 
3,000 000 
7,000,000 


Voluntary Reserve . . 

Guaranty Fund 

Surplus 

SURPLUS AS REGARDS POLICYHOLDERS 
Total 


United States Government Bonds carried at $ 
purposes required by law 

Securities are carried at walics prescribed by the National 
of Insurance Commissioners. On the basis of December 31, 


$ 3,940,408 


67,645,992 


7,026,874 
3,883,999 
2,689,009 


$85, 186, 282 


33,659,825 


$85, 186, 282 


$454,961 are deposited for 


Association 
1960 actual 


market quotations for all securities owned, total Admitted Assets would 


amount to $84,512,590 


Centennial Insurance Company 


ADMITTED ASSETS 


Cash in Banks and in Offices 

Securities: 
United States Government . . $ 6,371,296 
Other Bonds. . «. . 2 9,307,87 


Preferred Stocks 
Common Stocks 


893,000 
4,436,593 
Premiums Receivable not over Three Months Due 
Other Assets 


po” a cet Vara 
esieaen LIABILITIES 
Claims and Claims Expense $ 6,893,331 
Unearned Premiums . 7,233,964 
Expenses and Taxes 434,032 
Reinsurance in Non- Admitted 
Companies . . 8 1 8 st 137,209 
Miscellanegug.. «2 se ss 267,644 
Ocher Lisbilitigg. 4. 6 et es 
Voluntary Reserve . . . « ; $ 1,756,644 


CA, we eS 1,500,000 
ae ee a 4,411,314 
SURPLUS AS REGARDS POLICYHOLDERS . 

Total 


$ 1,575,984 


21,008,761 
1,294,666 
809,500 
$24,688, 911 


14,966,180 
2,054,773 
$17,020,953 


7,667,95 8 
$24,688, 911 


United States Government Bonds carried at $516,622 are deposited 


for purposes required by law 


Securities are carried at values prescribed by the National Association 


of Insurance Commissioners. On the basis of December 31, 


1960 actual 


market quotations for all securities owned, total Admitted Assets would 


amount to $24,380,168. 


New York 5, N. Y. 
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HARTFORD CHANGES MADE 


Browm Vice Pres. of Hartford A. & I. 
In Addition to Fire Company; Heidt 
Assistant Secretary 

Philip S. 
vice president of the Hartford 
and Carl E. Heidt an as- 
Hartford Fire 





3rown has been elected a 
Accident 
and Indemnity, 
sistant secretary of the 
and the Hartford Accident. 

Mr. Brown, who also is a vice president 
and director of Hartford Fire, joined 
the company in 1920 following his gradu- 
ation from Massachusetts Institute of 
Technology. He was elected assistant 
secretary in 1935, secretary in 1941, as- 
sistant vice president in 1950 and vice 
president in 1953. Directors elected Mr. 
3rown to the board in 1955. Mr. Brown 
represents the company on the American 
Foreign Insurance Association and super- 
vises the business of the Hartford In- 
surance Group in foreign countries 

Mr. Heidt is a 1950 graduate of 
Harvard College where he also received 
his Master’s Degree in 1957 in business 
administration. Since 1957 he has been 
senior investment analyst in the bond 
department of another insurance com- 
pany. Mr. Heidt will be associated with 
the investment department of the Hart- 
ford Insurance Group 

Mr. Heidt previously worked for the 
U. S. Government as a physicist, in re- 
search and as chief of the electronics 
section of the Army Chemical Center 
in Maryland. He also is a veteran of 
three years’ service as a nuclear re- 
search officer with the U. S. Army Air 
Force 


MERITmatic Homeowners 
In R. I. and New Mexico 


Two more states have approved Zu- 
rich-American Insurance Companies’ 
MERITmatic Homeowners Insurance 
bringing the total of states approving it 
to ll. It is effective in Rhode Island 
March 15, and in New Mexico, March 20. 
Two policies, written in the American 
Guarantee and Liability, are featured: 
MERITmatic Homeowners and MERIT- 
matic Homeowners Plus. This electronic- 
ally processed package plan for house- 
holders is handled in the same manner 
as MERITmatic automobile insurance 

MERITmatic Homeowners is sicends 
available in California, Colorado, Con- 
necticut, Moen ia, Illinois, Michigan, 
Ohio, Penns ylvania and Tennessee 


Greater N. Y. Brokers 
Oppose Two Albany Bills 


Legislation now before the New York 
Senate and Assembly which would give 
he Superintendent of Insurance author- 
ity to suspend the licenses of a broker 
or agent without a hearing, whenever 
the producer’s non-resident license is 
revoked by another state, was strongly 
criticized by the Greater New York In- 
surance Brokers’ Association, Inc. 
Robert J. Kornstein, president of the 
Greater New York Brokers, said the 
Condon-Dickinson ill (S. 773 and A. 
1149) looks like an “inequitable pr 
which reatens the livelihood of the 
insurance producer and seems to give 
whiscary power to the New York In- 
surance Department Under the proposed 
legislation, the Superintendent of Insur- 
ance, he said, Ww suld be empowered to 
suspend, without the benefit of a hearing, 
tor not more than three months, the li- 


posal” 


cense of a New York agent or broker 
whose non-resident producer's license 
had been revoked or suspended, under 


certain conditions by supervisory officials 
of another state 

The brokers association also disclosed 
its strong opposition to another bill- 
S. 1402 and A. 2073—which would re- 
quire a producer to nies on the outside 
of the building in which he transacts his 
business, or on the lobby directory of 
the buil« ling, a sign bearing his name and 
stating whether he is a licensed agent 
or broker. 





Jones St. Louis V. P. For 
Alexander & Alexander 


Alexander & Alexander, Inc., of New 
York announce appointment of 'W illis C. 
Jones as vice president in charge of the 
St. Louis office of the nationwide insur- 
ance brokerage firm. Mr. Jones, for- 
merly manager of the engineering de- 
partment of the Baltimore office, started 
with Alexander & Alexander in that city 
in 1946 after serving as a captain in the 
Engineer Corps, U. S. Army. In 1949 he 
went to the Tulsa office, until recalled 
for service in the Korean War in 1951. 
In 1952 he resumed his career with 
A & A in the Baltimore office. 
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Why You Should 
Represent 
Companies 


W ould Change Tennessee 
Insurance Rating Rules 


A bill introduced in the 
legislature by 


Tennessee 
three Nashville members 
would require insurance companies seek- 
ing rate increases to advertise in metro- 
politan newspapers and give any citizen 
the right to demand a hearing on the 
Under the bill, insur- 
rating bureaus would be 
obliged to advertise 


proposed boosts. 
ance firms or 


their intentions in 


newpapers in Memphis, Knoxville, Nash- 
30. days 


ville, and Chattanooga at least 


You'll have outstanding facilities for practically every 
kind of insurance you’ll ever write and exceptional service 


for such specialized fields as: 


® © 


o 





ee ae 





The Continental Insurance Company . 
Niagara Fire Insurance Company = « 
Milwaukee Insurance Company of Milwaukee, Wis. 
Seaboard Fire & Marine Insurance Company 


Rate Engineering 
Public Utility Risks 
Business Interruption 
Boiler and Machinery 
Accident and Sickness 
Bonds and Burglary 


You'll be assured of fast and efficient service 
through a nearby America Fore Loyalty Group office. 


You’ll have prompt and fair claims service 
available locally and wherever your clients may travel 
in the United States or Canada. 


You'll find policies carrying the America Fore Loyalty 
Group seal enjoy high acceptance because of our 
outstanding reputation for strength and dependability. 


> 


Contact our nearest office for a fieldman to give you all the facts. 


Firemen’s Insurance Company of Newark, New Jersey ° 
The Fidelity and Casualty Company of New York = « 
* Commercial Insurance Company of Newark, N. J. 


Niagara Insurance Company (Bermuda) Limited 





before formally filing for increases. 

If within that 30 days anyone requested 
it, the Insurance Commissioner would call 
a public hearing on the matter, after 
which the commissioner would either 
reject or approve the increase. However, 
the proposed legislation also provides 
that once the Commissioner granted a 
rate increase, any company seeking a 
comparable revision could get it without 
hearing and without advertising. 

Advertising is not presently required 
in Tennessee for rate purposes. The 
only hearing required by statute is one 
to be held after rate revisions go into 
effect. 








Fidelity-Phenix Insurance Company 
National-Ben Franklin Insurance Company of Pittsburgh, Pa. 


¢ The Yorkshire Insurance Company of New York 
¢ — Royal General Insurance Company of Canada 
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The Agricultural Insurance Co. with 
its main office in Watertown, N. Y., re- 
ported at its 108th annual meeting of 
stockholders an increase in premium in- 
come for 1960. The three companies of 
the group, the Agricultural, Anchor Cas- 
ualty and American Empire, had pre- 
miums reaching an all time combined high 
of $40,740,701. 

A favorable investment income in- 
creased by approximately 18% was equal 
to $3.79 per share. This represented a 
new high in the history of the Group. 

Underwriting results suffered from 
Hurricane “Donna”. Up to the time of 
the hurricane, the Agricultural was show- 
ing good underwriting progress and a 
profitable year was in sight. 

The combined results of operations in 
1960 resulted in a small deficit of $.88 
per share, as compared to a profit of 
$.78 per share in 1959, Dividends paid 
during 1960 to stockholders aggregated 
$785,076, or $1.60 per share. This divi- 
dend rate has been in effect since April, 
1953. 

The business recession of 1960 resulted 
in a market value decrease of securities 
amounting to $1,440,739. The rise in the 
market during 1961 has restored a large 
part of these values. Distribution of 
assets shows bonds 60.82%, preferred 
stock 4.53%, mortgages 2.60%, common 
stocks 32.05%. 

A proposed plan for reorganization 
of the Agricultural was approved by the 
stockholders, and included a_ provision 
for increasing the authorized capital 
stock to 490,139 shares having a par value 
of $10 per share. The stockholders further 
approved an agreement providing for 
merger of the Anchor Casualty into the 

\gricultural. The plan provided that the 
merger would become effective on De- 
cember 31, 1961. 

It is believed that greater efficiency 
and economy of combined operations can 
be achieved as a result. In addition, it 
is believed that the competitive position 
of the Agricultural will be improved 
through better utilization of facilities of 


Big Bil 


(Continued from Page 29) 


Almanac and The Telephone Tickler. The 
latter is a volume which gives the correct 
name, street address and telephone num- 
ber of concerns in the insurance busi- 
ness. The insurance business of New York 
City would be tremendously handicapped 
were this information not available in 
booklet form. 


Mildred Smith is editor of all three 
volumes, any one of this trio of chores 
being enough to keep the average person 
busy. A graduate of Drake Business Col- 
lege, Elizabeth, N. J., Miss Smith entered 
the employ of The Weekly Underwriter 
as secretary to the late Alexander E. 
Mack, then its publisher. She became 
editor of The Insurance Almanac a 
decade ago and of the The Telephone 
Tickler a year and a half ago. Who's 
Who was formerly a section of The In- 
surance Almanac which describes all 
the industry organizations, gives names 
of many officers and department heads 
of insurance companies; prints a large 
list of names of insurance brokers and 
agents and acts as a general all-round 
encyclopedia of current insurance. 

Who’s Who in Insurance which sells 
for $7.50 a copy, is published at 116 John 
Street. 


ALA. BUYERS MEET JUNE 8 


The first annual conference of the 
Alabama Society of Insurance Manage- 
ment, Inc., a chapter of the American 
Society of Insurance Management, Inc., 
will be held at the Tutwiler Hotel in 
Birmingham on June 8. This will be a 
one day conference and will feature na- 
tionally known speakers. President of 
the Alabama Society is M. G. Jackson of 
Vulcan Materials Co., Birmingham. 





Agricultural Premiums Up in 1960 


the American Empire Insurance Co. The 
Anchor Casualty owns all outstanding 
capital stock of the American Empire, 
which will become a wholly owned sub- 
sidiary of Agricultural. 

During the past year the company 
established a group branch office at 
Jacksonville, Fla. for servicing fire, 
casualty and marine business in that 
state. It also opened a service office at 
Little Rock, Ark. 


NOREN GOES TO OHIO 
Robert E. Noren, special agent for 


Worcester Mutual Fire, Worcester, 
Mass., has been transferred to the com- 
pany’s northern Ohio and Indiana terri- 
tory. Mr. Noren previously was special 
agent in eastern Massachusetts and all 
ot ‘Rhode Island. Before joining the 
Worcester Mutual in 1957 he was insur- 
ance salesman and later general man- 
ager of the Alexander Jarvis Co. of 
Manchester, Conn. 

Mr. Noren is past treasurer and past 
secretary of the New England 1752 Club. 


MIDWEST AGENTS TO MEET 

“Progress Through Conference” is the 
theme for the forthcoming 13th annual 
Midwest Territorial Conference to be 
held at he LaSalle Hotel in Chicago, 
April 9-11. It is expected that more than 
500 agents, their wives and 
personnel from the Midwestern 


company 
states 
will attend this educational meeting. One 
of the featured speakers on the program 
is J. Roger Deas, of the American Can 
Company of New York, who will address 
the Monday noon luncheon. 
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processing procedures. 


depends on-— 


HOW WELL THEY'RE 


pre-formed 


You can have a forms program tailored to your com- 
pany’s needs which will speed, not impede work flow. 


For example—policies designed-engineered from time 


. . in snap-out (including Short 


Write®) or continuous formats, with the added advan- 
tage of guaranteed text on all Bureau policies. Plus 
controls printed in every policy which create “automa- 
tion on paper” to smoothly integrate with your data 


What does this individual design service cost? Nothing, 


SINCE 
1911 


and systemization. 


because in 50 years of serving the insurance industry R & S 
has developed and maintains a highly skilled team of 
specialists, experienced in each phase of insurance printing 


Call in an R&S specialist and be convinced that — 


SPECIALIZED INSURANCE PRINTING 


DOESN’T COST —/T PAYS 


RECORDING & STATISTICAL CORPORATION 


Executive Offices: 176 Broadway, New York 38, N.Y. 


SALES OFFICES: Atlanta - Baltimore - Boston - Chicago - Dallas - Danville, Ill. 
W. Des Moines - Minneapolis - New York - Toronto - West Coast 
PRINTING PLANTS: Boston, Mass. - Danville, Ill. - Toronto, Canada 
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Safe Driver Plan Builds 


Premiums in California 












































Joins Weghorn Agency 





WEGHORN 


in professional underwriting and specialized 





service to brokers in placing covers to fit the risk 


Exceptional domestic and foreign facilities. 


JOHN C. WEGHORN AGENCY, INC. 


102 Maiden Lane « New York 5, New York 
Phone: Digby 4-8420 
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Sete. . 
Companies using the safe driver. insur- Brokers Support Bills N. Y. Agents Congratulate 
1 n Calitornia have registere¢ ig 
substantial increases in the number of Against Favored Producers New York Department 
u viles insure ecent study of the Legislation at Albany widening the ban Robert B. Douglass of Potsdam, presi- 
sualty Under on favored insurance agents and brokers dent of the New York State Association 
t the mid-year is being strongly supported by the Great- of Insurance Agents, has written Super- 
rsey Association er New York Insurance Brokers’ Asso intendent Thomas Thacher congratula 
Haddonfield on ciation, Inc. One measure, the Marchi- ting him on the fine showing of the New 
sillam, manage Bartlett bill (S. 331 and A. 1631), pro- York State Department which was rated 
ss research divi- hibits the designation by mortgage-serv- number one in the report of the Senate 
3 reported by 15 icing agents of particular insurance Sub-Committee on Anti-Trust and Mono- 
I: it e safe drive agents or brokers to cover mortgaged poly. 
pl Cali property. Mr. Douglass stated: “Many times 
Mr. Gillam sa e study “shows the Another proposal, the Barrett-Duryea some of us are too prone to overlook 
sat € n is attracting new bus bill (S. 747 and A. 1118), would forbid important information that comes across 
Ss n previously uninsured the designation by a municipal corpora- our desks. I am guilty of that oversight 
persons n se previously in tion of a particular insurance company, The report of the Senate Sub-Committee 
we eviating panies.” To agent or broker to procure public official on Anti-Trust and Monopoly (Report 
sup] s statemet Mr. Gillam bonds. +1834) is a detailed report and only 
) ed ou the study showed there Robert Kornstein, president of the recently did I discover that this report 
vas a 12% se é umber ol Greater New York Insurance Brokers, contains a rating of State Insurance De 
private passenger automobiles insured in said both legislative proposals were “de- partments as to quality of state regula 
California during the first three months signed to safeguard the rights of the ton. : 
1960 as ipared w e same period New York public.” “New York State is rated as number 
year earl er when the plat wv os. mete a ia one , “ far aponees ae ee ag rival 
effect. “1 s was more than double the a - in the 16 variables use« think that it 
east iber of private pas Nebraska First 100‘. Cash is a great tribute to the Department in 
senger auto registered for a com- ° . its 100th year and a great comfort to 
parable period ; NORMAN H. WARREN State in NAIA Ad Drive the citizens of the state as well as those 
Mr. Gillam reported that a number oi Nebraska Association of Insurance in the insurance business in this state 
he « panies repo Norman H. Warren has joined the \gents became the first State to send in to he ave such a fine Department. 
1 writings substan ; Salis Oates: Ricans. San i Mads a nee 100% of their basic allocation On_behalf of the membership of the 
average increase o i JOR So TERROR, SO, . in the 1961 advertising program of New York State Association of Insur- 
larger National Bureau member compa York City to engage in production work the National Association of Insurance ance Agents as well as personally, please 
1es I ase€s Tange m 20 to and negotiate with excess and surplus Agents. In making the announcement, accept our heartiest congratulations. You 
uC ” . 4 ° ] » - \f ; 
<9" * carriers in aiding brokers and agents NAIA Advertising Chairman Joe E. already know that we are actively sup 
¢ ed the sale driver meet needs of cli ents. He has been Vincent, CPCU, Bryan, Texas, pointed porting stronger state regulations of the 
{ ng t t and the in insurance over 30 years and has had long out that Nebraska subscribed 100% last insurance business as opposed to Federal 
specia i poli are enabling experience in excess insurance and in year control. With the highest rating in the 
urea nember companies to compete leveloping special covers for large risks He also noted that five associations country, the New York Department 
successfully and p: fitably e aut had pledged 100% of their basic alloca- should be the model for the other states 
le is e field.’ tions—Alabama, Arizona, Florida, South We know that during the next 100 years 
= Carolina and the District of Columbia. the New York State Insurance Depart- 
Brokers Back Appraisal Many others, he said, are close to their ment will continue to enjoy the highest 
George F Brown Marks ogg . goal and should shortly go over the rating in the country.” 
Bill in N. Y. Legislature aaaaticinias 
50 Years in Insurance Legislation that would give the New “The Big Difference” theme of the 
Geor marking comple- York State Supreme Court power to en- 1961 ad campaign was credited by Mr. Stott Agency Moves 
n of the industry. A native force against the insurer the appraisal Vincent with stimulating even greater in- The John C. Stott Agency, Inc., of 
Omaha, Mr. Brown went to Chicago clause in the standard fire insurance pol- terest in the national program than in Norwich, N. Y., has moved to a fine new 
1 Ma 1911 to study fi protection icy has been indorsed by the Greater the previous three years in which Na- office headquarters with a 30 car park- 
engineering at Armour Institute and New York Insurance Brokers’ Associa- tional Association membe subscribed ing lot for clients. The agency was or- 
stayed on to form his own insurance tion, Inc. The Pierce-Brook bill (S. 1131 a total of over three miilion dollars ganized in 1929 and has grown to one 
y five years late and A. 1637) has passed the New York Although the national magazine sched- of the major agencies in the state. It is 
The presen srown organization in \ssembly and gone to the state Senate. ule of 12 advertisements in the 1960 licensed also to do premium financing 
( ago includes arent underwrit- The bill, recommended by the Law ad campaign were completed this month, on installment plan and is licensed by the 
ng company, Geo Brown & Sons, Revision Commission, would add a new Mr. Vincent indicated that some tele- state as claim adjusters. Mr. Stott. a past 
In kers, a reinsur- Section 17 to the Insurance Law, con- vision, newspaper and outdoor billboard president of the National and New 
Te: Co. marine  ferring sewer on the Supreme Court to advertising was still continuing in various York State Associations of Insurance 
sural he company em- rant enforcement of the appraisal states where the programs commenced Agents, is board chairman of the agency. 
ploys a id as a branch office reement contains d in the stan dard fire later than others. His son, Richard Stott, is president; 
it its business is derived ais in any action with respect to the He said that the first magazine ad in hijs wife. Louise V. Stott. treasurer. and 
br ts and insurance com- policy or claims or in special proceed- the 1961 campaign would appear inthe Ads M. Polmatier secretary. , 
it the United States ings, upon application of the insured March 17 issue of “Life.” Eighteen ‘ 
F. Brown & Sons has’ when the insurer fails to select an ap- more ads will appear during the year Py oor ae a 2. ee 
as mani iger of Interstate Fire & praiser within the time provided; or to in “Life,” the “Saturday Evening Post,” grams will be scheduled in many states, 
Casualty and Chicago Insurance Co. The deny an application if it would be in- “Look,” “Newsweek” and “Business while other states will receive advertising 
arent c boven is also one of the larges equitable to require appraisal before de- Week.” In addition, he said, evening programs in newspapers, radio and out- 
1] s correspondents in S termination of other issues. sports, weather and news television pro- door billboards. 
/ 
ENCY, IN ide. 
DAVID C. WHITE AGENCY, INC. | worldwide insurance 
55 JOHN STREET, NEW YORK 38, N. Y. | WoOrth 4-7400 
/ 
LOCAL — COUNTRYWIDE — WORLDWIDE FIRE 
- AUTO - INLAND MARINE 
Member of the New York City Insurance Agents Assn., Inc. / 
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Improve College 


\ better image of the property and 
isualty insurance industry must be cre- 
ted through intensive public relations 
rograms conducted by all segments ot 


the business if college recruitment efforts 


) attract high grade young men and 
omen to insurance are to be successful. 
That is the conclusion of the New York 
Chi upter of the Society of Chartered 

‘roperty and Casualty Underwriters fol- 
wing a panel discussion held in New 
York City. 

Moderator of this discussion was Pres- 
lent Henry A. Herman, Jr., CPCU, of 
; Survey results 
vere offered by Herbert W. Hoell, CP- 





HENRY A. HERMAN, 


CPCU 
President New York Chapter 


CU, and Sidney E. Clark, CPCU. 

ists included the following: 
Andre G. Beaumont, associate director, 

Business and Industry Placement Serv- 


Panel- 


ices, New York University; John P. 
Kirkwood, director, University Phetee nt 
Services, Rutgers U niversity; C. H. Scott 
McAlister, School of Business, Univer- 


Charles A. Denneen, 
personnel manager, Royal-Globe Insur- 
ance Companies; Roy C. Kern, director 
of personnel development, Insurance 
Company of North America. 


sity of Connecticut; 


Summary of Survey and Discussion 

In a summary of a survey and the dis- 
cussion period issued by the New York 
Chapter, the following extracts are taken: 

On a national scale the Society of CP- 
CU is much interested in career guidance 
at both the college and high school level. 
I is believed that the Society of CPCU 
‘an make a real contribution to the in- 
surance world through our efforts to en- 
courage better quality personnel to enter 
the insurance industry. 

For a variety of reasons it is not prac- 
tical for the New York Chapter to con- 
duct the type of career guidance program 
which has been developed for smaller, 
more intimate geographical areas. How- 
ever, it is common knowledge that New 
York City is one of the major insurance 
centers of the world. The firms in the 
New York area regularly seek outstand- 
ing new talent in each year’s graduating 
Class, 

Questionnaire to 122 Colleges 

In early December, 1960, a question- 
naire was sent to 122 colleges and uni- 
versities in Connecticut, New Jersey, New 

York and Pennsylvania. The colleges 
selected were those listed in the College 
Placement Annual for 1961, published by 
the College Placement Council, Inc. As 
of January 20, 75 replies were received. 
Percentage-wise, this amounts to a re- 
sponse of a little over 61% 

A preliminary exhibit summarizing the 
results of the survey as of January 20 


CPCU Survey on How Insurance Can 


Recruitment Plans 


was prepared for use in the panel dis- 
cussion. The exhibit is divided into 
three parts. Part I is devoted to the re- 
plies of those placement directors 
answering “yes” to the question, “Have 
property and casualty insurance company 
recruiters approached your students in 





ROFIT SHARING 


PENSION, LIFE BENEFITS. 


regard to employment?” According to 
the replies tabulated, the recruiters cre- 
ated a favorable impression in those com- 
panies visited and were well supplied 
with descriptive literature. 

It is significant to note that 65% of 
the colleges responding do not provide 
courses in property and casualty insur- 
ance. Also in this part, we find that 63% 
of all directors answering believe that 
our industr Vy is doing a good recruiting 
job on their campuses. Thirty-seven per- 
cent either answered “no” or did not 
answer this question. It must be remem- 
bered that this includes the replies from 





RENEWA 






and GROUP INSURANCE: Wits MAXIMUM 
-OMMISSION AND EXPENSE ALLOWANEE 
, LIFETIME SERVICE FEES, 
hy Not Capitalize On 


_ The Sales Advantages Of Bankers National 


colleges that were never visited by our 
industry recruiters. 

Of the 37% that did not reply 
tively, we find nearly all « f the same di- 
rectors who indicated that their students 
had not age approac hed by recruiters 
One or two directors indicated that the 
recruiters were doing a good job but 
that the recruiting was by asin or mail 


afhirma 


Industry Recruits Doing a Good Job 


The overall impression we have is that 
our industry recruiters are doing a good 
ji »b on those c ampuses visited We have 
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Life’s COMPLETE POLICY PORTFOLIO: } 2: ona 
Non-Par Life, Quantity Discount, Guaranteed Insurability, Family Policy, 
Salary Savings Plan, Coupon Policies, Commercial and Non-Can A &H, 
Association A & H, Hospitalization, Baby Group, Creditor Group, Major 


— Medical Group and More! \F YOUR LIFE DEPARTMENT 
CAN PRODUCE $10,000 ANNUALLY IN LIFE 


PREMIUMS: Do as so many other successful 
General Insurance Men have done ....ask 
Agency Vice President Bill Good for a 


Copy of Our Booklet! we nave GEN- 
BRAL AGENCY OPENINGS IN ALL 
era eS Be Oeer HM... CONN., THNN., 








GA. ARE. N.D., IDAHO, UTAH, S.C. & TEX. 


Bankers Neional 


INSURANCE COMPANY 


oO a oe ee 
Mail To — Bill Good, Agency V. Pres. 

Bankers National Life Insurance Co. 
JNJ. 


I'd like your booklet on the “UMBRELLA PLAN” 
for building a MILLION DOLLAR LIFE DEPARTMENT 


IM MN 


TEAR OFF HERE 


La 








FREE 
Booklet 


Montclair 6 
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r 4 despite riti ss ri : ingly 53,353,956, ios sses 
New Hampshire Group lespite an underwriting loss attributed to ingly to $53,35. » Ratios of losses to 


Hurricane Donna. 


Its directors are rec- earned and expenses to written pre- 


Continues Expansion ommending stockholder approval of a miums were 64.82% and 37.86% respec- 


5% stock dividend, 


RECORD PREMIUMS, SURPLUS ‘@t Paid in 1900. 
The New Hamp 





Top Investment Income Reported; rations and year- 


similar in amount to tively compared with 60.19% and 38.34% 
for the year 1959, 

shire Group’s 1960 op- A statutory underwriting loss of $1 - 

end statement reflect 571,309 compared with a profit of $115,- 


Underwriting Loss Due to Donna; its December acquisition of the Illinois 293 in the preceding year. The company 


% Stock Dividend Proposed National Insurance 


Co. Assets increased has reserved $1,800,000 as the probable 


ee ae to $99,695,526 from $87,016,599 at Decem- cost of Donna. 


In its 91st annual report the New Hamp- ber 31 1959, and 


shire Insurance Co. discloses a continu- increased to $32,1( 
ance of its growth trend with new all Net premiums 
time highs for premiums written, invest- compared to $46 
ment income, and policyholders’ surplus, earned premiums 


policyholders’ surplus 


Investment earnings net of expenses 
3,117 from $28,635,223. 


inereased to $2,501,210 compared with 


written of $53,723,808 $1,880,439 the preceding year. This rep- 
007,997 in 1959 and resented $5.20 per share on the 481,009 
increased correspond- shares outstanding, compared with $470 





Zero in now on the Homeowners market in your 
locality. 

Results show that Homeowners production is 
profitable production. High average premiums 
have helped agencies chalk up new sales 
records across the nation. Moreover, prospect- 
ing is easy ... both in established residential 
areas and in the expanding suburbs. 


Contact the fieldman in your area today, 


of Insurance Companies 


SOUND, DEPENDABLE INSURA 





EASTERN DEPT. NEW YORK + WESTERN DEPT. FREEPORT, ILL. + PACIFIC DEPT. SAN FRANCISCO «+ 





ZERO IN 


Sales Dept., Crum & Forster Group of Insurance Companies, 
110 William St., New York 38. 







CRUM & FORSTER GROUP 








The Homeowners Test-Check eases the 
way to package policy sales ... checks the 
critical points of your prospects personal in- 
surance program and dramatizes the sales 
appeal of the Homeowners policy. Available 
to you padded for counter use, or in a handy 
sales-folder. Counter cards, radio spots, news- 
paper mats, too. 





YOUR PM ridcpendenr 
Inurane Mf AGENT 


seeves) vow fiese 


or write 












UNITED STATES FIRE INSURANCE CO. 
THE NORTH RIVER INSURANCE CO. 
WESTCHESTER FIRE INSURANCE CO. 
THE WESTERN ASSURANCE CO. 


NCE THE BRITISH AMERICA ASSURANCE CO. 


110 WILLIAM STREET, NEW YORK 38. 


SOUTHERN DEPT., ATLANTA © ALLEGHENY-OHIO DEPT. PITTSBURGH + VIRGINIA-CAROLINAS DEPT., DURHAM, N.C. 








on the 400000 shares at December 31, 
1959. 

Before realized capital gains, net oper- 
ating earnings were $929,901 or $1.93 per 
share. Net realized capital gains recorded 
in 1960 were $2,360,702, without incurring 
tax liability. 


Smith Asst. Agency Sec’y 
For Royal-Globe Cos. 


Royal-Globe Insurance Companies an- 
nounce appointment of Thomas C. Smith, 
Jr, as assistant agency secretary in the 
Eastern department. Mr. Smith attended 
the University of North Carolina and 
joined Royal-Globe in 1950. He served 
with the United States Army in Korea 
and returned to Royal-Globe in the 
Pacific Coast department where he 
served as special agent in several fields 

For two years he has been assigned 
to the administrative training program 
in the New York office. 





Wineman Bros. Advance 
Hines and Wineman, Jr. 


Wineman Brothers, Inc., Chicago in- 
surance brokers and consultants, an- 
nounce promotion of Harold H. Hines, 
Jr. to executive vice president. John 
S. Wineman Jr. has been advanced to 
assistant secretary of the company. 

Mr. Hines has been associated with 
Wineman Brothers, Inc. since 1949. He 
became vice president in 1956. A gradu 
ate of Yale University, Mr. Hines also 
received the CPCU designation from 
the American Institute of Property and 
Liability Underwriters in Philadelphia 
He is active in the Chicago Board of 
Underwriters and the Illinois Association 
of Insurance Agents 

John Wineman, Jr., a graduate of 
Colgate University, has been with the 
organization as a casualty underwriter 
since 1959. He represents the third 
generation of his family active in the 
management of this firm. John S. Wine- 
man, Sr. is president. 


Simplified Fire ae 
Procedure for Dwellings 


The Idaho Surveying and Rating Bu- 
reau has adopted a simplified fire insur- 
ance rating procedure for dwellings and 
contents that will permit computation of 
rates for Idaho residents quickly and 
with less chance of error, the Bureau 
announced. The rating changes, will not 
have any significant effect on the over- 
all rate level for the state, but rates in 
some cities may go up slightly while 
others go down. 

In no case, the Bureau said, will the 
cost to an insured with $15,000 in fire 
coverage change more than $3 a year, 
either up or down. One of the main 
features of the new plan is a reference 
table that combines facts of construction 
and type of fire protection for each town. 
The table will eliminate the use of in- 
spection reports and credits that are now 
used in certain areas, the Bureau said. 

The new procedure will make dwelling 
fire premium computation similar to the 
system now used for Homeowners pol- 
1c1es. 


FIRE ENGINEERS MEET 

The New York Chapter, Society of 
Fire Protection Engineers held its reg- 
ular luncheon meeting at the Masonic 
Club in New York City on March 7. G. 
C. Grabowski, manager, Standard Prod- 
ucts of Fenwall, Inc., addressed the 
chapter on “Advance Safety Through 
Explosion Suppression.” In his comments 
he noted that the past 15 years has seen 
a tremendous advance in all phases of 
industry. These advances have been 
beneficial to mankind through increased 
productivity resulting in an upw ard 
trend in the overall standard of living. 
However, they have brought about 
problems in fire protection which have 
placed a much greater burden on fire 
protection engineers. A large part of the 
burden is the increase in explosion 
hazards which are being encountered in 
new processes and in the handling of 
new materials. 
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Forty-fourth Annual Statement 


December 31, 1960 


AMERICAN 
RE-INSURANCE COMPANY 


MERL L. ROUSE, President 


ASSETS 
Cash in Banks and Office 


United States Government Bonds. . 


United States Government New Housing Authority Bonds...... 
rt ee ree ore rrr rae 
a Bd Ne ae Se ae de a eae 
Pere OMNI N85oe od Sia. 25 a a tases Daas wriaieeresaawaaenes 
a ek ek care piv t Wale a GS eae w Nickie 


Real Estate. 
NS C0 is civ dtiey a anta's <eesd a> wii 
Premiums in Course of Collection (not over 90 re ays an y 


fe a a ae 


Other Admitted Assets. . 
TOCA: AIEEE CED AOE. . i con cc sc cavecccesacadas 


LIABILITIES 
AND SURPLUS TO POLICYHOLDERS 


Reserve for Outstanding Loases. .. . ... «20.665 ccc cee eens: 


Reserve for Unearned Premiums.......... 


Reserve for Funds Held Under Reinsurance Treaties. .......... 
Reserve for Commissions, Taxes and Other Liabilities. ......... 


Reserve for Loss Balances in Course of Payment 
Ee I. 5 iirc Sen 8 EEX o ek So bs eee seen 
Capital (1,020,000 shares $5 par value) $ 5,100,000 


Voluntary Reserve 4,000,000 
EE Gig stediie eka cenana suwsdviens 22,341,928 


SURPLUS TO POLICYHOLDERS................ 


.$ 4,862,608 
24,992,084 

. 13,226,965 
. 46,825,730 
; 261,347 
. 1,907,960 
. 20,523,589 
317,003 
20,610 
5,384,092 
679,620 
658,092 


.$119,659,700 


$ 45,652,524 
34,316,131 
. 1,778,118 
3,118,115 
3,352,874 
$ 88,217,762 


31,441,938 


$119,659, 700 


Valuation of securities on National Association of Insurance Commissioners basis. On basis of actual market values at 
December 31, 1960 Total Admitted Assets would be $118,680,016 and Surplus to Policyholders would be $30,462,254. Securities 
carried at $2,150,149 in the above statement are deposited as required by law. The sum of $1,691,857 held in trust for the 
payment of certain losses is included in “Cash” and reflected in “Reserves for Funds Held Under Reinsurance Treaties.” 
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MULTIPLE LINE REINSURANCE 
CASUALTY + FIDELITY - SURETY - FIRE 


99 John Street, New York 38, New York 





- MARINE - ALLIED LINES 
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be effective in 
of the com- 





Progress in Many Areas 








“In 1960 The me continued to show 
substantial p r nany areas of its 
perations,” it Black said. “In 
he twelve iod ending Decem- 
er 31, the 
“W rote msolidated pre- 
ium volume in its history—a growth 
accomplished without relaxation of our 
traditional underwriting standards. For 
€ S ne his ry our un lerwriting 
S is ke 1 a break-even p sition 
i Ss as 61. 3% (I yaSi- 
Donna”). This 
S re by ly reduced ex- 
ense¢ i which, of course, 

















KENNETH E. BLACK 
President 
S 1 our attention for sometime, thus 
iw us I full investment 
( ve 
iced clusive ‘pack 
ge’ for motel owners which met 
th ying success in that industry. 
“Established a new dey nt to han- 
dle boiler and mac! insurance 
\ ick elps u ‘all-servic 
acilitie t age Ss 
> é striking expansion in its 
ew premium acilitv—Thico Plan, In 





Agricultural Elects 

Minsker As Secretary 
Minsker, 
line 


Stanford R superintendent 
ot the multiple 
\gricultural Insurance Co. since October, 


1956, has been elected to secretary of the 


department of the 


company. 
A quarterly of 20 


share was declared on stock of the 


dividend cents a 
A gri- 
cultural by the directors. The dividend 
is payable April 1 to stockholders of rec- 
ord of March 15. 

Mr. Minsker joined the company in 
1956 as superintendent of the inland ma- 
rine department. Prior to his association 
with the Agricultural he specialized in 
underwriting fire and inland marine lines. 
At one time Mr. Minsker taught insur- 
ance subjects, including fire, inl: ind ma- 
rine and commercial packages at the In- 
surance Society of New York and Brook- 
lyn College. 


Jefferson’s H. O. Locates at 
2 Park Ave., N. Y. Mar. 20 


The home office of Jefferson Insurance 
Co. of New York will be located at 2 
Park Avenue, New York 16, effective 


March 20, and _ its 
will be MUrray Hill 3-4500. This is also 
the home office of Jefferson Manage- 
ment Corp. and of the Commerce & 


telephone number 


Industry Insurance Co 
which continues to prove of great sales 
assistance to producers while reducing 


materially their office detail and expense. 


New Motel Policy 


“To meet the growing needs of . boom- 
ing motel industry for comprehensive 
protection at low cost, The Home 
-oduced in 1960 a new, exclusive motel 
This policy met with an excellent 
r¢ "8 mse from motel owners whose 

husiasm indicates great potential in 
this market in the years ahead. In the 
tuture, further innov ations in coverage 
and additional experimentation in mer- 
shandising plans will be adopted as your 
company intensifies its effort to gain a 
l share of the insurance market 
within the framework of sound operation. 

“On October 24, 1960, the government 
of Cuba confiscated and nationalized the 


also 





Cuban operations of United States in- 
surance companies, including The Home 
Insurance Company, terminating our 
representation in Cuba after more than 


30 vears of successful operations in that 


country 








Ohio Farmers 
FourStar’ 


BUDGET PLAN 





Ohio Farmers agents are daily dem- 
onstrating their wholehearted approval 
of 4-Star with more and more sales 
through this effective method of sell- 
ing insurance t y 

Call your Ohio Farmers fieldman and 
learn about the ‘‘Agent Approved’’ 
4-Star Budget Plan. 

It’s the Sensible Way to SELL 
insurance. 


Ohio Farmers Companies 


Ohio Farmers Insurance Companies, 
Chartered 1848 

Superior Risk Insurance Company, 
LeRoy, Ohio 





Frank H. Spencer Dies 


Frank H. Spencer, 68, died March 7 
at Children’s Hospital in San Francisco. 
He was formerly president of the Cali- 
fornia Insurance Co., vice president of 
Columbia Casualty and Pacific Coast 
manager of the Commercial Union-Ocean 
Insurance Group. 

One of the best known insurance men 
in the west, Mr. Spencer spent 47 years 
in the various phases of he business be- 
fore his retirement in 1957. Mr. Spencer 
was born in Beard, Ky., but lived in San 
Francisco since he was three years old. 
He was educated at St. Ignatius College 
here before it became the University 
of San Francisco. 

He is survived by his wife, Elizabeth ; 
Robert Spencer, a professor of 
anthropology at the University of Minne- 
sota, and a sister, Mrs. Harold Spark, 
Berkeley. 


a son, 


CPCU Survey 


(Continued from Page 41) 


an indication of how placement directors 
feel about our industry as a career for 
their graduates. The replies are more 
meaningful than they may at first ap- 
pear. The fact that such a large per- 
centage of the placement directors sur- 


veyed either had no opinion, were unable 
poor 


to answer, or gave the industry a 


or mediocre rating indicates that our in- 
dustry is doing a poor public relations 
job. 

In the detailed analysis of this survey 
the following facts and information were 
determined. Even though we were lack- 
ing one factor, the actual number of stu- 
dents recruited, to determine any real 
statistical significance to the correlations 
of recruitment to the size of enrollment 
and recruitment to the type of school: 
women’s colleges, men’s colleges or co- 
educational colleges, it is still interesting 
to note how the 77% replying yet to 
this question was broken down. 

First, under enrollment, the 
down is as follows: 

In the larger schools and the indus- 
try recruited from all colleges with an 
undergraduate enrollment from 3,500 to 
13,948, the largest school, This repre- 
sented 13 colleges or 23% of those col- 
leges replying “yes.” In those colleges 
with an enrollment ranging from 2,000 
to 3,499 students, 11 out of 16 colleges 
were recruited. This represented 19% 
of those colleges who answered “yes.’ 
In the last enrollment group of those 
schools with under 2,000 students, the 
property and casualty field recruited 
from 34 out of 45 schools. This repre- 
sented 58% of those replying yes. In 
the last group the industry recruited ac- 
tuarial, claims and sales personnel from 
the smallest college of 272 undergraduate 
students. 


break- 


(To Be Concluded) 





YOUR BONDING PROSPECT 
CAN'T “BEAT THE PERCENTAGE”! 


It has been estimated that one-fifth of next year’s in- 
crease in the U. S. gross national product will be 


diverted by employee dishonesty ...a staggering 
$1,500,000,000 . . . yet four out of five such losses are 
not under bonding protection. 





FIDELITY BONDING 











The London & Lancashire Group 
has recently developed a com- 
prehensive sales kit for building 
employee's bonds premium vol- 
ume. Contact the L. & L. field 
office nearest you, or write Ad- 


vertising Department, London & Lancashire Group, 
20 Trinity Street, Hartford, Connecticut. 





LANCASHIRE * 
GROUP 


20 Trinity Street, Hartford, Connecticut 
CHICAGO ° 


NEW YORK ° 


Lonpon « Lancasnire Group 
THE LONDON & LANCASHIRE INSURANCE COMPANY, ‘LTD. : 
SAFEGUARD INSURANCE COMPANY 

STANDARD MARINE INSURANCE COMPANY, LTD. 
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A. My town, Wheaton, Ill., has grown threefold 
STU a OL << oe because of it. You see, we place a lot 
Vincent & Born, is 25 times its 1949 size. a of our business through INA. 


A. It almost seems that we’ve grown 








in is new in your 
the direct 
insurance? 


X 
. 


BA. In Illinois, the INA-Champion Auto 

is A. | talk to as many people as possible... 

and Homeowners policies are often more s 
titivel iced : make 30 to 35 telephone calls a day. You can 
——" me y pied than tae —— spread yourself by telephone. It works, too. 
writers’ policies. Then, too, INA Claims , 
Seivice is detettal ‘or. | bell A large percentage of our INA-Champion 
ee rn rere | eee policyholders have-switched from direct writers. 


Q. Doesn’t so much telephoning prohibit 
more personal contact? 


A. Not at all! I've tried to make people 
regard me as counselor instead of salesman. " 
You'd be surprised how often customers —_~ 
just drop in for a chat about things in general. 
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Net Net 
Premiums Losses 
Written Paid Wm H McGee 
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New Zealand ......... 570,631 247,143 re . 
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Siete why: > Phil i 
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1960 from levels of 1959, with some _— N.Y ae 244.404 139,544 Pacific National ....... 21,147 35,493 
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Kemper Companies Hit 
New Highs During 1960 


TOTAL ASSETS WERE $425,820,953 





Four Fire-Casualty Cos.’ Sales Volume 
Increased 6.6% to $225,860,042; Life 
In-force a Record $180,192,180 





The five Kemper Group companies 
again attained new highs in assets, pre- 
mium income (sales) and surplus to 
policyholders in 1960, Board Chairman 
James S. Kemper announced. 

Companies in the group include four 
fire and casualty affiliates—Lumbermens 
Mutual Casualty, American Motorists 
Insurance Co., American Manufacturers 
Mutual, Federal Mutual and a life com- 
pany, Fidelity Life Association. 

Total assets of the five companies as 
December 31, 1960, were $425,820,953, 
an increase of $34,283,429, or 8.8%, over 
1959. Surplus as regards policyholders 
increased $11,991,866 to $80,984,707. 

The four fire and casualty companies’ 
sales volume increased $14,074,194, or 
6.6%, to $225,860,042. The life company 
had total insurance-paid-for in 1960 of 
$53,307,096, with a record $180,192, 180 in- 
surance-in-force, a 30.2% increase over 
last year. 

Underwriting and investment earnings, 
before dividends, of the fire and casualty 
companies increased $4,889.784 to $33,- 
702,892, after payment of $11,328,876 in 
taxes, licenses and fees, including $5,- 
004,113 in Federal income taxes, a 494% 
increase over 1959, 


Dividends “Held About Even” 
Dividends to policyholders held about 
even at $20 million ($20,072,224 in 1960; 
$20,744,103 in 1959), dividends to AMICO 
stockholders were $550,000, bringing net 


earnings after all taxes and dividends 
to $13,080,668. 
Lumbermens Mutual, “the flagship of 


the fleet, had impressive gains.” Assets 
increased $20,947,617 (8.2%), to $275,726,- 
148. Premium volume increased $8,458,752 
(5.8%) to $153,507,022. Net gain from un- 
derwriting and investments totaled $23,- 
981,332 after Federal income taxes, of 
$3,303,254. Dividends to policyholders 
were $13,147,178. 

Net surplus was increased $5 million, to 
$35 million, and the reserve for portfolio 
fluctuation and the reserve for contin- 
gencies were increased $2.5 million, to 
$10 million each. 

American Motorists, the participating 
stock insurance company in the group, 
had an 11.8% increase in assets to $92,- 
567,059. Premium income increased 10.2% 
to $56,229,002. 

AMICO’s net gain from underwriting 
and investments totaled $6,789,565 after 
federal income taxes of $1,463,742. Divi- 
dends to policyholders totaled $4,846,697. 
Stockholders in 1960 received $300,000 
in cash dividends and $250,000 in a stock 
dividend. 

Net surplus was increased $250,000, to 
$5,250,000, $500,000 was added to the re- 
serve for portfolio fluctuation, bring- 
ing that total to $2 million, and $642,868 
was added to unassigned funds. 

American Manufacturers had a 5.1% 
increase in assets, to $22,923,267. Sales 
volume was $12,864,448. The net gain 
from underwriting and investments was 
$2,744,268. Dividends to policyholders 
were $1,952,665, 

$750,000 was added to the company’s 
net surplus, bringing the total to $3,750,- 
000, and the —— as regards policy- 
holders to $6,250 

Federal Feces yes with a 10.9% increase 
in sales, showed a 7.2% i increase in assets 
and 6.5% increase in earnings. Premium 
volume was $15,843,502 of which $3,259,- 
570 was retained. 


BUFFALO “I” DAY PROGRAM 





Buffalo Chamber of Commerce President 
Pearce is 13th Annual Insurance 
Day Guest Speaker 
Theme of the 13th annual Buffalo In- 
surance Day, March 28 will be “Boost 
Buffalo.” Held at the Statler Hilton, 
“I” Day will feature a talk by Howard 
Pearce, president of the Buffalo, N. Y., 

Chamber of Commerce. 

After registration at 9:00 a.m., 
Cutler, life superintendent, American Life 
of New York, will moderate a panel on 
“Life Insurance Selling for Casualty 9 
Property Agents.” Panelists include } 
Robert Patterson, brokerage supe raed 
ent, Aetna Life; Paul H. Kreuzer, brok- 
erage manager, "John Hancock Life, and 
Frank A. Trumble, brokerage manager, 
Prudential Life. 

The Buffalo chapter of C P C U will next 
sponsor a discussion on “Auto Merit 
Rates and Safe Driver Plans.” Partici- 
pants include Alfred Kroll, CPE u. secre- 
tary of Theodore Steeg & Son, Inc. in- 
surance agency; Richard H. Morse, CP- 
CU, superintendent of casualty insurance, 
American Surety of New York, and John 
L. Tabor, vice president of Tabor Insur- 


Ross 


ance Agency, Inc., CP-CU and CLU. 

At 11:30 the Buffalo Insurance Field 
Club will sponsor a discussion “The 
Agents Present Day Responsibility in 


Participants include 
agent, Royal-Globe 
Dermond McCarthy, 


Fire Underwriting.” 
John Ebdon, state 
Insurance Group; 


special agent, The Home Insurance Co., 
and Charles E. Hall, CPCU, special 
agent, Springfield Insurance Co. 


After Mr. Pearce’s luncheon address, 
the Greater Buffalo Association of In- 
surance Agents will sponsor a discussion, 
“The Agents Responsibility Toward the 
Community.” Participants include W. 
Wallace Young, Clarke Young Agency, 


Inc.; James Clauss, E. T. Clauss & Co., 
Inc.; Fred Dentinger, Buffalo Fire Office, 
Inc.; Morris Himmel, Aaron Freedman 


Agency Inc. and Thomas Wyres, Moss & 
Sullivan, Inc. A reception from 4:30 to 
6:00 will complete the day’s activities. 


Casualty Assn. Makes Study 
Of ICC Safety Regulations 


A study of the Interstate Commerce 
Commission’s motor carrier safety regu- 
lations is being made by the Association 
of Casualty and Surety Companies. 

Thomas N. Boate, manager of the as- 
sociation’s accident prevention depart- 
ment, said the organization’s commercial 
vehicle committee has begun the study 
as a cooperative effort to develop fleet 
safety recommendations to be submitted 
for consideration and adoption by the 
ICC. 

Mr. Boate said the committee’s study 
will include such proposals as the ex- 
tension of ICC jurisdiction to include 
certain classes of cargo and some classes 
of vehicles that are not now covered. This 
program was intended to assist ICC 
make more effective its nationwide pro- 
gram of preventing highway traffic acci- 
dents involving interstate carriers. 

The commercial vehicle committee, 
comprised of engineering specialists, also 
carries on research to provide model 
fleet safety programs which are intended 
to assist motor vehicle fleet operators 
to avoid accidents. 


NAMED BY STANDARD ACCIDENT 

Standard Accident recently appointed 
John Davidson as staff attorney for its 
Detroit branch office and Samuel Thomp- 


son as claim supervisor for that same 
branch’s claim department. 





aA Mutual Cos.’ 
Assets Increased 9.6% 


THE 1960 TOTAL WAS $708,802,130 





Liberty Mutual Gained $55,690,190; Lib- 
erty Mutual Fire Gained $6,332,965; 
Written Prems. Were $389,827,310 
The combined assets of Liberty Mutual 
and Liberty Mutual Fire exceeded $708,- 
802,130 in 1960, a gain of $62,023,155 or 
9.6% the previous S. Bruce 
Black, chairman of both companies, an- 
nounced. Liberty Mutual gained $55,690,- 
190 to increase its assets to $635,283,135 
and Liberty Mutual Fire gained $6,332,- 

965 to increase its assets to $73,518,995. 

During 1960, earnings totaled $56,272,- 
229 from underwriting and investment 
incomes before Federal taxes of $3,546,- 
459. Out of this, $40,511,186 was declared 
in dividends to casualty policyholders and 
$4,641,763 to fire policyholders, a total in- 
crease of $3,129,248 over 1959 dividends. 
The surplus funds of both companies 
were increased: $9,050,789 was added to 
Liberty Mutual and $1,415,738 to Liberty 
Mutual Fire surplus. Total surplus _— 
now are $124,145,445, a rise of 9.2) 


1960 Loss Reserve Totaled siamese 


1960 loss reserve amounted to $390,- 
673,151, of which $351,605,836 was assigned 
to the casualty company and $39,067,315 
to the fire company. Total liabilities were 
$525,918,943 for Liberty Mutual and $58,- 
737,742 for Liberty Mutual Fire. 

Premiums written were $389,827,310 for 
both companies, a gain of 88% over 
1959. Of this, approximately one-third 
was from workmen’s compensation, one- 
third from automobile and one-third from 
other lines, including accident and health, 
general liability and fire insurance. 

The company “continues to be 
largest writer of workmen's compensa- 
tion insurance, having held first place 

(Continued on Page 50 


over year, 


the 








PERSONNEL 


BL SERVICES, INC. 


"Specializes in Insurance” 


FIRE MANAGER $15,000 
Established Co. wants you to start dept. 

ACTUARIES (2) $15,000 
Here are 2 NYC careers for hvy casualty. 


INSURANCE MANAGER .......00000........ $10,000 
Solid multi line exp for Ig industrial. 
UNDERWRITERS—FEE PAID ............ $ 9,000 


Here are some top spots with a top N.J. Co. 
We need fire, auto, comp/liab & A&H. 
BRANCH MANAGERS (3) 8,000 
8 yrs casualty exper and all out of town. 
UNDERWRITER ............0.0..nscscsesossscoreees $ 8,000 
This is NYC and we need a heavy hull bkgd. 
UNDERWRITERS (2) 6,500 
3+ years of good inland marine will do. 
CLAIMS EXAMINER 2.0000. $10,000 
Lg out of state casualty needs NYC mgr. 
SPECIAL AGENTS (3) 0000000... $7-8,000 
Multiple line & good metro experience. 





50 CHURCH STREET NEW YORK 7, N. Y. 
WoOrth 4-8410 











N: Y. Casualty Mgrs. Hosts 
To Insurance Pressmen 
Representatives of the insurance press 
Man- 
York City at 


Casualty 
Association of New 
March 13 luncheon meeting in 
Club, N. Y¥. it 


always welcome opportunity for the press 


were the guests of the 

; 
ager’s 
the 


the 


its 


Lawyers’ provides 


to meet informally with the New York 
managers and to compare notes. 
James Strain, vice president of the 


Yorkshire, a member of the America 


Fore Loyalty Group, presided at the 
luncheon as chairman of the Casualty 
Managers’ Association. There were no 


speeches; good fellowship was much in 


evidence. 











HOME OFFICE: 


Outstanding Premiums 


Accounts Receivable 


Total Admitted Assets 


Claim Reserves 
Other Reserves 


Capital Stock 








Surplus 


Total Liabilities 


* Bonds and Stocks are valued on basis approved by National Association of 


Insurance Commissioners, 


Securities carried at $1,351,154.56 in the above statement are deposited for the 


purpose required by law. 


iss 


SEABOARD SURETY COMPANY 


100 WILLIAM STREET. NEW YORK 38, N. Y. 
Financial Statement—December 31, 1960 


ASSETS 


LIABILITIES 


Reserve for Unearned Premiums 


$32,085,205.32 
1,752,131.20 
175,252.94 
531,584.02 
96,615.63 





$34,640,789.11 


$ 9,127,047.08 
5,360,620.00 
1,977,226.81 
2,500,000.00 | 
15,675,895.22 





$34,640,789.11 
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W. I. Baxter of Cont’l 
Casualty Given Dinner 


WELL REGARDED BY LAWYERS 


Although Retiring ‘ese Present Post 
Will Continue With Continental as 
Part-time Consultant 


William | retiring 
assistant vice president (for claims) in 


department of 


Renan. resident 


the eastern Continental 
Casualty, was in the 
ning of Mar 


Road 
inciuding 


spotlight the eve- 


ch 9 when 5O of his friends, 


many leading insurance at- 


torneys, paid tribute to him at a delight- 
ful dinner party in the “Paris in the Sky” 
club atop Hotel Suburban, East Orange, 


Although Mr 
his present ( 


3axter is relinquishing 
post 


ontinental due to re- 





WILLIAM I. BAXTER 
“ment at 65, he will be 
the company in 
ing capacity on a part-time basis and wi ‘ 
be available for c tee: m by othe 
ce companies 
Francis J. Meehan, his New York 
‘iate, as the M.C., Mr. Baxter was 
at the dinner by one and all for 
his knowledge of the claim end of the 
casualty villingness at any 
and all times to c his cheerful 
rsonalit skill as a good will 
Ider for Continental Casualty. As a 
retirement gift he was presented with a 


+ 


tifi : ay hl sc 
cert “ate tor a color set 


retained DY 
ana vis ry and consult 














business, his 
operate, 


and his 








who 
i Baxter qualities were 
Lewis Ryan, Syracuse, past president 
of the New York State Bar Association; 
W. Clyde O’Brien, Rochester, past secre- 


Am mg "the prominent attorneys 


to these 












tary of New York Bar’s insurance sec- 
tion; R rd Galiher, Washington, D.C., 
a member of the American Bar Associa- 






tion’s insurance committee; Kenneth 
Bradley, Bridgeport, Conn., past presi- 
of the Connecticut State Bar Asso- 
mn, and William B. Somerville, Balti- 
well known defense attorney. 
joining in the tributes were the 
g Continental Casualty officials: 
rd Carpenter, vice president, 
Adams, vice president, National 
Hartford; Marvin Heifner and 
ert Drake, administrative 


home office of the 





dent 








assistants 
Con- 





tinental 


Baxter’s Career 
insurance 
claims adjuster with 
> Ocean Accident. He joined the Union 
Inde mnity in 1921 in its eastern claim 
lepartment and rose through the ranks 
to assistant the eastern vice president, 
ving char of claims in 16 north- 
eastern states. In January, 1933, he went 
into the New York Insurance Depart- 
ment’s liquidation bureau and_ stayed 
there for 1% years 

His next post was with the Bankers 


“Bill” Baxter started his 
career in 1919 as a 











Munich Management Corp. 
Names Rodermund Actuary 


Von Behr 


MATTHEW RODERMUND 


Munich 
managers of the 
Munich 
Co., announces the 
Matthew Rode 


and actuary 


James Inzerillo, president of 
Management Corp., 
United States Branch of the Re- 
insurance appoint- 


ment of rmund as vice 
president 
appointment to Pegs: 
new post of actuary is in fulfillment of 
Munich Reinsurance’s prograt 
tending complete services and fac 
its reinsureds and keeping 
new developments in the 
field. 

A native of 


Mr. Rodermund’s 





abreast wi 
reinsurance 


Milwaukee, Mr oe 
mund is a graduate of Beloit (Wis.) Col- 
lege. He came to New York in 1940 with 
the American Mutual Alliance. He joined 


Interboro Mutual Indemnity of New 
York in 1942 and became an Associate 
~ the Casualty Actuarial Society in 
1946 and a Fellow in 1947. The Inter- 
boro Mutual named him actuary in 1947 
and assistant secretary in 1949 
Rodermund served on the Council 
of the Casualty Actuarial Society from 
1957 to 1960. Since 1953 he has been a 
member of the Society’s committee on 


review of 
chairman, 
committee 
For 12 years Mr 
active in the insurance acc 
statistical ‘iation. He 
director from 1953-1955, vic A aoa ident in 
charge of physical arrangement for the 
1956 conference at the Hotel New Yorker 
N.Y., and vice president in charge of 
research and special c ainilibeas for 1956- 


papers, cu 
and is 


trently serving as a 
also on the auditing 


has been 
minting and 
was research 


Rodermund | 


assoc 








1957. He is presently a member of the 
Association’s policies and planning com- 
mittee. 

Mr. Rodermund is treasurer of the 
Mental Health Association of Nassau 
County and is a member of the board 
of directors of that association and of the 
New York State Association for Mental 


Health 


Indemnity in New York 
ager of its 


1936 he 


as assistant man- 
claim department. Then in 
joined Continental Casualty as 


an adjuster of non-can. A. & S. claims 
along the eastern seaboard. Four years 
later he was invited to join the Spring- 


field F. & M., then entering the casualty 
field, and for “the next four years he 
served as home office superintendent of 
casualty claims. 

” Rejol ’ning Continental Casualty in April, 
1944, he was appointed supervisor of 
claims for eastern United States. In May, 
1956, in recognition of his ability, he 
was promoted to his present post 

Mr. Baxter is a past commander of 
Insurance Post 1081 of the American 
Legion and served in World War I in the 


U. S. Navy. 


David White Happy Over 


Son’s CBS Promotion to V.P. 


David C. White, president of his own 
multiple line agency at 55 John Street, 
New York, 
result of the recent promotion of his son, 


is in a happy mood as a 


Lawrence, be vice president of day- 
time programs of the CBS Television 
Network. Since September, 1959, Mr. 
White has been director of the daytime 
programs. 

Lawrence White made his debut in 
radio while an undergraduate of Syracuse 


University from which he obtained a 
B.A. degree. He came to New York in 
1948 and with his father’s encourage- 


ment, decided to devote his career to 
television work. He joined DuMont Tele- 
vision Network that year and became 
producer-director and script editor. From 
there he went to the Benton & Bowles 
Advertising Agency where for eight years 
he served successively as a staff producer 
and director, supe programs and 
director of programming. He produced 
the agency’ s two half-hour CBS 


rvisor of 


daytime 


serials, “Edge of Night” and “As the 
World Turns.” 

Since joining the CBS Network Mr 
White has advanced steadily to his 
present executive post which gives his 
father great joy. 


Patricia A. Vamos Joins 
Consolidated Cos., Brooklyn 


The ap ager yer of Patricia A. Vamos 
as director of public relations and sales 
promotion for the Consolidated Com- 
panies of Brooklyn, N. Y. is announced 
by Harry Strongin, president 

With over 10 years’ experience in the 
communications and insurance fields, 
iss Vamos will direct the expanded 
eaarteane and publicity program of 

oth the Consolidated Mutual and its 
au Ily-owned subsidiary, the Long Island 


Insurance Co. 

Miss Vamos was previously assistant 
editor of the Life Office Management 
Association. Prior to that, she served 
as editor and research assistant for 
Ebasco Services, Inc., and with the Na- 
tional Bureau of Casualty Underwriters 
She holds an A.B. degree from New 
York University. 


Aetna C. & S. Names Crandall 
In Phila.; Advances Morris 


Alanson Crandall has 
sociate manager at the 
fice of Aetna Casualty & Surety Com 
pany and will become manager May 1 
on the retirement of Theodore A. Eng- 
strom, its present head. Mr. Crandall, 
who has been in charge of the Des 
Moines, Ia., office for the past four 
years, will be succeeded as 


been named as- 
Philadelphia of 


general man- 
ager there by Glenn B. Morris. 

A graduate of University of Rhode 
Island, Mr. Crandall joined Aetna Cas- 
ualty at Boston in 1945, subsequently 
erved as org wag eed “ the agency 
department at the Hartford office and 
assistant manager at elie be- 
fore going to Des Moines 

Mr. Morris, a graduate of Illinois 


Wesleyan U niversity, 


’ joined the company 
12 years ago at Cl 


hicago and was named 


superintendent of the agency depart- 
ment at Pittsburgh in 1955, He has been 
serving as assistant secretary, agency 


™ partment, at the company’s home office 
1 Hartford for the past two years. 


MARINERS CLUB FORUM 
The New York Mariners Club on 
March 14 conducted its third panel discus- 
sion on inland marine insurance 
as multiple lines coverages. 
held at the 


as well 
[his session, 
Antlers Restaurant, featured 


four marine underwriters in New York 
City. The experts were Henry Eisen- 
reich, Northern of New York; Edwin 
Ryder, St. Paul Group; Frederick B. 
North, Marine Office of America, and 


John Murphy, Reliance, 


Slattengren Reports on 
Seaboard’s 1960 Gains 


EARNINGS PER SHARE WERE $2.63 
Advises Shareholders That Combined Net 


Income from Underwriting, Invest- 
ments After Taxes Was $1,315,205 


G.. B: Slattengren, " president of the 
Seaboard Surety Co. of New York, gave 
a realistic evaluation of this company’s 
operation during 1960 in his annual re- 
port to shareholders. He pointed to the 
“increased problems” of the past year, 
which arose principally from “intense 
competition in the construction industry 
and resultant contractor insolvencies.” 
These, he said, “sharply affected our 
underwriting results.” 

At the same time, 
increased investment income and lesser 
Federal income taxes thereon, compen 
sated for the drop in underwriting profit.” 

Seaboard’s 1960 statement of income 
and surplt us showed income from under- 


he reported, “our 


writing of $941,785 before Federal in- 
come taxes. Net underwriting income 
after taxes was $441,620 compared with 


$519,892 for 1959. Investment income be- 
fore Federal taxes was $997,340 and after 
taxes stood at $887,176 compared wit! 
$780,311 the year-end previous. 

Combined income from underwriting 
and investments totaled $1,939,125 before 
Federal income taxes and after deduc 
tions for the Federal taxes and _ sales 
of securities, the net income was $1,315,- 
205 as against $1,292,842 in 1959. Mr 
Slattengren pointed out that “earnings 
per share were $2.63 vs. $2.59 in 1959 
These figures do not reflect any change 
in equity in our unearned premium re 
serve 26 

Cash dividends of 
leclared and paid 


$1.30 per share were 
in 1960 for the total 
of $650,000. This compares with $585,000 
in 1959. For the first quarter of 1961 
a dividend of 35 cents per share was 
declared by the board of directors. 

Net rte see Earned $9,559,359 

Production for the past year developed 
little change in premiums written or in 
premiums earned, the annual report 
stated. A total of $9,896,198 was recorded 
in net premiums written and $9,559,359 in 
net premiums earned. This compared 
with $9,437,047 earned premiums in 1959 

“Of importance,” explained Mr. Slat- 
tengren, “gross contract bond premiums 
written dropped 9.3% or $648,882. Gross 
premiums written on other lines slightly 
exceeded the drop in contract bond 
premiums 

“Operating expenses for 1960 totaled 
$4,008,098 compared to $4,015,452 in 1959 
The ratio of expenses to premiums 
written changed only slightly, dropping 
from 41.1% to 40.5%.” 

Assets Increased to $34,706,561 

Seaboard’s total admitted assets at the 
vear-end were $34,706,561 compared with 
$33,881,746 at the close of 1959. Of this 
total $32,085,205 represented investment 
in stocks and bonds. “This is $5,647,389 in 
excess of original cost,” said Mr. Slat- 
tengren. “Using December 31, 1960 mar- 
ket prices for all securities, their total 
value would be $31,938,882. Unrealized 
profit from stock appreciation was $5,- 
642.898 at the year-end, a decrease of 
$279,300 for the year. Bonds maturing in 
five vears or less total hg pe which 
is 35.4% of total bonds held. Cash, U.S 
Government and other bonds, at market 
values, equalled 127% of all known liabili- 
ties after excluding statutory reserves 
of $351,255.” 

The companv’s capital ($5 par) con- 
tinues at $2.500.000 which. with surplus 
of $15,675,895 (including $1,000,000 paid 
in), gave a surplus to policyholders at 
the year-end of $18.175,895. This com- 
pared with $18,019,633 the previous year- 


end. 

In closing his report Mr. Slattengren 
said: “While we cannot see signs of early 
improvement in the economic areas which 
have affected our operations, we are 
confident that continuation of present 
policies will produce a more satisfactory 
underwriting results and a strong or- 
ganization with which to meet future 
problems.” 
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Rust Foresees Lower 
Auto Insurance Rates 

IN STATE FARM 

Earned Prems. at Record $469,117,621; 


Policies Up 4%; Assets Reached $6339,- 
558,318—12.6% Over 1959 Figure 


1960 REPORT 








Lower car insurance rates are foreseen 
by the president of the State Farm of 
Bloomington, IIl., which has already cut 
$6,000,000 from its policyholders’ pre- 
mium bill. 

Edward B. Rust, president of the com- 
pany, said further cuts are likely in 1961 
providing claim costs continue downward. 
Insurance rates and that traffic accident 
toll march hand-in-hand, he said, and 
stepped-up traffic safety efforts in many 
large cities are beginning to pay off in 
lower insurance costs for many motorists. 
In a few areas where accident experience 
has worsened, rates may go up, but the 
overall picture is good, he added. 

‘Better insurance company experience 
in the nation’s courtrooms is also helping 
to lower costs.” Mr. Rust credited a 
recent trend toward more reasonable jury 
awards to growing public awareness of 
the relationship between damage verdicts 
and insurance rates. 

Intensified competition within the in- 
dustry is bringing other benefits to the 
insurance buyers, Mr. Rust said. In 1960, 
State Farm and several other major auto 
insurers developed facilities to provide 
voluntary insurance for “extra hazard- 
ous” drivers, many of whom have tradi- 
tionally sought insurance protection in 
the assigned risk plans. New rating plans 
designed to pinpoint the most equitable 
rate for the individual motorists was 
another industry development of 1960. 

Now In 20th Year 


Mr. Rust’s comments were made in his 
year-end report on 1960 operations of 
State Farm Mutual, now in its 20th vear 
as one of the nation’s largest auto in- 
surers. Earned premiums and member- 
ship fees rose 86% to a record $469,- 
117,621. 

At the year’s close, there were 6,161,- 
433 policies in force, an increase of 4% 
over 1959, and State Farm policies 
covered 12% of the private passenger 
cars operating in the U. S. Assets reached 
$639,558,318, or 12.6% over the 1959 figure. 
Surplus to protect policyholders was in- 
creased $50,613,018 to $206,732,643. 

For the 11th straight year, claims paid 
were up, increasing 8.8% to $243,829,851. 
The company settled a record 2,157,390 
claims in 1950. 

Investment gain amounted to $19,794,- 
536, compared with $16,164,447 a year ago. 
Underwriting gains rose from $15,916,341 
to $55,711,235. The formula for unallo- 
cated loss expense reserves was adjusted 
in 1960 to the standard basis in general 
use in the industry, releasing $13,853,211. 
which augmented the underwriting gain 
for the year. 

Slow-down In Economy 

For most of the year, new business 
production was below the 1959 rate, 
Mr. Rust said, attributing it to the gen- 
eral slow-down in the economy, Applica- 
tions matched year-earlier levels in Sep- 
tember and have been steadily higher 
since, he said. 

Two new companies were added to the 
State Farm Group in 1960. State Farm 
Assurance, organized in October, will 
write business in areas where State Farm 
Life Insurance does not operate. State 
Farm County Mutual Insurance of Texas 
will write special classes of business in 
that state. Ground has been broken for 
regional offices at Wayne, N. J., and 
West Lafayette, Ind. They will open this 
fall, bringing the total of State Farm 
regional offices to 18. 

State Farm Mutual’s wholly- owned af- 
filiates also recorded excellent gains in 
1960, Mr. Rust reported. State Farm Life 
had $1, 633,177,791 of ordinary life in force 
at year-end, up 10.5% over 1959. Life 
insurance sales in 1960 totaled a record 
$310,763,979. Assets stood at $212,599,038, 
a 13.7% gain. Surplus to protect policy- 
holders climbed 11.4% to. $25,661,208. 

State Farm Fire and Casualty reported 





Forty Grant-in-Aid Awards 
For Study Setup by ITHS 


An increase in the number of grant-in- 
aid awards and an elective study pro- 
gram are new features of the nine-month 
Traffic Police Administration Training 


a 24.5% increase in gross direct pre- 
miums written to $42,145,243. Net earned 
premiums after reinsurance were up 
29.5% to $24,032,983. Underwriting profit 
was $1,440,901 and investment gain was 
$1,440,232. At year end, assets were $9,- 
843,944, policyholders surplus $15,121,438. 


Program of the Traffic Institute, North- 
western University, Evanston, III. 

The Insurance Institute for Highway 
Safety has provided 40 grant-in-aid 
awards for study at the traffic institute 


from September 14, 1961, to June 17, 
1962. 
In addition to the regular, general 


study program, the 1961-62 Traffic Police 
Administrator course offers an elective 
of guided independent study according 
to the particular need of each law en- 
forcement agency. The regular, general 
course is offered for men whose depart- 
ments need general, over-all knowledge 
in traffic police administration. Deadline 
for applications is May 15, 1961. 


CITY EMPLOYES’ AUTO LIAB. 

City employes of St. Paul who use 
their own cars on city business will be 
required to carry adequate liability in- 
surance under a recommendation made 
to the city council. 
made by the committee 
was that such car owners be required 


to carry liability insurance with $100,- 
000 and $200,000 limits and property dam- 
age in the amount of $10,000 and that the 
city be included as one of the named 
insureds. The council referred the mat- 
ter to its personnel committee for study 
and report. 


The suggestion was 


car allowance 





What does Atna Casualty mean 


by “true low-cost casualty insurance” for large risks? 
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A statement by 


HOWARD T. KNUDSEN 


Vice-President, 


A successful insurance company doesn’t simply “cut 
rates” to get business. Instead it works hand in hand with 
the agent or broker to develop a realistic insurance 
program—one which is fair to both the buyer and the 
Company. Once ona risk, it works with the buyer to 
reduce his losses—thereby lowering insurance costs and 


keeping them low. 


AXtna Casualty’s underwriting approach begins with 
a thorough professional analysis of all exposures involved, 
undertaken with the full cooperation of the buyer’s agent 
or broker. This analysis results in competent advice and 
recommendations being given on the kinds, amounts and 


plans of insurance needed. 


A competitor may occasionally quote an initial pre- 
mium lower than ours. Unless he is merely out to “‘buy 


Agency building is our business 


7Etna Casualty and Surety Company 


Liability Underwriting Dept. 
€tna Casualty and Surety Company 


Affiliated with 7Etna Life Insurance Company 


deliver. 


the business’, however, 
reduce costs at least to his level. We do it with a tailor- 
made underwriting program, experienced engineering 
service, proper claim handling and the full cooperation 
of management. We always endeavor to under-promise 
and over-deliver rather than to over-promise and under- 





it seldom takes us long to 


Etna Casualty alone cannot guarantee lower costs to 
anyone. Our experience does prove, however, that proper 
cooperation from management enables us to reduce 
losses—and therefore premiums—on almost any risk. 

Our success in delivering this kind of true low-cost 


insurance is just one of the reasons why AStna Casualty 


Standard Fire Insurance Company e 


has so many loyal agents and why A°tna Casualty agents 
have so many loyal clients. 
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Back Safety-Financial 
Responsibility Plan 


FOR NORTH CAROLINA DRIVERS 


Ins. Committee Warns Legislature of 
“Administrative Chaos, Spiraling 
Costs” if Compulsory Law is Passed 


Rallying to the war cry, “There still is 
time to save North Carolina from the fate 
4 Massachusetts,” the Committee for 
Better Motorists’ Protection in North 
Carolina has announced its backing of 






a npre ehensive safety and financial 
sponsibility automobile insurance pro- 
gram in that state 
The committee, representing member 
npanies which write more than 80% 
) o insurance in North Carolina, be- 


“avoid the admin- 
spiraling costs im- 
state by the 


lieves its program will 
chaos and 
sed on the people of the 
compulsory law.” 

In an editorial sen 
press entitled “Face t 


e committee 
Cost Will Reach $100,000,000 
‘At the 


t to the insurancs 
he Fact Square ly : 
States: 


present loss rate, the cost of 


mpulsory automobile insurance in 
North Carolina—if it is continued—will 
be an extra $100 million during the next 
ve years. There are three ways to cover 
his loss: 

(1 \ series of substantial rises in 
premiums; (2). Force the insurance com- 
panies to continue to operate at a loss, 





and consequently force many of them out 
f the auto casualty insurance business in 


North 





rolina; (3). A state subsidy of 

the auto insurance industry or a state- 
operated insurance fund 

‘At the present time, the mood seems 

to be in favor of the second choice—let 


he insurance companies continue to pay 
out 15, 20 and 30% more in claims and 
expenses than they are taking in in pre- 


miums. If this is <a the legislature 


intended when it passed the compulsory 
insurance law, then let’s get it out in the 
open. Let’s tace up to the full implica- 


tions of such a policy.” 


The committee points out that the 


“first trickle in the rising tide of rate in- 
creases was the 6.3% increase recently 
swe based on the loss experience 
under the first year of compulsory.” The 
committee further states: 


1958-1959 which 
and evaluated 


“The loss experience of 
is now bein 


1 


g collected 

















he state rate seaneatrative: — will 
throw a good deal more light on what 
the people of North Carolina are in for 
- compulsory 
only has the dollar loss risen 
rply because premiums are grossly 
inadequate compared to the risk involved, 
ther statistics show a turn for the 
WOTSE 
“The population of the assigned risk pool 
KS cketing 
“Traffic fatalities, which were falling steadily 
! to compulsory, 
s s since comy 
et says to the reck 
ess lent—it’s prepaid 
‘A of tl state’s excellent 
ghw forced off the road by 
the work required of them 
t r compulsory 
Industry projections of current loss trends 
dicate a further rise insura losses of 
So by 1 lf this projecti olds true, the 
1 lo to compulsory may be well in ex 
resent $1 lliot stimate, which 


Legislature Must Face Alternatives 


decides to extend the 
ompulsory law, the committec 
it should face up to the clear alterna 
tives: “The policyholders must be pre- 
pared to take on a greatly increased bur 
den in premium payments; or the 


If the legislatur 


be heves 


1 
bosses 


must be forced on an already overbur 
lened insurance industry, resulting in a 
nstricting market with many of the 
mpanies withdrawing from the auto 
usurance business in North Carolina; or 


the legislature must consider some form 


WEIGH TEXAS COMP. AUTO INS. 


Legislature Subcommittee Studying Bill; 
Goodman of American Mutual Alli- 
ance Presents Alternatives 

Consideration of compulsory automo- 
bile insurance in Texas is now be fore a 
subcommittee of the legislature’s house 
insurance committee following a recent 
hearing in Austin on House Bill No. 132 
for compulsory insurance sponsored by Rep. 
Ben Lewis, Dallas. The hearing was before 
the full house insurance committee of 21 
members, after which the proposed legis- 
lation was referred to the subcommittee. 

Richard E, Goodman, attorney of the 
legislative bureau, American ‘Mutual In- 
surance Alliance, appeared in behalf of 
the Alliance and the Texas Association 
of Fire and Casualty Insurance Compan- 
ies to present shortcomings of compulsory 
insurance laws and to explain recom- 
mended alternatives. 

Rep. Lewis, speaking in behalf of com- 
pulsory type insurance, said an estimated 
336% of the drivers of the four million 
registered vehicles in 


Texas are unin- 
sured. He contended no driver should 
be allowed on the highways without 
being financially responsible and advo- 


cated that all drvers be required to main- 
tain such responsibility through compul- 
sory type insurance 

Mr. Goodman pointed out that studies 
by the Alliance legislative bureau show 
that compulsory insurance laws create 
additional and objectionable problems of 


their own. Stronger financial responsi- 
bility laws, he said, would produce the 
desired results without the problems 


brought on by compulsory. To that end, 
he recommended that the committee con- 
sider the recommendations of the Texas 
Legislative Council. 


The two essential and pertinent points 
of the council’s recommendations, he 
nF were: (1) That following an acci- 
dent the motorist be required to provide 
proof of future financial responsibility, 
and (2) that after two convictions on 
charges of reckless driving or speeding 
within a period of 12 months, the unin- 
ured motorist be required to provide 
proof of future financial responsibility. 


of socialization which would mean taking 
the money from the taxpayers to cover 
the losses.” 

Committee officers are: 
James G. Gage, president of 
surance Co., High Point; vice chairman, 
Stanley J. Wiemer, resident vice presi- 
dent, Nationwide Mutual, Raleigh; vice 


Chairman 
Textile In- 


chairman, Glenn H. Duffy, manager, 
U.S.F.&G., Raleigh; assistant manager, 
Fred M. Benton, The Travelers, Raleigh; 


manager, Harold C. McAllister, Jr., 
Phoenix Insurance Co., Raleigh; general 
manager, G. D. Culp, North Carolina 
Farm Bureau Mutual Insurance Co.; 
manager, Charles D. Arthur, Great 


\merican Insurance Co., Raleigh, and 
public relations manager, C. Morgan 
Bissettee, Allstate Insurance Co., Char- 
lotte 
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N. Y. Auto Assigned Risk 
Plan Off 21% in 5 Mos. 


The number of motorists applying for 
automobile insurance to the New York 
automobile assigned risk plan has 
dropped 21% during the past five months, 
George J. Schepens, manager of the plan, 
has disclosed. 

This is the first significant reduction 
in assigned risk applications since New 
York’s compulsory automobile insurance 


law went into effect in 1957, Mr. Sche- 
pens said. ; 
Changes made last October 1 in as- 


signed risk plan rules, he said, included 
a provision for giving companies double 
credit against their assigned risk quotas 
for voluntarily providing insurance to 
male drivers under age 25. 

Mr. Schepens reported that the Plan 
received 24,508 fewer applications during 
the period from October 1, 1960 to Feb- 
ruary 28, 1961, than it did for the same 
period a year earlier. The percentage 
reductions by month were October, 21; 
November, 12; December, 26; January, 
19, and February, 206. 


“The Assigned Risk Plan was created 
by insurance companies to assist indi- 
viduals who cannot secure automobile 


liability insurance through normal chan- 
nels,” Mr. Schepens explained. “Drivers 
insured through the Plan are distributed 
proportionately to all insurance com- 
panies writing automobile lability insur- 
ance in the state. 

“The assigned risk 
much higher than 
written in the open market. The most 
recent national study shows that insur- 
ance companies incurred losses and over- 
head expenses of about $140 for every 
$100 of premiums earned from assigned 
risk business during the most recent 
five-year period available. The record in 
New York was worse than the national 
average, amounting to $160 for every 
$100 of premiums.” 
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Bartlett Urges Public to 
Help Cos. Cut Auto Rates 


The automobile insurance business is 
striving to resist inflationary pressures 
but needs strong help from the public 
to be successful in its efforts, G. H. 
Bartlett, Allstate vice’ president declared 
in Rochester recently. 

Mr. Bartlett, who attended the open 
ing of the new Allstate Rochester re- 
gional office, said severe pressures come 
from many sources. 

“These include the great number of 
injuries and deaths due to car accidents, 
increasing cost of damage repairs, more 
claims per accident, high jury awards, 
increasing cost of hospital and medical 
care, and the inclination of many juries 
to grant excessive awards,” Mr. Bartlett 
pointed out. 

The public can be the deciding factor 
in the insurance companies’ effort to 
hold the line, for in the long run it is 
the public which insurance rates, 
Mr. Bartlett said. 

“By vigorous action 
and to eliminate 
drivers from the 
Citizen can join 
and the insurance 
way,” he declared. 

The auto insurance business is in a 
much more competitive environment, he 
concluded, which is working through 
the free enterprise system for the benefit 
of insurance buyers. 


sets 


to halt accidents 
dangerous and unfit 
highways, Mr. Average 
with public officials 
industry in a major 


KENNEDY ELECTED TO BOARD 


Standard Accident board of directors 
elected Fred J. Kennedy, senior partner 
of the law firm of Butzel, Eaman, Long, 
Gust & Kennedy, a director of the com- 
pany. Mr. Kennedy replaces Leo 
3utzel of the same firm who recently 
passed away. Mr. Kennedy, who has 
long been a legal advisor to the officers 
of the Standard Accident, was admitted 
to the Michigan Bar in 1915. 

He is a member of the Detroit Bar 
\ssociation and the State Bar of Mich- 
igan as well as a director of Kelsey- 
Hayes Wheel Co., Cunningham Drug 
Stores, Inc., Mueller Brass Co., Murray 
Corp. of America, Continental Motors 
Corp., and Stroh Brewery Co. 


Liberty Mutual Results 


(Continued from Page 47) 

since 1936.” Last year’s premium writings 
in workmen’s compensation insurance 
were $141,775,833, an increase of 13.1% 
over 1959. Total premiums in automobile 
insurance amounted to $132,766,963, an 
increase over 1959 of 6.9%, ranking this 
second only to workmen’s compensation 
in volume. Premiums for general liability 
lines amounted to $42,243,493, a 12.3% in- 
crease. Premiums for group accident and 
health insurance were $39,383,735, a 5% 
increase. Premiums for fire and allied 
lines were $33,657,286. 
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New Amsterdam Cas. 
Showed Net Loss In ’60 


AIDED BY INVESTMENT INCOME 


New Amsterdam’s Net Loss Was $5,543,- 
641; U. S. Casualty Dropped Another 
$5, 551,380; Gongeas on Future 
report to stockholders, 
New Amsterdam 


In the annual 
E. Clayton Gengras, 

Casualty board chairman and President 
C. Sewell Weech said investment income 
for 1960 was the highest in company his- 
tory. 

They also reported that New Amster- 
dam had a net loss for 1960 of $5 543,- 
641, and its subsidiary, United States 
Casualty lost another $5,551,380, “Loss- 
es,” the report stated, ‘would have been 

greater had it not been for the invest- 
ment income received.” 

Jesse Glasgow, financial editor of the 
“Baltimore Sun” reported: 

“The board chairman told 
that part of the operating 
been due to ‘many accounting adjust - 
ments,’ or, as he said at another point, 
‘a more realistic appraisals’ of a number 
of factors. 


newsmen 
losses had 


Puts Emphasis on Future 

“Mr. Gengras who took over five 
weeks ago, seemed more inclined to 
talk about the future than New Amster- 
dam’s immediate past.” 

The company’s 1960 loss of $5,543,641 
compared with a 1959 profit of about $1,- 
300,000. 

Earned premiums for 1959 had been 
smaller than expenses, but investment in- 


come allowed the company to show a 
net gain. 
For 1960, New Amsterdam reported 


earned premiums of $59,974,097, compared 


with $61 222,875 in 1959 and $62,228,620 
in 1958. 


As of December 31, New Amsterdam’s 
admitted assets were $124,888,452. One 
earlier, the total was $128,745,887. 
Baltimore Will Play Larger Part 
Mr. Glasgow, 


year 


in further reporting his 
conference with Mr. Gengras, 
states: “One thing Mr. Gengras makes 
clear is that Baltimore will have a more 
important role under the new manage- 
ment than it formerly had. 

“Several operations have been trans- 
ferred from New York to Baltimore, and 
Mr. Gengras said there is further con- 
solidation to come. 

“New Amsterdam has branches of one 
sort or another in 50 cities, but in the 
future they will have less autonomy and 
will work more closely with the Balti- 
more home office. 

“The company is combining some of its 
machine operations and has begun mak- 
ing improvements inside and out at its 
he adquarters building on St. Paul place. 

“Mr. Gengras said New Amsterdam is 
in the process of reviewing the leases on 
some of its real estate including the 29- 
story building in the heart of New York’s 
financial district. 

“Other things 


press 


being 


reviewed, range 
from business now on its books and 
the personnel all the way to the com- 


pany’s investment portfolio.” 


New Longshoremen Dock 


Workers’ Law Pamphlet Out 


A new edition of the U. S. Longshore- 


men’s and Harbor Workers’ law pam- 
phlet has been published by the Asso- 
ciation of Casualty and Surety Com- 
panies 


The association said the revised pam- 
phlet incorporates important changes 
in the law. It contains a digest and 
complete text of the workmen’s compen- 
sation law and pertinent supplementary 
laws, including all amendments enacted 
by the 1960 legislative session. Annota- 
tions of cases decided since publication 
of the last edition also are included. 

Copies may be obtained from the 
Editor, Law Publications, Association of 
Casualty and Surety Companies, 60 John 


Street, New York 38, N. Y. at $1.50 each, 
plus applicable sales tax, which price 
includes any supplement issued prior 


to re-publication of the pamphlet. 


Donald Deuster Appointed 
Assistant to J. S. Kemper 


Donald E. Deuster has been appointed 
assistant to James S. Kemper, Kemper 
Group Board Chairman. 

Mr. Deuster, a graduate of ‘Ripon Col- 
lege under a James S. Kemper Founda- 
tion scholarship, has been with the Kem- 
per organization since 1956. 

He started as an inland marine fire 
underwriter while a law student at Uni- 
versity of California at Los Angeles. 
After receiving his law degree he joined 
Excess Underwriters, Inc., a Kemper 
division in Chicago, and the following 
year transferred to the Kemper home 
office legal department. 

Mr. Deuster recently was selected as 
one of Chicago’s five outst: anding Jaycees 
for 1960. He received a Key Award from 
the Chicago Junior Association of Com- 
merce and Industry for his direction of 
four nonpartisan practical politics 
courses last spring. He also directed 
a Jaycee-sponsored series of weekly tele- 
vision programs before the November 
general election to acquaint Chicago area 
citizens with needs of both political par- 
ties for workers. 

Mr. Deuster in 1958 organized and be- 
came first president of Republicans of 
Libertyville. This past year he was 


eT ae a 


TRANSFER HATCH TO NEW YORK 
Howard S. Hatch, 
ferred to N 


Jr. has been trans- 
Yew York City and advanced to 
regional claim manager of the property 
and casualty division of the Springfield- 
Monarch Mass. 
Formerly claims in 


Companies, Springfield, 
superintendent of 
the companies’ eastern departmental 
office in Springfield, Mr. Hatch will now 
be in charge of all property and casualty 
claim operations in the Mid Atlantic Re- 
gion. He attended Syracuse University 
and the New England School of Banking 


and joined the Springfield- Monarch 
Companies in 1957 as assistant superin- 
tendent of claims after ten years’ ex- 


perience. 


elected Republican precinct committee- 
man and helped found Republican Teens 
of Illinois. 

Mr. Deuster spent two years as an offi- 
cer in the U. S. Army, including service 
in Korea. He is president of Ripon in 
Chicago alumni, deacon of the First 
Presbyterian church of Libertyville and 
a director of the Theodor Binder Ama- 
zonian Albert Schweitzer Hospital foun- 
dation, which does medical mission work 
at Pucallpa, Peru. 


“VIP” Cartoons to Feature 
Aetna C. & S. Ad nN. Agi 


A new advertising campaign based 
the theme that “Protection is a Job fo 
Professionals” will be introduced 1961 


by Aetna Casualty 
The ads, to 


& Surety 


appear this spring 





l and 
summer in “Life,” “Saturday Evening 
Post,” “Sunset,” “Newsweek” and “U 
S. News and World Report,” will 
pictures by nationally-known photogra 
phers showing men who are obvi y 
professionals doing their jobs under 


dramatic, human-interest 

A second campaign for spe 
will feature cartoons by 
“VEE he ca 
insurance shou 
working At set assets, not as just an 
expense, will appear in “Fortune” and 
“The National Ins surance Buyer.” 

Aetna Casualty’s long-standing 
-Personal Service theme 
carried throughout both ad serie 
newspaper, radio, television, direct ma 
and display material which Aetna Cas 
ualty agents may use to tie in with tl] 
campaigns. Remington Advertising 
Springfield, Mass., is the agency | 
the campaigns. 
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Prudential’s handy reference booklet—“Brokers Guide 
to Prudential Policies”— puts profitable facts at your 


fingertips. 


It gives you i 


portant information about 


Prudential policies — completely, concisely, conveniently. 


It makes it simple to give your client a point-by-point 


rundown on the outstanding features of each policy... 


what it is... 


what it does.. 
Your client gets all the facts... 


.which is best for him. 
you make the sale. 


Besides the Brokers Guide, Prudential’s Brokerage Services 


offer you the assistance of trained Brokerage specialists. 


They will help you make sure your client is satisfied. 


Write for the Brokers Guide or for further 


information, today. 
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Conn. Cos.’ Aged Bill 
Seen Likely to Pass 


SEERY IS CHIEF SPOKESMAN 
Measure Being Studied by Legislative 
Insurance Committee Would Provide 
More Protection at Lower Cost 
permitting companies licensed 


A bill 


in Connecticut to combine to issue 


health 


over 05 


a new 


type of and accident policy for 


persons is presently before the 


state legislative insurance committee 


The measure, urged by a group of 


Connecticut companies and assured of 
bipartisan support from lawmakers, went 
hearing 

resident William M 
the bill said it 


any insurance 


unopposed at a recent 
T Vice P 


I spokesman [for 





Seery, 


“would authorize company, 


jomestic or foreign, which writes health 
with 


offer- 


citizens com- 


insurance in Connecticut, to join 
other companies 


ng to ( 


in developing and 
‘onnecticut’s senior 
prehensive health 
gainst major 


insurance 
nnank ‘ial loss.” 


coverage 


Program First of Its Kind 


He called the proposal an “experiment” 


und pointed out that such a program 
is not in effect anywhere else in the 
country. Premiums on policies under the 
program would range from a base of 
$7.50 a month to about $17.50 for the 
most inclusive package 

“For some time,” Mr. Seery explained, 


“the health insurance companies of Con- 
necticut have been studying this prob- 
lem. We want to pool our experience 
and underwriting capacities to experi- 
ment and develop this kind of coverage 
for older people. We believe they need 


this protection and will welcome its ap- 


pearance 

“If this bill becomes law, we propose 
to form a voluntary unincorporated asso 
ciation through which any Connecticut 
resident who is 65 or older can buy this 
coverage for himself and his spouse 
We propose to operate this program 


so that any excess of premiums over 
expenses and a small risk charge 
will be used for the benefit of the people 
insured.” 
Mr. Seery said “this is the first time, 
our knowledge, that the legislature 
of any of the 50 states has been requested 
grant permission for this kind of 
an experiment. We think it is appropri- 
ate that Connecticut assumes such leader- 
ship. 


“We 


losses, 


cannot undertake this 
without action by the general assembly.” 

The bill also received approval from 
the Connecticut Medical Sockety, Connec- 
ticut Chamber of Commerce and the 
Connecticut Association of Insurance 
Agents. 


program 


Kerr-Mills Aid to Aged Law 


Acted Upon in 37 States 
The Kerr-Mills medical aid for the 


aged (Public Law 86-778) its way 
toward implementation in 37 states and 
two U. §S possessions, the American 
Medical Association has announced. The 
program is also under study in 11 other 
states. Said AMA President Dr. E. Vin- 
cent Askey: 

“The voluntary medical care 
came law only five months ago, but is 
being acted upon as rapidly as any 
grant-in-aid program in the nation’s his- 
tory. This is evidence that the law offers 

sensible, workable solution in solving 
the health care needs of our older 
citizens.” 


is on 


plan be- 


Society of Actuaries 
Sets Session Slates 


FIRST AT N.Y.C, MARCH 23-24 


Dallas Meeting April 6-7 to Feature Em- 
ploye Benefit Session; Warters, M. D. 
Miller, J. H. Miller Will Preside 


A session on employe benefit plans 
will feature the Dallas regional meeting 
of the Society of Actuaries, April 6-7 
at the Hotel Statler Hilton. A similar 
meeting March 23-24 will be held at the 
Hotel Commodore in New York. 

President Dennis N. Warters (presi- 
dent, Bankers Life of Des Moines) will 
preside over the business session, presen- 
tation and discussion of papers at both 
meetings. Vice presidents Morton D. 
Miller (vice president, Equitable Society) 
and John H. Miller (vice president, 
Monarch Life) will preside over the 
remainder of the sessions. 

Both meetings will adhere to the fol- 
lowing schedule: First day (10:A.M.)— 
business session, presentation and dis- 
cussion of papers, informal discussion of 
topics of general interest; (12:30)— 
luncheon ; (2:00)—simultaneous discus- 
sion of topics of special interest, (a) 
session on ordinary premiums, (b) ses- 
sion on pensions (New York only) or 
(b) session on employe benefits (Dallas 
only). 

Second day (9:30 A.M.)—informal dis- 
cussion of topics of general interest 
(continued); (2:00)—smaller company 
forum. 


Mott Heads Dallas Session 


The session on employe benefit plans 


to be held in Dallas will have Thomas 
M. Mott, vice president and actuary, 
Republic National Life of Dallas, as 


chairman. Topics discussed and questions 
answered will be: Pension and retirement 
plans—“For trusted pension plan cost 
estimates and valuation what assumptions 
are being made concerning investment 
yield rates, mortality, rates of disable- 
ment and disabled life mortality, and 
why?” Also: “Is there a trend away 
from individual policy pension plans to- 
ward group annuities? If so, what effect 


has this had on the competitive posi- 
tion of trusteed and self-administered 
plans ?” 

Under long-term disability benefits 


questions asked include: “What success 
are companies having in the scale of 
long-term disability benefits? What 
benefits are provided for after termina- 
tion of the plan or master contract? 
What experience is appropriate for the 
determination of premiums and reserves ? 
How are reserve liabilities for continuing 
claims established? How are companies 
applying x experience rating to these bene- 
fits?” 

Other raised include, under group 
major medical expense benefits: “How does the 
loss experience under super-imposed plans com- 
pare with that plans?” 
Also: 

“Do companies have any effective control over 


questions 


under comprehensive 


increasing costs? How widely are relative value 
used? Is this 
the problem of surgical fees? 

“What deductible and coinsurance 
provisions are being used? To what extent do 
these vary by the income of the insured persons? 
Are family deductibles being applied? If so, how 
frequently and in what form? 

“What maximum limit amounts and provisions 
are common? How do maximum limits vary by 
salary classes?” 

Also, under insuring the senior citizen: 

“What types and what amounts of benefits 
are being continued: on retired employes and 
their dependents? 


(Continued on Page 54) 


schedules being the solution to 


amounts 


JAMES R. WILLIAMS PROMOTED 


Now V. P.-General Manager of Health 
Insurance Institute; Elected by Board 
Of Institute of Life Insurance 

James R. Williams, who has done an 
outstanding job in the past five years 
as vice president of the Health Insurance 
Institute, the public relations arm of 
Health Insurance Association of Amer- 
ica, received promotion to general man- 
agership of the HII at the recent board 





JAMES R. WILLIAMS 


of directors’ meeting of Institute of Life 


Insurance. Recommendations for Mr. 
Williams’ advancement was made by 
HIAA’s public relations committee, 


headed by J. W. Scherr, board chairman, 
Inter-Ocean of Cincinnati. 

This is Mr. Williams’ 16th year in 
the accident and health end of the busi- 
ness, having started in 1945 with Mutual 
of Omaha as an agent. Two years later 
(after a brief period with Pacific Mutual 
Life) he was selected by Harold R 
Gordon, then managing director of the 
Health & Accident Underwriters Con- 
ference, to join the organization as an 
editor-public relations man. Recognition 
came to him in 1950 when the Confer- 
ence named him assistant director of 
public relations, and four years later 
he was named its P. R. director. 

When the HIAA was organized in 
1956 its original board of directors de- 
signated that “Jim” Williams be en- 
trusted with the task of setting up the 
Health Insurance Institute and named 
him its vice president. It is expected that 
he will be given increasingly more re- 
sponsibility in the years ahead. He is a 
graduate of Macalester College (1941) 
with B.A. degree. 


Kennedy Health Plan Dead? 
House Democrat Thinks So 


A top Democratic leader in the House 
of Representatives is convinced that the 
Kennedy medical-care-for-the-aged plan 
in its present form is dead. 

This belief was revealed this week in 
the New York “World Telegram & Sun” 
by Scripps-Howard staff writer Marshall 
McNeil. Mr. McNeil in the March 14 
issue writes that the undisclosed House 
Ways and Means Committee member 
“believed it would be helpful to the old 
people and to the White House—so 
neither would have false hopes—to say 
so.” Mr. McNeil’s informant added: 

“There are 15 solid votes in the com- 
mittee against the plan, (Ed Note: The 
same 15 votes which defeated the Forand 
bill last year) maybe nine for it, and the 
chairman (Wilbur Mills, D. Ark.) is 
sitting in the middle of it. I just don’t 
think anything has happened that will 
change those 15 votes. 

“They're talking about a compromise. 
But any compromise that could get it 
out of that committee—its members feel- 
ing as they do—would please nobody.” 





Stuyvesant Ins. Group 
Sets Up A. & H. Dept. 


JOHN T. FLOOD NAMED MANAGER 


President Olson Sees “New Approach 
To Underwriting”; Lynch Will Head 
Research and Development 


A complete accident and health depart- 
ment has been established by Stuyvesant 
Insurance Group. President Maurice G. 
Olson announced that in entering the 
A. & H. field, the company will inaugu- 
rate a new underw riting concept for both 
individual and group forms. Modern, up- 
to-date policies and programs covering 
standard, substandard and unusual risks 
are being developed and will be an- 
nounced in the near future. 

John T. Flood, who has over 16 years 
experience in the A. & H. field, will 


JOHN T. FLOOD 


manage the new division. A native of 
New York, Mr. Flood most recently 
was with American Casualty of Reading, 
Pa., where he was manager of the Group 
\. & H. Department for the past two 
years. Prior to that he had been home 
office sales supervisor of all individual 
and group A. & H. coverages for that 
company for two and one-half years. 

3efore joining American Casualty, Mr. 
Flood spent a year and one-half with 
a multiple line agency in Columbus, Ohio, 
as manager of the A. & H. department. 
He began his career in the A. & H. field 
as an underwriting trainee with Con- 
tinental Casualty Co. His ten years with 
this company were devoted to the un- 
usual individual and Group A. & H. field 
in both the Chicago office and New York 
branch office, and as production manager 
of the A. & H. branch office system. 
He was a member of the U. S. Air Force 
for four years in World War II. 

Mr. Olson also announced that James 
A. Lynch, who joined the Stuyvesant 
Group after six years with United States 
Life in New York City, will be in charge 
of research and development, working 
closely with Mr. Flood in the prepara- 
tion of new policy forms. Mr. Lynch, as 
director of A. & H. sales for U. S. Life, 
was responsible for the recruiting and 
developing of agencies. Before joining 
that company, he was manager of the 
Upper Darby, Pa. office of Bankers Life 
& Casualty. 

He is a graduate of the LIAMA School 
of Agency Management and a member 
of the A. & H. Club of New York. A 
native of Akron, Ohio he attended Akron 
University. 

Mr. Olson pointed out that Mr. Flood 
and Mr. Lynch bring to the company 
over 25 years combined experience in all 
phases of company operation: Sales, 
promotion, underwriting and management 
on both the branch and home office 
levels. “The Stuyvesant accident and 
health division will take a new approach 


(Continued on Page 52) 
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OPPOSE KENNEDY HEALTH PLAN 


Central Michigan Association of Health 
Underwriters Goes on Record Favor- 
ing Kerr-Mills Bill 
Central Michigan Association of Health 
Underwriters adopted four resolutions at 
a recent meeting setting forth opposition 
to social security-financed health care but 
supporting moderate legislation of the 

type enacted by the last Congress. 

The initial resolution declared “present 
assets of the social security system are 
completely incapable of paying benefits 
already earned those are 
greatly augmented by future taxes” and 
it was resolved that effort to load 
the costs of health care upon the security 
should be with 


unless funds 


‘“ 
any 


system resisted utmost 
vigor.” 

\ second resolution stated that use of 
the word “insurance” in connection with 
security 


which misleads the 


social benefits is “a misnomer 
American people and 
should be avoided in a sense of morality 
and fair play.” 

The third resolution asked “an objec- 
tive, competent, bipartisan study of the 
project costs of any governmental health 
care program” before adoption of any 


further legislation. It was noted that 
“the 16,000,000 Americans who are now 
over 65 have not, nor will they cee 
a to any fund to provide them 
with Federal health care benefits; aa 
the workers today and their sons and 


grandsons will contribute to such a fund 
and these contributors have no guaran- 
tee of any benefits to themselves.” 

The fourth resolution praised the Kerr- 
Mills bill setting up a mechanism and 
fund on a state-administered basis for 
medical care of those over 65 who are 
unable to meet costs of major illnesses. 

The association stressed its general 
position that “costs of health care be- 
come high, difficult to predict and soon 
out of control whenever the recipient of 
health care has no direct financial inter- 


est in the cost of such care.” 


Raise Albany Blue Cross 
Rates to Offset Deficit 


Associated Hospital Service of Capital 
District, the Albany, N. Y. area’s Blue 
has been granted permission to 
raise certain subscriber rates by an 
average of 28.35% to offset deficits which 
in 1960 put the plan more than $200,000 
below the minimum financial reserves 
required by law. 

The increase does not affect the Albany 
Blue Cross experience-rated, “over age 
65," or $50 deductible contracts. As to 
the deductible “economy” contract, the 
decision commented that “present rates 
for these contracts are substantially 
lower than present rates for the same 
coverage where the contracts do not 
provide for payment of the first $50 
by the subscriber.” 

The increases approved, will take effect 
ifter 60 days’ notice by the plan on June 
1 or slightly earlier. 


Cross, 


Penna. Blue Plans Submit 
Old Age Medical Aid Plan 


Pennsylvania Blue Shield and_ the 
state’s five Blue Cross plans have sub- 
mitted to the state assembly a new plan 
for providing medical care to the aged. 

The Federal government would sub- 
sidine Blue Shield and Blue Cross mem- 
bership for persons over 65 e ntire ly, or in 
part, depending on the person’s income. 
lf the individual’s income were low, i.e. 
under $1,000 for a single person, $2.000 
for a family—he would pay nothing. The 
Government would pay all. 

As the income rose, the person would 
pay a proportionately greater share with 
the Government paying the remainder. 
The aged would make their own decision 
on whether to participate in the non- 
profit Blue plans. 


Inter-State Assurance 1960 
Prems. Up 10.6%; to Sell Life 


Inter-State Assurance Co., Des Moines, 
lowa, reports 1960 as another year of 
continued growth. The company had 
gain of 10.6% in both premium income 
and assets for 1960 and surplus rose 
10.7%. Benefit payments showed a gain 
ot 10.9%. With the release of the 1960 
financial statement, Robert A. Brown, 
president, announced preparation of the 
company for entry in the life field. He 
said the decision was made so Inter- 
State agents can offer a wider coverage. 


HEINRICH HEADS DIVISION 

William J. Heinrich, assistant vice 
president, has been appointed to direct 
Allstate Companies’ rapidly growing spe- 
cial accounts division, President Judson 
B. Branch announced. Mr. Heinrich will 


manage a major segment of Allstate’s 
auto and truck fleet insurance business 
and group health and group life insur- 
ance business. 

Life coverage will be offered in Iowa 
this year and at a latter date in the 25 


other states in which 
sensed to operate. 


Inter-State is li- 


Associates Life of Indiana 


Reached New Highs in 1960 
Associates 
dianapolis, 


Insurance Co. of In 
ord- breaking year 


Life 
had a rec 


in 1960. Life insurance in force increase d 
by 40% and annualized accident and 
sickness premiums in force by 27% 


Late in 1960 Associates Life was certi- 
fied to do business in Iowa and Illine 
raising to seven the total number of 
states in which the company is licensed 
A total of 18 new general agents and 
171 additional men were placed under 
contract with the company last year. 





When You’re Ready To Build Your 
A&H CASTLE-IN-THE-AIR 


On Terra Firma... 


First thing to do is talk over your aims with people who know the Accident and Health field, 
people who can make your castle bigger than you ever dreamed it could be. 


Hundreds of general agents have asked for and received A&H counsel from the 
Disability Division at Combined Insurance Company of America, 5050 Broadway, Chicago. 
Many, subsequently, have moved up to extraordinary success, representing one of the 
growing, prospering companies in the Combined Group. Quite likely, 
when you make your decision to build, you will want to avail yourself of the 
experienced direction we offer, at no obligation. 


COMBINED GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of Massachusetts, Boston 





First National Casualty Company, Wisconsin 


Exclusive Specialists in 
ACCIDENT, SICKNESS, HOSPITAL, MEDICAL INSURANCE 
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American Casualty Reading, Pa., is 


now emphasizing the production of Audio 
Visual films. Tried initially for health 
insurance lines, response from agents 


was “so 


that the company 


include 


ffering t 
home wners 


is expe 
commer 
Phe 
: 
l 


title ¥ 






1s 
insurance 


- | } ‘ 
wrecked bui 





the devastat 
] business 
aged by fire or other 


which is in color, uses 


unning 
e some- 





in converting 





subject of business in- 
nto everyday 1 








hat any business proprieto in qu 
grasp. The film is entertaining, dramatic 
and colorful—adds a considerable dash 
7? showmanship to an agents’ daily sales 
interviews 

“Barney's Big Blast” will be followed 
by a homeowners s any ‘strip film called 


‘The Balancing Baxt \ second com 


GAINED 11.9% IN ASSETS 


North American Co. for Life, Accident 
And Health also Showed a 24.8% 
Capital-Surplus Hike 
The 1960 statement of The North 
American Co. for Life, Accident and 
Health Insurance, Chicago, showed an 
11.9% gain in assets and a 24.8% increase 
“te ul and surplus, it was announced 

by Robert F. Rosenberg, president 


Life insurance in force as of the end 

1990 was $825,080,000, an increase of 
25% over $673,411,000 in 1959. Assets 
ose from $58,308,000 to $65,221,000, an 
nerease of 11.9%, while capital and sur 
plus increased from $14,670,000 to $18, 
306,000, or 248%. The company’s ratio 
of assets to liabilities increased from 
133.6% in 1959 to 139% in 1900. I 
mium income increased 8.5% from &X 
745,000 to $35,538,000 

Until January 1, 1990, the 75 year-old 
company was known as the North Amer 
ican Accident Insurance Co. It is a 
wholly owned subsidiary of C.-T. Fin- 
ancial Corp., New York The company 
all states except New York 
and Hawaii for life and health business 
lts afliliate, North American Accident 
Insurance Co., New York, began healt] 
insurance operations in New York stat 
in January, 1960 


re- 
32,- 


operates In 


United Life & Accident Holds 


General Agents Conference 
ritz Hotel, New York City, 


recent general 


The St. M« 
Wa he scene ol the 
igents annual conference held by United 
Life & Accident of Concord, N H It 
was attended by 30 of the company’s 
leading general agents who had a stimu 
lating and enjoyable time in New York 





The program, which ran for 2% days, 
featured a panel on the sale of Group 
insurance by General 


Cutler, Maplewood, N. J., and Joseph 
Kowins, Baltimore, Md. This was a 
part of the introduction of United Life's 
new Group health insurance plan 
Samuel W. Seldon, CLU, pension 
msultant of New York City, and Ralp! 
K. Lindop, also at New York, consultan 
in the field of accident and sickness in 
surance, both addressed the conference 
United’s president, Douglas B. Whiting, 
reviewed 1960 performance and presented 
company plans for 1961 
All details of the conference were 
under the direction of H. V. Staehle, 
CLU, field management vice president 
xr United Life 








‘Barney’s Big Blast’ a Hit With ACCO 
Agents; ‘The Balancing Baxters 


to Follow 


mercial lines film will feature the 3-D 
policy, and a third will cover the com- 
prehensive general liability policy. All 
will be written, designed and produced 
for the exclusive use of ACCO agents. 

Americas Casualty also offers a film 
m income protection insurance and will 
soon announce a series for its affiliate, 
Valley Forge Life 

The company states that the cost to 
an agent of the desk top slide projector 
is very low and the films are $35 each. 
Credits are offered for the writing of 
certain types of policies. So agents can, 
if they wish, get their audio visual equip- 
ment free of charge simply by earning 
sufficient credits. 

One ACCO agent who received his new 
projector and health insurance film on 
a Thursday, called his branch office the 

lowing Monday to report. “Audio” had 
enabled him to write eight disability in- 
come policies in two business days. The 
producer had not been particularly active 
in health insurance production before 

All American Casualty branch offices 
have the desk top projectors and films 
for demonstration to interested agents 
More than 400 ACCO agents already are 
using audio visual 


Society of Actuaries 


(Continued from Page 32) 
“What is the cost of the continuance of pen 
Should 


le experience among retired lives be separated 


sioner benefits under tl 
th 


e group plan? 


from that among active lives and placed ir 


i 
common pool? 

benefits 
What effect 
has the attitude of the Internal Revenue Service 


“What methods of financing these 


during active employment are there? 


had on the development of such prefunding?” 


General Session Topics 


Topics of discussion during the general 
session include: Investments, overinsur- 
ance, medical care benefits for the aged 
(role of group insurance, individual insur- 
ance, and governmental programs) and 
such topics as “has there been any reduc- 
tion in bank loan and minimum deposit 
business” and results of recent court 
decisions 

Gladstone Marshall, vice president and 
actuary, Connecticut Mutual Life, will be 

airman of a session on ordinary insur- 
ance premiums in New York. Topics to 
1 covered include: Interest, mortality 
‘xpense, methods of grading premiums 
new reasonable interest and mortality as- 
sumptions for retirement income policy 


maturity values and optional settlement 
rates guaranteed in new policies 
Walter S. Dewar, associate actuary 


Great Southern Life, will be chairman of 
a session in Dallas on ordinary insurance 
premiums. Topics include: Premiums, 
1958 CSO mortality table and related sub- 
jects 

“rederick : Sloat. consulting actuary 
for Terriberry Co. of New York, will be 
chairman of- pei in New York on 
i Topics — : Actuarial as- 
sumptions, mortality, interest, disability, 
valuation of assets, pul ye pension plans 
and questions on the Nlowing current 
developments: 


pensions 


“What new developments are likely as a result 
of the series of studies on pension plans now 
being released by the Pension Research Council ? 

“A number of pension plans have been estab 
lished in recent years which provide for variable 
benefit payments. What has been the general 
experience of such plans? Are there particular 
types of employers to which these plans have 
more than normal appeal? To what extent 
are insurance companies making provisions to 


supply such benefits?” 

Graham C. Thompson, actuary, Secu- 
rity Mutual Life of Binghamton, N. Y. 
and Orlo L. Karsten, vice president-ac- 


tuary, Great American Reserve of Dallas, 
will moderate a smaller company forum 
1 New York and Dallas, respectively. 





June Bromberg 10 Years with 
Loyal Atkinson Agency, N. Y. 





JUNE BROMBERG 

June Bromberg, an A. & S. girl with a 
sales personality which delights insur- 
ance brokers and life underwriters, is 
observing her tenth anniversary with the 
Loyal Atkinson Agency of Massachusetts 
Indemnity & Life of Boston in the mid- 
town New York area. She started with 
the agency upon graduation from high 
school and it has been her only insurance 
job. . 

Miss Bromberg serves as office man- 
ager of the Loyal Atkinson Agency and 
is one of the best informed women in the 
non-cancellable disability market in New 
York. To most of the brokers who do 
business with the agency she is regarded 
as a good will builder whose knowledge 
of A. & S. and of their own require- 
ments makes her an indispensable part of 
the Atkinson organization. 


Weir and Wendt Advanced 


By Nationwide Insurance 

Floyd E. Weir has been appointed 
staff manager of assigned casualty risks 
and Richard K. Wendt becomes assistant 
actuary in the life actuarial department 
of Nationwide Insurance 

Mr. Weir, who attended Tiffin (O.) 
University, has been associated with 
Nationwide in a variety of positions for 
nearly 30 years. Most recently, he was 
underwriting manager of Nationwide 
General Insurance Co 

Except for two years Army service, 
Mr. Wendt has wal with the companies 
actuarial department since his gradua- 
tion from University of Wisconsin in 
1954. He is an associate of the Society 
of Actuaries 


Voluntary Health Plans 
Commissicn Is Established 


\ joint commission for the promotion 
of voluntary non-profit prepayment 
health plans has been set up by the 
American Hospital Association, the 
American Medical Association, the Blue 
Cross Association and the National As- 
sociation of Blue Shield Plans 

AMA President Dr. James Z. Appel, 
Lancaster, Pa. was named chairman for 
one year at the recent organizational 
meeting in Chicago. During Dr. Appel’s 
term of office, the AMA will provide the 
commission staff. Next year the chair- 
manship will be assumed by one of the 
other participating organizations. Said 
Dr. Appel: 

‘The specific purpose of the commis- 
sion is to consolidate and strengthen 
the efforts of the four participating as- 
sociations in a maximum development of 
voluntary, non-profit, prepayment con- 
cepts in providing sound financing of 
health care for the American people.’ 


Stuyvesant’s A.& H. Dept. 


(Continued from Page 52) 





JAMES A. LYNCH 


to underwriting,” Mr. Olson stated, “and 
we plan to update our coverages and 
procedures constantly to keep pace with 
the current trends in the accident and 
health field.” 


sion will 


The office of the new divi 
in the Stuyvesant executive 
office in Allentown, Pa., 


Ministers L. & C. Union 


Appoints Quarles, Misamore 

Ministers Life & Casualty Union, Min- 
neapolis, has appointed William E. Quar 
les, Jr., regional secretary in the Houston 
area, and Thomas T. Misamore as re 
gional secretary in the Dallas area. 

Mr. Quarles, 39, a native of Kirvin, 
Texas, has for past eight years been 
an agent for American States Life In 
surance Co. 

Mr. Misamore, 29, a member of the 
Dallas association of life underwriters, 
has for the past two years been affiliated 
with an insurance brokerage agency 
in Dallas. He has written insurance for 
several different companies including 
United National Life of Dallas 

Ministers Life & Casualty Union sells 
insurance only to ministers and other 
full-time religious workers. 


Standard Accident Holds 
Florida Branch Meeting 


Management and field personnel of 
Standard Accident’s new Florida branch 
recently participated in a two-day meet- 
ing conducted by home office education 
department and field operations person- 
nel. In addition to discussion of com- 
pany plans, topics covered included trends 
in the industry, underwriting policies, 
and an analysis of the new thrift auto 
policy which was introduced in Florida 
March 1. 

The Florida branch was established 
in August 1960 after acquisition by 
Standard Accident of the general agency 
operations of McCrory, Armstrong and 
Waters, Inc. in Jacksonville. The sessions 
were aimed at orientation to branch office 
procedures and included key personnel 
from field offices located throughout the 
state. The instructional portions of the 
meeting were devoted to ways in which 
all field personnel could better serve 
Standard Accident agents in the Florida 
branch territory. Techniques employed 
included a sound motion picture, tape 
recording, various visual aids, and an 
analysis of the company’s 1960 annual 
report. 
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An ill boiler blows no one good. When it 
blows, an entire business can go with it. But under 
The Travelers umbrella of insurance protection 
you can be sure your client has enough Boiler and 
Machinery insurance to pay for all the loss—not 
only the boiler, but damage to his other property, 
loss of income due to the interruption of his busi- 
ness, even liability claims. And your clients can 
count on prompt attention anywhere in the United 


THE TRAVELERS Insurance Companies cnc? 





States from Travelers’ unequalled claim organi- 
zation. They can also count on the services of The 
Travelers Engineering and Loss Control Division 
that include periodic inspections to minimize the 
possibility of accident. Safety recommendations 
often result in economies of operation and frequently 
add years of life to costly equipment. Find out how 
you can benefit through the sale of Travelers Boiler 
and Machinery insurance. Write our nearest office. 

















yust 40¢ moRE... 


CAN BUY NEW 4] WAY PROTECTION 
wa 


FRANCHISE ACCIDENT POLICY 


Your clients now pay 60 cents per $1,000 of coverage for 
Airplane and Common Carrier insurance. . . . For only 40 


cents more they can get broad coverage. 


e WORLD-WIDE e 24 HOURS A DAY 
e AT WORK e AT HOME e AT PLAY 


Offered on the basis of Employer/Employee sponsorship for MALE and 
FEMALE Business Executives, Key-Persons in Administrative or Super- 
visory positions and Salesmen. ALSO OFFERED TO PROFESSIONAL 
ASSOCIATIONS FOR THEIR MEMBERS—On Franchise Basis. 


a 


Principal sum $25,000 to $200,000 for one or more 
of the following losses due to accidental bodily injury 
occurring within one year from date of accident— 


Loss of life 


4 / Way | Loss of sight 


Dismemberment 
* Total disability 


SPECIAL DISABILITY FEATURE: After 12 months of disability, 1% of 


Principal Sum is payable monthly while loss continues. Limit 100 months. 


SICKNESS & ACCIDENT AGENCY 


INCORPORATED 


Associated with Harold N. Sloane Agency and Gruber & Sloane Agency, Inc. 
111 JOHN STREET, NEW YORK 38, N. Y. 


BEekman 33-4545 


Member of New York City Insurance Agents Association 


LOW 
ANNUAL 
COST 


Y 





Each 


$1,000 


PRINCIPAL 
SUM: 


$400 


on individual policy 
franchise basis 





OR: 


1.00—5 to 25 lives 
.90—26 to 500 " 


.85—501 to 1200 
lives 


.80—1201 or more 
lives 


when issued on 
EMPLOYER / 
EMPLOYEE 
TRUE GROUP 
BASIS 


FULL 
PRINCIPAL 
SUM 
PAYABLE 


Full Principal Sum Payable: 





e For Loss of Life, or 

e For Single Dismemberment,or 
e For Loss of Sight—One Eye, or 
« For Multiple Dismemberment, or 
e For Loss of Sight—Both Eyes 











Underwritten by The Ocean Ac- 
cident and Guarantee Corpora- 
tion Ltd., New York, N. Y. 




















